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FACTORY: NEWARK, NEW JERSEY 


HELLER BROTHERS 
CELEBRATED AMERICAN 


RASPS AND FILES 


ARE KNOWN THROUGHOUT THE WORLD FOR 
THEIR EXCELLENT CUTTING AND WEARING 
QUALITIES. HELLER BROTHERS CELEBRATED 
AMERICAN RASPS AND FILES ARE DEMANDED 
BY ALL WORKMEN WHO WANT THE BEST. 
SATISFACTION GUARANTEED. 





WRITE FOR PRICES. 


HELLER BROTHERS COMPANY 


NEWARK, NEW JERSEY 


ESTABLISHED 1836 INCORPORATED 1899 








ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 64 and 65 
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ail If You Will Dig We Will 
ley Help You Dig Up Some Business 


HAT'’S the use of sitting on the end of your} | men who get such jobs, are the men who are 
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= | back in your office and talking about “‘busi- “right on the job”. = 
& ness being slow”? Start getting on the job right now by sending us = 
e E é ; ie Ee the names of those who will possibly make replace- ~ 
& What are you doing to find out who are dissatis- ments, and we will keep right on their trail with J} z 
" fied this Winter with their heating systems? our booklets, circulars, letters and so on. . AP 
el i sa We will do some good husky team work. 
ivery year there are replacement jobs. The Now for those names. 


=e # £8293] 


Chicago H ® | . LS ot New York 
2767 Lincoln Ave. 103-Y Park Ave. 
WARM” AIR GENERATOR 


me Syracuse, N. Y., 301 James Street 

WEEEE EE EE EEE BEEEE Ww 
You Can’t Get Better 

Made Heaters Than 


"FRONT RANK’ 


SHEET STEEL 
WARM AIR HEATERS 


Because they warm only clean, fresh 
air and never heat the same air twice. 
Will burn either hard or soft coal eco- 
nomically without gases, soot or smoke. 
Strongly constructed to give years of 
the hardest service. 
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Write for catalog and other 
information. 


HAYNES - LANGENBERG MFG. CO. 


4045-4057 Forest Park Blvd. ST. LOUIS, MO. 
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It’s Up To The Dealer 


To make good with his customers in order to keep their patron- 


age. Making good is not merely installing a warm air heater 
that will prove satisfactory immediately after it has been in- 
stalled, but one that will give perfect satisfaction for years. 


We Give You 


As the result of nearly a third of a century’s experience in the manufacture of warm 
air heaters, one that has met with uninterrupted and unparalleled success through- 
out that time and one that is guaranteed to give perfect satisfaction years to come. 


THE WEIR as 





ALL STEEL 
D SOOT CONSUMING 


WARM AIR HEATER 


Has many exceptional features in its construction that tend to make it the most 
serviceable and efficient warm air heater on the market. 


The BODY is constructed of low 


carbon boiler plate without any joints, 
making it absolutely gas and dust tight. 


The FIREPOT is specially con- 
structed to promote perfect combus- 
tion and economize fuel. 


The GAS AND SOOT CON- 
SUMING PROCESS prevents 
the waste of any of the products of 
combustion and utilizes all of the 
gases and soot to the best advantage. 


Our latest catalog fully describes the WEIR 
WARM;AIR HEATER. It fwilli be} worth 
your while to write for it and acquaint 


yourself with the WEIR LINE. 





MEYER FURNACE COMPANY 


PEORIA, ILLINOIS 
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The “QUICK MEAL” Agency is something worth while. Secure it now. 


RINGEN STOVE COMPANY 





Catalogues now ready 














“QUICK MEAL” 
WICK OIL STOVES 


for 1915 
SAMPLES NOW READY 


< 


‘ 


All sizes from the smallest 
two-burner to the largest 
five-burner cabinet. 


Porcelain Enameled Splash 
Backs are attractive and 
sanitary and can be fur- 
nished on all “QUICK 
MEAL” OIL STOVES. 


Div. American Stove Co. 


825 Chouteau Avenue Sa ee oy 
ST. LOUIS, MISSOURI SAN FRANCISCO, CAL. 























IT IS NOW — 
UNIVERSALLY ACKNOWLEDGED [jams 


a ; 2k A : 
that pure, circulating warm air is the most health- 
ful, sanitary, economic and satisfactory method of heating 
houses, bungalows, flats or apartments it is possible to install. 


AJAX and EMPIRE 


warm air furnaces produce just this kind of heat, and plenty of 
it. They have the weight, construction, radiation and capacity 
necessary to make them durable and efficient. We stand 
behind them with a positive guaranttee as to the fit and finish 
of each and every casting. 


MADE RIGHT--PRICED RIGHT--WORK RIGHT 


SPECIAL FEATURES 


FIRST—Extra large grate surface. 


FOURTH—Extra heavy corrugated 


SECOND—Extra large cast and steel straight fire pots. 


radiators. 


FIFTH—Extra heavy draw-out triangular 


THIRD—Extra large feed door for soft bar grate. 


coal or wood. 


SIXTH—Extra high and roomy ash pits. 


Write for Catalog, illustrating and describing the 
New Ajax. Also for prices and terms. 


gCO-OPERATIVE FOUNDRY CO. 


ROCHESTER, N. Y. 


Western Branch 
505 SO. CLINTON ST. (Phone Harrison 6373), CHICAGO, ILL. 
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Give Winter the Laugh 


BOYNTON SQUARE POT FURNACES 
give Winter the laugh. They are so con- 
structed that the fire burns evenly all over the 
grate, insuring the most complete combustion 
possible. 










Every year more people insist on having a 
SQUARE POT FURNACE. Actual results 
are what count. Thatis why the demand for 
SQUARE POT FURNACES is increasing. 


Send early for your copy of the Square Pot 
Catalog. 











Why not investigate? 









BOYNTON’S SQUARE POT CHICAGO 
ADMIRAL FURNACE NEW YORK JERSEY CITY 



















The Answer to the 
Heating Question Solved— 


MONARCH 


AIR-BLAST, WARM AIR 


HEATERS 


Furnish a large supply of fresh, warm air ata 
minimum cost. The specially constructed fire- 
pot extracts all of the good out of the fuel, and 
the radiator utilizes every valuable heat unit of 
the products of combustion before they enter 
the smoke exit. 





Write for our latest complete catalog and 
offer to dealers—you can do a bigger business 
with our aid. 


THE FOREST CITY FOUNDRY & 


MANUFACTURING COMPANY 
Crxlend Grind 
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ATTENTION IS CALLED 
to the fact that 


LAUREL FURNACES 


embody all of the latest improve- 
ments that tend to make a warm air heater the 
most satisfactory. These new features economize 
fuel and increase the heating power of LAUREL 
FURNACES. 

Our latest Furnace Catalog No. A-29, fully describes the 
LAUREL LINE. Send for your copy NOW! 


THE ART STOVE COMPANY 


DETROIT, MICHIGAN 




















QP, Heater Hints—No. 5 


T ED RADIUM, Steel Plate Return g 
Flue, Warm Air Heater 
A gas-tight heater that will burn either hard coal or block ? 
wood. Constructed of the best material and by competent work- 
men, the GILT EDGE RADIUM WARM AIR HEATER 
is one of the most durable heaters on the market. The econ- 
omy in operation is another feature of this heater. It utilizes 
every particle of smoke and gas. 
The GILT EDGE LINE of WARM AIR HEATERS is 
the fastest selling line made. It takes very little effort to sell 
them. They have so many convincing features not included in 
the construction of other heaters. When handling them you 
are not only selling a line of heaters with a good profit, but a - - 
line of quality. Write for our latest catalog, fully describing Se ie scr, «aaa 
the GILT EDGE LINE of WARM AIR HEATERS. = ai 


R. J. SCHWAB & SONS CO. Milwaukee, Wis. 




















[lonerie 


AGENTS are closing one of the most 


successful years they ever had. 


Let us explain the reason why. 


@ Moaig’ @ THE T. E. HENRY FURNACE CO. 
Gund Gung 
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All Our Latest Improvements 


are embodied in 


THE ENLARGED HERO 
WARM AIR HEATER 


The Feed Door, which is made in one piece, is of ample size. 
Radiator has long fire travel. A ribbed joint provides for unequal 
expansion. Absolutely gas-tight. The Hero Fire Dome is cor- 
rugated inside and outside. Its surfaces radiate the direct heat 
from the fire. This type of fire dome is indestructible. Hero 
Grates have neither cog wheels nor bolts. Each grate bar acts 
independently. Any one of them can be removed without disturb- 
ing the fire. Ash Pit is extraordinarly deep, allowing a free cir- 
culation of air under grate. 


Our latest catalog fully describes the entire HERO LINE of 
WARM AIR HEATERS. A copy of this catalog is waiting 





for you and we will appreciate it if you write for it. 





CHARLES SMITH COMPANY 


57 West Lake Street Chicago, Illinois 























They’re Surely the Best 
If they bear the 


WISE TRADE MARK 














When you are handling WISE WARM AIR HEATERS, you 
know that you are offering a heater of quality—one that has made 
good wherever it has been tried out. 














WISE WARM AIR HEATERS 


are constructed on scientific principles. They give more heat and burn less fuel than other warm 
air heaters. 


Our new 1915 Model covers numerous changes and improvements that will greatly increase the 
already high efficiency of the WISE HEATER also simplifying its operation, and contains an 
entirely new grate, which is a combination of an annular shaking and basket dumping grate, 
which is the most convenient and most practical grate yet devised. 


FIREPOT—Is heavy, cast in one solid piece with slots in the walls. Airis admitted and heated 
in these slots before entering into and above the fuel. This supply of heated air permits the con- 
sumption of 90% of the gas and smoke, securing perfect combustion and generating intense heat. 


Our latest complete catalog will be sent to you at your request. Better write for it at once. 


WISE FURNACE COMPANY 


AKRON, OHIO 
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FLORAL CITY CAPITO . 


WARM AIR HEATER 


A durable, powerful and eco- 
nomical heater, embodying 


The radiator joint is permanen 
gas and dust tight. 


all the best features of an up- 
to-date warm air heater. 


The products of combustion p: 
from the body into the outer rad: 
tor. The heat is intense and h 
we use a Solid Cast-Iron Plate ; 


The dome or body is made 


stead of steel. 
of extra heavy steel plate, re- 


A dust flue connects ash pit wi 


inforced on the inside (next combustion chamber. 


to the fire) with a wide cast 


For hard coal or coke. 


flange. 





For soft coal or wood. 


Write for catalog. 


THE MONROE FOUNDRY AND FURNACE COMPANY 
MONROE, MICHIGAN 





MANY ADVANTAGES 





The advantages of being the Sprague Agent in your 
territory aremany, Mr. Heater Man. THE SPRAGUE 
UNDERFEED WARM AIR FURNACE isa reliable and 
thoroughly satisfactory fuel saver. You can recommend 
the Sprague for any kind of warm air heating. It 
never falls down. 

Write for catalog, price list and Agency Proposition 
at once. 


SPRAGUE FOUNDRY & MEG. CO. 


Council Bluffs. Iowa 


SCHEIBLE 
HEATERS 


ARE THE EMBODIMENT 
OF ALL THAT IS LATEST 
AND BEST IN WARM AIR 
HEATERS. 


SCHEIBLE <# 


WARM AIR HEATERS © 


are DURABLE — PRACTICAL — ECONOMICAL, 
just what is wanted. 


Are you acquainted with them? 
WRITE US P 




















Just a Suggestion-- 


When ordering warm air heaters, get ones that can be 
used for either coal or wood. 


ROBINSON GEM 
WAR MAIR HEATERS 





Are constructed 
to give satisfac- 
tory service when 
either coal or 
wood is used for 
fuel. Fire pot is 
A corrugated and 
made in two sec- 
tions. Dome or 
Combustion 
Chamber is extra 
high. Radiator is 
made of either 
all cast iron or 
cast iron and 
steel. Feed doors 


ROBINSON GEM WARM AIR HEATER re extra large. 


Send for our latest catalog of the entire ROBINSON 
LINE of WARM AIR HEATERS. It will be sent at 


your request. 


ROBINSON FURNACE 


COMPANY 


205-207 West Lake Street, Chicago, Illinois 











SCHEIBLE-MONCRIEF 


1444 West Ninth Street 


Cloud | 













































Remember this one fact 
—Anything of intrinsic 


merit can be success- 
fully advertised. 
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“MISSION” 


Symonps’ New Sipe WALL REGISTER 





Greater Area—Simple in Construction 
and Operation—Easily Installed 


Send for complete catalogue and prices. It will pay you to write. 


SYMONDS REGISTER CO. 


1102-1104 Madison St., ST. LOUIS, MISSOURI 




















THE FURNACE SUPPLY & MFG. CO. Cevelond 


Plain Lattice 
Cast Iron 
Cold Air Faces 


Thousands of 
dealers are us- 
ing these faces 
at a big saving. 


The lowest 
priced COLD 
AIR FACE 
made. 


Get our prices 
and save 
money. 


Prompt 
Delivery 











THE 
NEW 


the house? 


No. Height Width 

413 . ic, BB. gine ae 
SiS: ck: Wc es ce tee 
GIS. cts ae oes SE 
te Tee ay 
538d. RS Sere es 
618 20 30 


ty. oe Ba a 
Latch-lifting chain and pulley, add 50c to list. If wings 


omitted, deduct 50c from list. 


MARVEL 
CELLAR CHUTE 


Is a window chute to help 
the coal man or to protect 
The MARVEL 
protects walls, locks auto- 
matically, is Burglar-Proof. 


Wall Ship. Wt. 
Ie Be 


13 


Bes e's 
. 18 


18 


. 110 
Cb) ee 


105 
120 
170 





Z Pee 
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Price Can be put 
$ 7. 


4 


= 
ve 


50 in old or new 
S850 
" 11.50 wall. 
"8.00 
9.00 Special 


, 12.00 Proposition for 
Dealers. 


ASK FOR|BOOKLET “B" 


SPECIAL—1"* Marvel Warm Air ‘Heater is made of Old Style Wrot Iron, the 
best for endurance, fuel economy and comfort. Write for information. 


OSKALOOSA, 


INTERSTATE MANUFACTURING CO., ‘ows 





910 South Michigan Boulevard, 











XXth Century Sheet Metal Worker, 60c 
For Sale by AMERICAN ARTISAN 











MAKE YOUR WINDOWS 
YOUR SALESMEN 


Are your Hardware window displays attract- 
ing as much attention as you think they should? 
Are they increasing your business as they should? 
If they are not, why not? There must be a 
reason. An attractive window display is bound 
to catch the eye and lead to purchases of the 


Hardware, Tools and 
Sporting Goods 


on exhibition. Maybe your windows are not 
trimmed as they ought to be. Is this is true, 
stop it at once. It can be done with very little 
effort. 


AMERICAN ARTISAN 
WINDOW DISPLAY MANUAL 


Is all the help you need to make your windows 
double your business. It has over 130 prize 
winning hardware window displays, -with 
illustrations, descriptions and suggestions, that 
received Cash Prizes and Honorable Mention in 
window display competitions conducted by 
AMERICAN ARTISAN. It will give you 
ideas that can be worked up into prize winners. 
It is plainly written, leaving out no detail that 
might be of value. With the aid of AMERICAN 
ARTISAN Window Display Manual your 
clerks can make your windows look the way 
they ought to look. 


The window displays shown include many 
catchy novelties made from General Hardware, 
Stoves, Tinware, Enamelware, Tools, Sporting 
Goods and other products found in hardware 
stores. Some of the most attractive displays 
are Railroad Trains, Warships, Airships, Bridges, 
Fire Engines and Automobiles constructed 
entirely of hardware 


The price of this valuable Window Display 
Manual is within the reach of every hardware 
merchant. It will be sent to you, express pre- 
paid, upon receipt of $3.50. Send for it to-day. 


DANIEL STERN 


Publisher and Bookseller 
Chicago, Illinois 


Cut this off and mail it at once 


DANIEL STERN 
Publisher and Bookseller 


910 South Michigan Boulevard 
Chicago, Illinois 


Dear Sir: 
Enclosed please find the sum of $3.50, in 
exchange for which please send me, express prepaid, 


AMERICAN ARTISAN Window Display Manual. 
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There’s No Delay 


from undelivered “Rush Orders’ when you use 


MICHIGAN 
NESTED Hort AIR PIPE 


Your stock of MICHIGAN NESTED HOT 
AIR PIPE can be kept at the maximum 
in a very little space. It occupies only 
1/30th the space required for common 
round pipe. Packed in an iron cask, 
MICHIGAN NESTED HOT AIR PIPE can 
be easily handled, and it can be kept 
in the original package until entirely 
used. 


MICHIGAN NESTED HOT AIR PIPE is the 

only nested pipe that has a safety lock- 

ing device at both ends. No tools are 

required toassemble MICHIGAN NESTED 

HOT AIR PIPE—it can be done with the 

= handsalone. Once it is locked, it stays 
_— locked until released. 


MICHIGAN ADJUSTABLE ELBOWS 


For use with MICHIGAN NESTED HOT AIR PIPE, are 
made of Tin or Galvanized Iron. They can be used 
for angles ranging from 180° or straight to 90°. 
They will save you money if used 
on your work. 


































Our complete catalog, fully describing 


MICHIGAN NESTED HOT AIR 
PIPE, MICHIGAN ADJUSTABLE 
ELBOWS and MICHIGAN SAFETY FURNACE PIPE 


will be sent to you at your request. Better write for it at once. 


MICHIGAN SAFETY FURNACE PIPE CO. 


113-115 East Fort Street, Detroit, Michigan 
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PRONOUNCED 
“THE MOST EFFICIENT” 


Not! only by the Underwriters’ Laboratories 
But junder actual Working Conditions 


“HANDY” FURNACE PIPE ana FITTINGS 


Is constructed with an air passage between the outer and inner 
pipes. Perforated collars allow a continuous current of air to pass 
through this chamber the full length of the pipe. This feature not 
only reduces fire risk to a minimum but reduces fuel bills as well. 
It keeps the warm air passing through the pipe at its original tem- 
perature, so full benefit is derived from all fuel used. 


F.Meyer & Brother Company 


i, 


|| 


| 








| 





1313 South Adams Street, 


Peoria, Illinois F. MEYER & BRO. CO., 
1313 South Adams Street, 


Peoria, Illinois 
Gentlemen:— 


. the Cou on and s Kindly send me your latest catalog of 
Clip Pp HANDY” FURNACE PIPE and. FIT. 


ge # our la test TINGS, without obligation to me. 


Catalog FREE. 
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50% CHEAPER THAN RIVETING 


This is themachine 
used for welding 
stove runners, lin- 
ings for gas stove 
ovens, etc. Here 
are the actual fig- 
ures given us by a 
stove manufac- 
turer showing his 
costs before and 
after installing a 


“TOLEDO” 
Electric 
Spot Welding 


RIVETING— 
THE OLD WAY 
No. see” plate 


Daily Output 
450 


Cost per 100 plates 
40 cents 


WITH A “TOLEDO” 
WELDER— 


THE SAVING WAY 
No. — per plate 


Daily Output 
1500 


Cost per 100 plates 


Machine 2 
Welding Stove Runners 20 cents 


Send us samples of your work today and let us show you what you can save. 
Get our free bulletins describing our entire line of spot welding and butt welding machines. 
NO LEASE NO LICENSE NO ROYALTY 
THE TOLEDO ELECTRIC WELDER COMPANY 


4100 Langland Street - . ~ CINCINNATI, OHIO 

















The Sheet Metal Worker — 


Be he Apprentice or Journeyman — who fails 
to secure a copy of the 


“XXth Century Sheet Metal Worker” 
IS OVERLOOKING A MIGHTY GOOD THING 


It is new, modern, practical—the work of an experienced sheet metal 
worker—and told in plain, every-day language, without any frills or 
trimmings of any aad” In all its eighty-six valuable pages there is not 
one complicated, long-drawn-out explanation, not one mystifying, 
scientific rule. Butthere is an abundance of “short cuts,” instantaneous 
helps and suggestions for all kinds of sheet metal work, both simple 
and complicated—also—illustrated problems and designs with practical 


descriptions and explanations. 


The ‘“‘XXth Century Sheet Metal Worker”’ is furnished in 
flexible cover for 60 cents. For sale by all book sellers or by 


DANIEL STERN, Publisher and Bookseller 


910 MICHIGAN BOULEVARD, CHICAGO, ILLINOIS 
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" Vis 2 The STANDARD for 
Aunse Il — es | IOC a high Grade stoves 


EUGENE MUNSELL & COMPANY 


NEW YORK: 68 Church St. 


CHICAGO: 542 S. Dearborn St. 


And Leading Jobbers Everywhere 














"School Room Heaters 
Furnaces and Hot Water 


CHARLES | SMITH, 70 West Lake Street, Chicago, Illinois 

















The spit OVEN THERMOMETER 


Attracts The 
Woman Buyer 


She knows what an oven 
thermometer is for. She 
knows the best —Cooper’s. 
And she decides the sale. 


A Cooper Oven Ther- 
mometer will add selling 
to your range. 


It is faccurate and durable. 


Get our catalog 
and prices. 





Pe actual size." 
The Cooper Oven Thermometer Co. 





———— 





PEQUABUCK, CONN. 


STOVE REPAIRS 


Range and 
Furnace Repairs 


A.G. BRAUER SUPPLY CO. 


316-318 North Third Street 
ST. LOUIS, MISSOURI | 
Wiis 











FOR CLEANLINESS SAKE— 
HAND WITCH 


Removes grease, grime and 
dirt quicker and easie- than 
™ anyother cleaner. Does not 
eat the skin. Once tried— 
always used, 





Send for Sample—it’s free 


NICKEL PLATE STOVE POLISH CO. 


Manufacturers Chicago, Ill. 





WE MAKE REPAIRS 


For Warm Air Heaters, Stoves, Ranges and Hot 
Water Boilers. Our stocks are the largest and 
most complete. Write for catalog. 


A) a 


Wi 

















THE GEO. W. COPE 


TOVE PATTERN WORK 


Cor. Brush and Woodbridge Sts. _ DETROIT, MICHIGAN 





PATTERNS 


FOR STOVES AND HEATERS. PWSosts3 indy 
VEDDER PATTERN WORKS, ‘*?is:°* Troy, N. Y. 





PATTERNS 


For Stoves and Heaters 
The Cleveland Castings Pattern Co. 


(Ciwlond 


HARDWARE CLERKS 


can make extra money soliciting subscrip- 
tions for AMERICAN. ARTISAN in their 
sparetime. Very liberal cash commision. 
No experience necessary. Address Circu- 
lation Department AMERICAN ARTISAN, 
910 Michigan Boulevard, Chicago, III. 








STOVE 
PATTERNS 














LIN Y Par tern(o 


IRON&S WOOD 


STOVE PATTERNS STOVE PIPE 
= QUINCY,ILL-_ : 
\ FA A 


— 





WELLER PATTERN C0. [Eater 


Woop ,IRON.BRAS> 
Ouincy. ILL. 












Itis made of a very high 


is coated toprevent rust- 
ing. Madein all sizes. 
Packed twenty-five and 
fifty joints tocrate._ For 


rade throughout 
the United States. 


MATCH 


PLATES BR papeten 


send your inquiries to us. 
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@ What constitutes human rights? 


Just what have you and | a right to call our own? Sure’y the 


children of our brain, the product of years of experience and the 
expression of our originality shall be ours. 


Recently you will recall the winning of a very important case 
pertaining to an infringement on the Perfected Contact Reservoir 


on our range. 


Still another stove manufacturer recently appropriated one oe 
the basic improvements on the Round Oak base burner and thd 
Federal Court sustained the Round Oak base burner patent an 


held it infringed. 


We do not propose to berate, scold or hold up for ridicule or 

contempt the infringers but we do strongly draw your attention 
to the fact that the Round Oak line has individuality and improve- 
ments so distinctive and desirable that frequently they are ap- 
propriated todily by others, who will risk the penalty of the law to 
secure these advantages. 


@ The lesson would strongly point to the Round Oak line as the 
one line to tie to—to specialize in—to concentrate on. 


May we go into its many exclusive and superior advantages with 
you quite in detail? 


@ May we point the way to increased sales and profits? 
@ May we show you constructive Dealer Co-operation? 


You are invited to write quite without obligation, and these 
vital factors of successful merchandising will be explained to 
our mutual profits. 


E“ROUM» (\AK= FOLKS. 


Originators of Improvements and Makers of Good 
Goods Only. 


DOWAGIAC, MICHIGAN, U.S.A. 





























rABLISHED 1880 
Representative of 
e Stove Tin Hardware 
Heatirtg and Ventilat- 
ing Interests 
UBLISHED Every SATURDAY 





Address all cummunications and 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street New York 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND Its Possessions (Invariably in Advance) ONE Year Postace Parp $2.00 
ForeicGn Countries ONE YEAR PostaGE Parp $4.00 CaNADA ONE YEAR PostaGeE Paip $3 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 








Vol. 69. No. 7. CHICAGO, FEBRUARY 13, 1915. $2.00 Per Year. 











THE ANNUAL conventions of retail hardware deal- 
’ associations which have been held so far this year 
have been remarkable for two reasons: 

Practical The comparatively few set addresses and 
Ree the great amount of time given up to the 

Question Box. 

This is a good change from the programs of former 
years. To be sure, it isa pleasure to listen to an elo- 
quent orator, but as a rule the speakers are not “ora- 
tors” in the commonly accepted meaning of that word, 
and, after all, a discussion of some feature of the re- 
tail hardware business in which the dealer himself takes 
an active part is far more likely to be of real benefit 
to him than an hour spent in listening to the finest 
address or lecture on “Ethics in Business” or a lot of 
generalities on “Business Efficiency.” 


ers 


The many and great problems which today confront 
the man engaged in distributing merchandise to the 
consumer require much careful study and a great deal 
of consideration and the personal experiences of suc- 
cessful hardware dealers which are told during these 
discussions of the Question Box—showing how this 
difficulty was overcome and that problem was solved, 
or how this condition was met and how that plan was 
worked out successfully—cannot fail to be of the ut- 
most helpfulness to those who are present. 

There is nothing which so develops a man’s ability 
to think and act quickly and intelligently than to take 
an active part in such discussions, and many an idea 
has been taken home to be worked out, to the advan- 
tage of the man who was willing to learn. 








FRANK A. VANDERLIP of the National City Bank of 
New York, the largest bank in the United States, 
-passed through Chicago a few days ago 


Be Ready on his return from the Pacific Coast and 
for Your 


Shines. in an interview made a number of state- 


ments which are of more than momen- 
tary interest. 

Referring to the Federal Reserve System, he said: 
“There has been some criticism, largely on account 
of the apparent inactivity of the regional banks. Peo- 
ple see these banks with large staffs and doing no busi- 
ness, so they begin to inquire what these banks were 
established for. To this I would answer that they are 
like a well organized fire department—for protection 
when trouble comes—and surely there should be no 
complaint when fire engines stand idle.” 

Asked about conditions in the West, Mr. Vander- 
lip said that what impressed him most were the un- 
mistakable signs of a change of attitude towards busi- 


a 


ness. People were beginning to realize that the con- 
stant harassing of big enterprises, which had been 
rather popular during recent years was working uni- 
versal injury and there seemed to be a decided revul- 
sion of feeling in favor of letting business alone. 

“There is an improvement in the bond market,’ 
continued Mr. Vanderlip, “which probably due in 
some measure to the large amount of money which is 
now idle. Obviously, however, there is a far greater 
and more general confidence and desire to invest than 
has been apparent for some time.” 

Last fall it was practically impossible for any man- 
ufacturer to obtain money for any purpose, no mat- 
ter how meritorious, and this resulted in the closing 
down of many plants. With the improved financial 
conditions these have been opened and are giving em- 
ployment to large forces of employes. The great steel 
and other manufacturing enterprises are receiving 
heavy orders and are adding to their working sched- 
ules, both in number of men and hours. The railroads 
are placing liberal orders. 

Everything, therefore, gives reason for increased 
activity in all spheres of industrial, commercial and 
financial life, and the retailer, wholesaler and manu- 
facturer who is wise, even if conservative, will pre- 
pare himself to take care of the business which is 
now in many cases already in full development. 








THE REPORT of the 1914 business of Sears, Roe- 
buck and Company which has just been published 
shows that the gross sales for the year 

Why Mail were over $100,000,000 and that the 
Order Houses > : 

Siesilie year’s surplus will amount to about $6,- 

000,000 which will give the Company a 

total surplus of approximately $23,000,000, over and 

above the seven percent dividend which is paid on 
$50,000,000 capital. 

Only one month shows a loss, as compared with 
1913, and that was a very immaterial one. 

In view of all that has been said about the hard 
times and poor business it is, therefore, very interest- 
ing to know that not only has this big mail order 
house increased its sales over five percent during the 
past year, but also managed to pick up a small item 
like $8,500,000 in profit. 

How many retail hardware stores increased their 
sales during 1914 by five percent and realized a net 
profit on their total business of eight percent? 

There is only one explanation of the continued 
growth of this mail order house, and of others equally 


well managed, and this explanation is not found in 
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their superior buying ability: Jt is found in the fact 
that day after day, week after week, month after 
month, this concern has kept on and keeps on seeking 
business. 

No matter how cheaply Sears, Roebuck and Com- 
pany might have bought merchandise during the past 
year—if they had not kept on advertising and seeking 
business in every community, on every line of mer- 
chandise that they handled, from every sort of peo- 
ple, their sales would not have been as large as they 
are, 

This mail order house has only one method of get- 
ting business: Advertising—only one kind of advertis- 
ing. 

They use no trading stamp schemes, they have no 
piano contests, they give no donkeys away, they have 
no popular lady voting competitions—straight mer- 
chandising advertisements are their only means of 
securing business. 

But they use that means, and many a home in your 
community receives more advertising taaterial from 
one of these mail order houses than from all the re- 
tailers in your town. 

So long as the average retailer refuses to admit 
value to himself of persistent, consistent and continu- 
ous merchandising advertisements—just so long will 
the mail order house continue to gain in business 
from people in his community. 








BECAUSE of a fear that the provisions of the Stev- 

ens Bill may be used by some manufacturers to unduly 

advance the prices on their products, 

Stevens Bill some retailers have not been active in 

Seco dee pits support, even if they have not actively 
opposed it. 

This fear is based upon a misconception of the un- 
derlying conditions. For instance, suppose a manu- 
facturer should take advantage of this law and set a 
retail price on his product which is too high, what 
would happen? 

The very fact that the price is too high will make 
it difficult to sell the article, because other manufac- 
turers making a similar product would be quick to 
use the high price as an argument in favor of their 
product, and then the sale would depend simply upon 
the individual merits of the competing articles. 

Let us say that a manufacturer trademarks a cer- 
tain lock and inflates the retail price. Unless that 
manufacturer controlled the entire lock business of 
the country his lock would have to meet competition 
in quality and price with other locks of similar ap- 
pearance and used for similar purposes. The natural 
result would be that neither consumers nor retailers 
would buy his lock, so that he would defeat his own 
purpose of making profits by the,very fact that his 
price was too high. 

The only real opposition to the Stevens Bill comes 
from the mail order houses, department stores and 
chain stores, the managers and owners of which real- 
ize that one of their strongest weapons will be taken 
away from them the moment this bill becomes a law, 
because it will prevent them from using trademarked 
merchandise as a bait with which to attract customers. 

As a matter of fact, a uniform or “minimum” price 


on a standard, trademarked article encourages the ki: 
of competition most valuable to the public—compc 
tion in quality-—whereas irregulated prices on su 
merchandise force competing manufacturers to low 
the quality of their products to meet the price quot 
by these predatory interests who are not selling t! 
trademarked articles on their merit, but using the 
as a means to draw trade. 

The Stevens Bill, which is designed to prevent ; 
discriminate price cutting on standard, trademark 
articles, is a bill for truth in trade and is entitled to th 
support of every legitimate retail dealer as well as o 
the manufacturer and wholesaler who believes in th: 
established method of distribution through the reg 
ular trade channels—from manufacturer, throug) 
wholesaler and retailer to consumer. 








THE PROBLEMS of developing and maintaining 

Home Trade is very closely related to the matter of 
opening up new avenues of trade. 
For instance, a number of years ago 
when the first washing machine was put 
on the market it proved almost impossi- 
ble for the manufacturers to interest any considerable 
number of retailers in the possibilities of these ma- 
chines—both furniture and hardware dealers being 
solicited to handle them. Only a-few could see thai 
there were great opportunities for increased sales and 
profits in these “contrivances.” 

The result was that the mail-order. houses took the 
proposition up, and today we have» the unpleasant 
condition confronting us that while. comparatively 
few families in the country are without a washing ma- 
chine, by far the larger share of these machines have 
been sold either by the mail order houses or by mantt- 
facturers who sell “direct” to the consumer—in spite 
of the fact that the machines sold by these misnamed 
“direct” distributors were often sold at higher prices 
than the same quality was offered for by the loca! 
dealers— and even now, while most retail hardware 
stores have washing machines for sale many of them 
fail to go after the business with the vim and vigor 
that is necessary in order to make any considerable 


New 
Avenues 
of Trade. 


showing. 

At the conventions of retail hardware dealers which 
have been held during the present season many speak- 
ers have called attention to the fact that present day 
merchandising conditions call for aggressiveness in 
selling fully as much as for careful buying, and it is 
being recognized by thoughtful dealers that only by 
“going out after trade,” instead of simply “being pre- 
pared to take care of the ttade that comes in” can 
the retailer hope to maintain his position as an im- 
portant and necessary link in the chain of distribution. 

There are in every community great opportunities 
for extension of trade—without stepping on the toes 
of any other local dealer—and it is the man who rec- 
ognizes and seizes these opportunities or new avenues 
of trade that forges ahead and grows more prosper- 
ous every year. 

And incidentally, you never hear him complaining 
about competition of the mail order houses or large 
city department stores. He knows that he renders a 










low 


Huot 


g t! 
the: 


nt ji 
arke 
to th 


as oj 


in the 
, reg 
roug!) 


ining 
er of 


ago 
3 put 
Ossi- 
rable 


eing 
that 
and 


the 
sant 
yely 
ma- 
ave 
nti- 
vite 
red 
ces 
cal 
ire 
2m 
or 
le 





better and far more satisfactory service to the 
-cople in his community—and the people realize it, 


WwW. 








RANDOM NOTES AND SKETCHES. 





BY SIDNEY ARNOLD 

Edwin L. Seabrook, the efficient secretary of the 

National Association of Sheet Metal Contractors, was 
in Chicago after having attended the Wisconsin Con- 
vention and while we were visiting he told the follow- 
ing “true” story: He was taking a party of friends 
through the National Museum at Washington, D. C., 
when they came upon two men who were standing in 
front of an Egyptian mummy, over which hung a pla- 
card bearing the inscription “B. C. 1187.” 

Both visitors were much mystified thereby. Said 
one: 

“What do you make of that, Bill?” 

“Well,” said Bill, “I dunno, but maybe it was the 
number of the motor car that killed him.” 

5h 

Hugh Diamond, of Galion, Ohio, the Harry Lauder 
of the hardware trade who was present and helped to 
keep things moving at the recent Illinois and Wiscon- 
sin Retail Hardware Conventions with his witty stories 
and songs told the following as a true report of what 
happened at a wedding which he attended: 

.During a marriage ceremony in Scotland recently. 
the bridegroom looked extremely wretched and he got 
so fidgety, standing first on one foot, and then on the 
other, that the “best man” decided he would find out 
what the trouble was. 

“What’s up, Jack?” he whispered. “Have ye Jost 
the ring?” 

“No,” answered the unhappy one with a woeful look. 
“The ring’s safe enough; but, man, I’ve lost ma en- 
thusiasm.” 

ee 

John C. Campbell, who is one of the famous “Old 
Guard” southern traveling salesmen, was in St. Louis 
during the Missouri Retail Hardware Convention, and 
as usual had a crowd of friends around him listening 
to his inexhaustible supply of witty stories. This is 
one of his latest: 

An old Scotch worthy was in the habit of calling 
each evening at the village inn for a “drop o’ the best.” 
When he had gone one night the landlord discovered 
to his horror that he had supplied Donald out of the 
bottle of sulphuric acid which he had been using for 
cleaning the taps. Every moment he expected to hear 
of Donald’s death, and his relief was great when the 
old worthy arrived next evening. “Donald, what did 
you think o’ the whisky ye got last night?’ “It was a 
fine dram, a guid warmin dram, but it had aye faut— 
every time I coughed it set fire to ma whisker.” 

x * x 

Some time ago I read the following statement said 
to have been made by George Horace Lorimer, editor 
of The Saturday Evening Post, in which he points out 
that integrity and fairness is the line that marks the 
dividing line between bad business and good business: 

“There is no fundamental difference between big 
business and little business except in size. The sound 
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country bank is run on exactly the same principles as 
the biggest bank in Wall street. The Steel Corpora- 
tion or the International Harvester Co. is essentially 
just the village hardware store magnified a million 
diameters: 

“Profit is the motive of all business, and the quest is 
as keen in little business as in big. The dividing line 
between good business and bad business has no rela- 
tion whatever to the line between big and little. On 
both sides of the latter line you will find integrity 
and fairness, or chicanery and oppression. 

“The important superficial difference is that big 
business is most subject to criticism and almost often 
called to account. It tends therefore, to become con- 
scientiously charged with a certain public interest and 
to become socially educated. The so-called welfare 
work for the health and recreation of employees in 
which nearly all big businesses engage more or less 
extensively, is a result. 

“Tt is not that big business is more sinful than little 
business, but that its sins may be more readily dis- 
covered.” 

If the truth were told, it is quite probable that some 
of the little fellows who yell the loudest in their de- 
nunciation of “big business” are quite as bad in their 
own little, small way as those whom they denounce. 

* * * 

Some of the “knights of grip” that I know were 
together one evening discussing their friends among 
the traveling salesmen and one of them made out a 
list of reasons for the various failures that were 
found among them. What do you think of this list? 

He did not have faith in his house nor himself. 

He expected returns too soon. 

His tongue was longer than his thoughts. 

He lacked proper resourcefulness. 

He would not recognize system. 

He did not regard human nature as worth reading. 

He could not approach men as he would have men 
approach him. 

He could not take a rebuff good-naturedly. 

He was not a man before he was a business man. 

He refused to recognize confidence or conviction 
as valuable. 

He commanded disgust by his ridicule of his com- 
petitor’s line. 

He said “I will try,” not “I will.” 

He had too many kettles boiling ; could not concen- 
trate his efforts. 

He was intelligent, but failed to convince the world 
for lack of “telling powers.” 

He spent odd hours entertaining bad impressions of 
others. 

He did not bring his whole manhood to duty. 

He saw no commercial value in a “lemon.” 

He did not have enough argument to overcome ob- 
jections. 

He was always late and first to go—a clock watcher 
the while. 

He talked “at” his customer, not “with” him. 

He thought he controlled trade; he didn’t control 
himself. 

He didn’t say “Thank you,” “If you please,” “Come 
again”—just “Good-day !” 
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EVERETT B. LANGENBERG. 


There is a certain quality of character building 
which military schools and academies claim place 
them on a basis different from that of the ordinary in- 
stitution of learning, whether it be a high school, a 
regular college or a university. 

The particular manner in which this special char- 
acter building is being done in the military academy is, 
of course, based upon the training which the students 
receive along military lines. 

In the first place, they claim that the student attend- 
ing one of these military academies is trained to yield 
absolute obedience to any order or instruction given to 
him and secondly, but probably not of less importance, 
that the rigid course of physical training to which the 
students are subjected, tends 
to build them up to perfect 
physical manhood. 

Whether claims 
true or not, the fact remains, 
however, that many of the ex- 
com- 


these are 


industrial, 
mercial financial enter- 
prises have received their edu- 
cation and give credit to the 
these military 
much of the 
they have 


ecutives in 
and 


training in 
academies for 
success which 
gained. 
Everett B. Langenberg, the 
subject of this sketch, was a 
student for a number of years 
at the Culver Military Acad- 
emy at Culver, Indiana, which 
is known famous 
“Black Horse Troop,” and he 
is not a little proud of the faci 
that he was one of the most 


for its 


intrepid riders of his class 

and likewise he is quite wili- 

ing to credit to this early training much of his succes 
in later life. 

He was born a little over thirty-three years ago, the 
exact date being November 15, 1881, in the city of 
S. Louis, Missouri, 

After he had attended the St. Louis schools for 
some years, he went to Culver, Indiana, as mentioned 
in the foregoing, and there completed his studies for 
the entrance examination to Washington University 
which is located in St. Louis. History, however, does 
not record whether he finished his course at this well 
known seat of learning, but it does state that at the 
age of 22 or 23 years he went to Oklahoma to earn 
his living as a buyer of grain and cotton. 

In 1906, he returned to his home town and entered 


the employment of the Haynes-Langenberg Manu 
facturing Company as a bookkeeper. 

Having been taught self-reliance and circumspec 
tion in the Culver Military Academy and having prac 
ticed it in Oklahoma which at that time was in th« 
boom state, it is no wonder that when he found oppor 
tunitv, he took advantage of it and thus proved hi: 
ability to accept responsibilities, and filled satisfactor 
ily the various positions that he occupied with the 
Haynes-Langenberg Manufacturing Company. 

As a result, his responsibilities were increased and 
promotions were rapid until he became vice president 
of the Company which position he now occupies. Be- 
ing the kind of a man he is, with a clear, far seeing 

mind, it was no wonder that 
he saw the advantages of co- 
operation and soon became an 
influential member of the 
Sheet Metal. Contractors’ As- 
sociation of which organiza- 
tion he is now vice president, 
having been elected to that 
office at the recent annual 
meeting. His address at the 
banquet of the Sheet Metal 
Contractors’ and Sheet Metal 
Consumers’ Protection Asso- 
ciations, which was entitled 
“Coal to Ashes,” was listened 
to with great interest and the 
many practical suggestions 
made by him at that time were 
appreciated not only by those 
who listened to him, but also 
by many who read the report 
in the January 16th issue of 
AMERICAN ARTISAN. 

Mr. Langenberg is also a 
member of the American So- 

ciety of Heating and Ventilating Engineers. 

His interests are not confined to St. Louis alone for 
he serves as treasurer of the Kansas City Furnace 
Company of Kansas City, Missouri. 

When he feels the call of nature and the necessity 
for recreation, he mounts his trusty automobile, for al- 
though as indicated in the foregoing he was an-expert 
horseman, he has given up his first love and in now 
an enthusiastic automobilist. 

Any one who has ever met Mr. Langenberg recog- 
nizes in him a man of high character, friendliness of 
spirit and good fellowship, so it is no wonder that he 
has gained for himself a large circle of friends—and 
some of his best friends are to be counted in the heat- 
ing and ventilating trade. 
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HALL OF FAME 








CHARLES D. AMMON. 





When a man who was born less than twenty-eight 
years ago in a little town in that part of Illinois which 
is sometimes referred to as Egypt and who until he 
was twenty years of age did not know anything about 
hardware, so far as its intrinsic value or construction 
were concerned, has served two terms as vice-president 
of one of the Jargest state retail hardware associations 
in this country there must be some special reason for 
this rapid advance. 

Men do not usually become prominent either in 
business or organization affairs in a few years unless 
they possess extraordinary ability in more than one 
way. They must be men of exceptionally broad view, 
alertness of mind and with ‘a general faculty for 
erasping opporunities — and 
even making those opportuni- 
ties. In fact, the last named 
conditions‘may almost be said 
to be the most important, for 
if a man does not grasp op- 
portunities when they present 
themselves to him he is not 
likely to make very much 
headway in the struggle for 
success, and very often it be- 
comes necessary for him to 
create the opportunity. 

These remarks are especial- 
ly fitting in the case of Charles 
D. Ammon, the subject of this 
sketch. In fact, they have 
their foundation in his busi- 
ness history. 

Mr. Ammon was born Jan- 
uary 6, 1887, in Raleigh, Sa- 
line County, Illinois, which is 
a portion of the territory 
which many of us have come 
to know as Egypt. 

When he was old enough, he attended the grammar 
and high schools at Benton, Illinois, and after gradu- 
ating from there, he received his first business experi- 
ence in a grocery store at Sidell, Vermillion County, 
Illinois. 

Three years later,.in March, 1907, he with his 
father purchased the bankrupt hardware store of the 
Bond-Havlik Hardware Company, at David City, 
Nebraska, the business being conducted under the 
name of the Ammon Hardware Company. 

The fact that he was one of the owners of the busi- 
ness did not prevent him from putting himself out to 
learn everything that he could about the many details 
that must be known to a successful retail hardware 
dealer. 








He was not afraid of donning a suit of overalls 
and going to work in the tinshop which was operated 
in connection with the store, and he became in time 
not only an expert sheet metal worker and plumber 
but also came to be known as one of the successful 
retail hardware dealers of his state. 

As the result of his work in the shop, he invented 
and patented, in November, 1914, the “Easy Pipe 
Pusher” which is now being marketed by the Easy 
Manufacturing Company of David City, Nebraska. 

Just about a year ago, Mr. Ammon and his father 
purchased the business of the Brigham Brothers 
Hardware Company at Shelby, Nebraska, and are 
now operating both stores. 

As indicated in the fore- 
going, Mr. Ammon is promi- 
nent in association work hav- 
ing served two terms during 
1913 and 1914 as vice-presi- 
dent. 

He is also an active member 
of the Commercial Club of his 
home town, David City, and 
serves as one of its board of 
governors. 

Mr. Ammon is married and 
with his wife enjoys the pleas- 
ures of the social life of the 
thriving city where he: makes 
his home. He has a large ac- 
quaintance among the hard- 
ware men of his state and 
counts among them many 
firm friends who admire him 
for his progressiveness and 
like him for his amiable dis- 
position. 

It is men like Mr. Ammon 
who are helping place the re- 
tail hardware business of this country on the high 
plane where it belongs, for when the majority of re- 
tail hardware dealers come to conduct their business 
in the same efficient manner an does Mr. Ammon then 
there will not be so much worry about the ericroach- 
ments of the mail order houses, for then the local re- 
tail hardware dealer will go after and get the greater 
part of the trade which now goes to these concerns. 

Living in a district where the roads are good, he, 
of course, drives an automobile and derives great 
pleasure from visiting out among his friends, the 
farmers of the surrounding country. He is also fond 
of outdoor sports and in his younger days held rec- 
ords for several years as a short distance bicycle 


rider in Southern. Illinois. 
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UP TO THE MINUTE 
NEWS SIFTINGS 








Robert G. Bryan was re-elected president and treas- 
urer and Henry F. Bertram, vice-president and secre- 
tary of the Ohio Stove Company, Portsmouth, Ohio, 
at a recent meeting of the board of directors. 

The Portsmouth Stove and Range Company, Ports- 
mouth, Ohio, has just received word from the Mar- 
shall-Wells Hardware Company, Portland, Oregon, 
that it had received in good order a large shipment of 
stoves that were sent via the Panama Canal route. The 
Portsmouth Company says that it expects a large in- 
crease in its business on the Pacific Coast during the 
coming year, partly as a result of the completion of the 
Panama Canal. 





STOVE MADE BY. BENJAMIN FRANKLIN 125 
YEARS AGO STILL IN EXISTENCE. 


In the January 23d issue of AMERICAN ARTISAN an 
article was published stating that the stove which had 
Benjamin Franklin, the famous 


been invented by 














Stove Made by Benjamin Franklin 125 Years Ago. 


statesman of revolutionary times, and presented by 
him to Thomas Payne, the patriot and writer, had 
been restored to its former home which is now being 
maintained by the Huguenot Society of which Payne 
was a member. 

In the accompanying illustration is shown how this 
stove appears in the Payne Memorial House, New 
Rochelle, New York. It will be noted that it is stand- 
ing in front of a mantel. On the top of the stove 


there is a large brass plate with bas-relief letter; 
stating that it was presented by Benjamin Franklin 
Thomas Payne. The Huguenot Society sells cop, 
righted photographs of the house and of various int: 
rior views and uses the money thus derived in main- 
taining the house. 


~~ 


PATENT ISSUED FOR COOKING STOVE. 





William N. Goldhamer, St. Louis, Missouri, has se 
cured United States patent rights under number 1, 
127,229 for a 
cooking stove 
g@ and range as de- 
pf scribed in the 
following: The 
af stove or range 
#2 wall herein de- 
5 scribed,the 
same including 
a relatively, 
heavy, thick, 
cast metal rigi( 
plate, said plate being transversely provided within its 
area with a plurality of separate openings, a plurality 
of separate independent relatively thin sheet metallic 
plates permanently associated with and in fixed flat- 
wise position upon the rear face of said rigid plate, 
said sheet metallic plates completely covering and per- 
manently closing some of the openings of said rigid 
plate, and through bolts engaging with said rigid 
plate and said sheet metallic plates for permanently 
securing the same in fixed relation, the marginal por- 
tions of said respective sheet metallic plates projecting 
beyond the edges of the respective openings ; substan- 
tially as described. 











+o 


OLD ST. LOUIS STOVE COMPANY IS 
REORGANIZED. 





The C. Heinz Stove Company, St. Louis, Missouri, 
which has been in the wholesale stove business for 
fifty-five years has been reorganized. 

Adolph E. Ameiss, the new president, has purchased 
the stock of T. F. W. Zimmerman, Jr., and M. S. 
Klabfleisch, who retire from the company. Mr. Ameiss 
for many years served as secretary and treasurer. An 
interest in the company has been purchased by G. D. 
Klemme and his son, Morris Klemme, the former go- 
ing on the board of directors, while the latter becomes 
vice-president and treasurer. Chas. C. Kehner, who 
has been with the company for many years, becomes 
secretary. 

The business will be continued at the same place, at 
Second and Chestnut Streets, St. Louis. 
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PATENTS COOKING STOVE. 





[he United States Patent Office has granted patent 
‘hts under number 1,127,254 to James F. James, 
iiton, Georgia, for a stove described by the follow- 
In a stove, a casing having a chimney opening and 
4 fire box, an oven in the casing, the oven being ar- 




















f = 

"i 
ranged to provide with the casing a flue adjacent the 
top and bottom and ends of the oven, a pipe extending 
through the flues, the intermediate portion of the pipe 
being looped and supported directly under the oven, 
one end of the pipe being in communication with the 
atmosphere, the opposite end being flared and ter- 
minating above the fire box for delivering air thereto, 
and a sheathing supported adjacent the forward end 
of the. oven. 
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OIL COOKING STOVES THAT SELL EASILY. 





A cardboard folder which has recently been pre- 
pared by the George M. Clark-and Company Division 
of the American 
Stove Company 
shows in a very 
striking manner 
some of the im- 
portant features 
of the Clark 
Jewel oil stoves 
made by this 
company, one of 
which is shown 
herewith, The 
fact that the 
burners are close 
to the top is said 
to produce more 
heat direct upon 
the vessel for the same amount of oil, or in other 
words, that this construction means a saving of oil. 
The heavy glass tank in which the oil is kept makes 
it possible to watch the supply so that it doesn’t get 
too low. The tank is provided with a bail for carry- 
ing. By means of an automatic wick raiser the burner 
is lifted off the wick so that it can always be kept 
evenly trimmed and therefore produce a more even 
flame without soot or smoke. For further particulars 
about these high grade oil stoves dealers should write 
George M. Clark and Company Division American 
Stove Company, 179 North Michigan Ave., Chicago. 





Clark Jewel Oll Cooking Stove. 
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SECURES PATENT FOR OVEN. 





George W. Graves, Washingtonville, New York, 
has been granted United States patent rights under 
number 1,126,753 
for an oven de- 
scribed as _ fol- 
lows: The com- 
bination with in- 
ner and _ outer 
walls separated to 
form a flue and 
disposed to pro- 
vide the sides of 
: an oven, of an 
oven bottom and a hollow oven top adjustable at vari- 
ous points of elevation relatively to the bottom and 
having inlet and outlet openings forming an outlet 
passage leading from the oven chamber and means 
for closing off the side flue at the points of adjust- 
ment of said top to divert the products of combustion 
into the oven chamber. 
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HOW SOME MANUFACTURERS HURT THEIR 
EXPORT BUSINESS. 








Stuart K. Lupton, United States Consul General to 
Guatemala, Central America, in a recent report to the 
Department of Commerce, cites an instance of poor 
“team work” between a manufacturer and an export 
firm, as follows: 

An instance has recently come to light in Guatemala 
City where a firm of manufacturers desired to pur- 
chase a machine of American make, one they have of 
European make being unsatisfactory. 

Application was made to a faetory making the ma- 
chines in the United States, and at the same time a 
large export firm in New York was written to for 
quotations. The price given by the manufacturers was 
a thousand dollars more than that quoted by the ex- 
port firm. A letter to the manufacturers complaining 
of the discrimination has not been satisfactorily 
answered. 

Manufacturers’ agents in Guatemala also complain 
that they will undertake to represent a house, and 
write for quotations, and frequently the factory will 
quote direct or else one of the large export houses will 
come in with a quotation lower than the factory has 
given the agent who is endeavoring to work up busi- 
ness. 
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AMERICAN ARTISAN SUPPLIES THE NEED. 








To AMERICAN ARTISAN: 
Please discontinue the ad we had in AMERICAN 
ARTISAN. We have been flooded with applications. 
Yours very truly, ; 
_ Harper HARDWARE COMPANY. 
Highland Park, Illinois, February 9, 1915. 


” 





To do anything in this world worth doing, we must 
not stand back shivering and thinking of the cold and 
danger, but jump in and scramble through as well as 
we can.—Sydney Smith. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 
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AMERICAN ARTISAN AND HARDWARE 
{ .CORD is the only publication containing west- 
eon hardware and metal prices corrected weekly. 
You will find these on paves 58 to 63 inclusive. 








According to the Chicago Tribune a petition has 
been filed to have the C. T. H. Westphal Company, 
dealers in cutlery and barbers’ supplies, at 3213 Lin- 
coln Avenue, Chicago, declared bankrupt. Liabilities 
are given as $3,672.00 with assets of $4,400.00. 

The Diamond Door Hanger Company, Brooklyn, 
New York, has been incorporated with a capital of 
$25,000 to manufacture door hangers, hinges, rollers, 
appliances for hanging and moving doors and tran- 
soms, hardware and metal specialties. The following 
are the officers of the company: President and treas- 
urer, George W. Mears; vice-president, V. C. Mears; 
secretary, C. P. Mears. 





TWO NEW PHILADELPHIA LAWN MOWERS 
PLACED ON THE MARKET. 


The Philadelphia Lawn Mower Company, Philadel- 
phia, has added to its already extensive line of lawn 
mowers two new machines of the roller bearing type, 
one of which, the Independence, is shown in the ac- 


New Roller Bearing Philadelphia Lawn Mower. 


companying illustration. It is claimed by the manu- 
facturers of these lawn mowers that roller bearings 
are superior to ball bearings because the former give a 
line contact the entire length of the bearing, while with 
ball bearings there is only a pin point contact which is 
said to cause a ridge or, gutter to be worn in the cone 
and thus renders the bearing useless for the purpose 
for which it is intended, and the cylinder and dead 
knives are thrown out of alignment, so that they will 
not do good work. The roller bearings, on the other 
hand, will naturally wear straight along their entire 
surface and can thus easily be adjusted. The Inde- 
pendence lawn mower is fitted with four knives and 
has nine-inch drive wheels, while the Overbrook has 


eight-inch wheels. Dealers who wish further informa 
tion about these two new Philadelphia lawn mowe: 
should write to the Philadelphia Lawn Mower Com 
pany, Philadelphia. 


CRITICIZES STATEMENT OF PRESIDENT 
CAMPBELL AS TO COLLECTION 
AGENCIES. 


AMERICAN ARTISAN published in its report of the 
annual convention of the Missouri Retail Hardware 
Association an address of J. M. Campbell, who was 
elected president of the Association on Friday, Janu- 
ary 22nd, on “Credit and Collections,” in which ref- 
erence was made to collection agencies, 

From John P. McCrea, who is well known to read- 
ers of AMERICAN ARTISAN from his messages of cheer- 
fulness, the following letter has been received, in 
which Mr. McCrea takes exception to President Camp- 


bell’s statement: 


To AMERICAN ARTISAN: 

Your issue of January 23rd contained an account of the 
convention of the Missouri Retail Hardware Dealers, at 
which gathering an address was delivered by Mr. J. M. Camp- 
bell, Vice President, of which the following is an extract: 
“There is one thing I wish to put my stamp of disapproval 
upon, and that is commercial collecting agencies, for I think 
they are a snare and a fraud. We have tried several of them 
and they have never collected an account for us that we 
could not have collected ourselves if we had put a little time 
on it.” 

In thus declaring himself, Mr. Campbell unconsciously 
lays himself open to the charge of. prejudice and unfairness. 
There are collection agencies and collection agencies just as 
there are hardware houses and hardware houses, and surely 
Mr. Campbell would not denounce the hardware trade be- 
cause some houses in it happened not to display a high stand- 
ard of efficiency, yet he condemns collection agencies as a 
class for no other reason than that he happens to have made 
the mistake of patronizing the non-productive kind. The fact 
is that a thoroughly reliable collection agency (and there 
are not a few of them) is just as dependable an institution 
as is a thoroughly reliable hardware house, and many lead- 
ing hardware houses have not hesitated to go on record in 
substantial confirmation of this statement. 

A mercantile collection agency is peculiarly environed in 
that nobody patronizes it for the sake of helping it, but 
rather for the sake of being helped by it, and inasmuch as 
you have been pleased to give publicity to what is likely to be 
construed as an attack on worthy institutions, I beg to sub- 
mit for your consideration the four reproduced testimonials 
in the folder enclosed. You doubtless know the houses which 
thus testify to the meritorious work of one high-class mer- 
cantile collection agency, and of course you know that these 
houses would not have to do with a collection agency which 
they did not know to be morally as well as legally sound. 

When business houses measure up to their responsibiity 
and exercise the same discretion in selecting a collection 
agency that they would employ in selecting a bank or a law- 
yer, there will be no suspected collection agencies to criticize 
or condemn. Mr. Campbell needs to be reminded that wher- 
ever there is a collection agency which deserves to be charac- 
terized as “a snare and a fraud,” it is an institution which 
owes its existerice to the remissness of credit men who be- 
stow patronage on such. 

Yours very truly, 
JOHN P. McCREA. 

Pittsburgh, Pennsylvania, February 3, 1915. 
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Play hard, work hard—it will make you and your 
business hardy. 
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Real Benefits from Co-operation and Closer 
Relations Between Competitors 


By Witu1am T. Gormtey, of the Bullard and Gormley Company, Chicago, Illinois. 











The conventions of retail hardware dealers which 
have been and are being held in the various states 
ng demonstrate one point very 

forcibly to me—the fact 
that there isn’t anyone 
from whom we can learn 
so much for the advantage 
of our own business as we 
can from our competitors. 
This may seem strange 
doctrine to some of the old 
time fellows who have 
nourished -the idea _ that 
their worst enemy is the 





William T. Gormley. 
man who is engaged in the same line of business, but 
the younger generation of hardware dealers are fast 
coming to realize that because a man happens to sell 
hardware and is located across the street or in the 
next block, he does not necessarily have to be regarded 
as a person with whom it is best to have nothing to do. 
In fact they are tven willing to look upon him as a 
man who may be able and willing to help them out of 
a difficulty some time. 

If I remember rightly, it was H. O. Roberts, the 
efficient secretary of the Minnesota Retail Hardware 
Association, who told of an incident that occurred on 
one of his trips to a certain town to organize the retail 
hardware dealers of that county. He said that he had 
called upon a hardware dealer in this town who be- 
longed to the old school and endeavored to induce him 
to come to the meeting which was to be held in the 
evening, but the old fellow, whom we will call Jones, 
refused, saying that it was no use, as Smith, the other 
hardware in the town, and he didn’t get along well 
together, and that he wouldn’t have anything to do 
with him. 

Roberts asked Jones if he had ever had anything to 
do with Smith and received the reply that he had not 
even met him, although of course he knew him by 
sight (Smith was a comparative newcomer). Leaving 
Jones’s store Roberts went to see Smith and found 
him a clean, good-natured young chap. They talked 
for a while about the organization work and Smith 
promised that he would be present at the meeting, 
after which Roberts asked him about Jones. Smith 
told him that he had never met his competitor, which 
Roberts took as a hint and asked him to come down 
to Jones’s store and get acquainted. The upshot of 
this bit of diplomacy on the part of Roberts was that 
the two dealers found out that neither of them “wore 
horns,” and today they are both pulling for their 
county organization and working hand in hand with 
each other. 

I have told this story which I have every reason 
to believe is true, because it shows how we are apt 
to let our prejudices stand in our own light, and one 


of the finest features of the work of the state and 
smaller local associations of hardware dealers is this 
very fact that here we can get away for a little while 
from the immediate details of our own little business, 
get a larger view of affairs—and learn to know the 
other men who are engaged in the distribution of 
hardware. 

When we come to know our competitor real well we 
find that he has certain trade which we cannot get, and 
that he is not “treading on our toes,” so far as busi- 
ness or anything else is concerned. He wants to live 
and let live, and altogether he is just the sort of man 
whom we would want to know and whose friendship 
we can enjoy. 

An instance of very material benefit resulting from 
this little acquaintance and close relations between 
local competitors came to my notice a short time: ago. 

Out in an Illinois town there were two hardware 
stores. A certain man was planning to build a rather 
fine house and went to see one of the local dealers to 
get an idea of what the cost of the builders’ hardware 
would be. This dealer was not a good estimator and 
he had no very extensive knowledge of the better 
grades of this class of goods, and at first he was 
puzzled as to what he should do. Happening to-re- 
member, however, that his competitor had once been 
employed in a large city store that made a specialtv 
of fine hardware of all sorts, he went to him and told 
him about the situation. The two studied the specifica- 
tions and submitted a bid, part of which was handled 
by one and part by the other, with the result that thev 
received the order. Inasmuch as the first hardware 
dealer was an intimate friend of the builder, while the 
other was not acquainted with him, probabilities are 
that the order would not have been placed in their 
town if the first dealer had not gone to his competitor 
and asked his assistance. 

Instances of this sort are by no means scarce; in 
fact almost every day dealers have occasion‘to render 
or ask accommodations of each other, and by these 
accommodations much needless expense is avoided, so 
that the friendly relations between competitors are 
almost always certain to result in actual profits for 


7 


every one concerned. 


Chicago, February 9, 1915. 
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No merchant can intelligently work out plans for 
his whole business who does not know exactly the 
amount that is being expended in the various depart- 
ment and avenues of his business that make up the cost 
of doing business. In this day when there are many 
things to be considered in a business, it is a dangerous 
thing for the merchant to just “lump” things off. 
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| EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY COMPETITION 





WASHINGTON’S BIRTHDAY WINDOW 
DISPLAY 


The accompanying illustration shows a “Washing- 
ton’s Birthday” Window display featuring Keen Kut- 
ter hardware, won Honorable Mention in 
AMERICAN ARTISAN Window Display competition. 
The window is 18 feet long by 8 feet high by 5 feet 
deep; the floor is covered with national blue cloth, the 
background and sides with red and white and star 
crepe paper, two large bunting flags being draped on 
the sides of the portrait of George Washington. The 
ceiling is of white glazed paper stretched across four 
horizontal wires running the length of the window 


which 


saws. In the center is a number of logs with an ax. 
or hatchet embedded in each one and a tool cabinet on 
either side. 

Axes and “Liberty” lanterns are suspended from 
the ceiling. Every article is scrupulously clean, plain- 
ly priced, and is arranged with show cards to form an 
evenly balanced window display. The lights are hid- 
den from sight behind the uprights and glass reflectors 
running the full length of the top of the window. 

This was a very brilliant and attractive window and 
took but a very short time to trim the uprights with 
the pocket knives, spoons, etc., being prepared at odd 
times beforehand. 

This handsome window display was arranged hy 


Washington’s Birthday Window Display, Which Won Honorable Mention in AMERICAN ARTISAN Window Display Competition, 


Arranged by Harold Stevens for Wilson 


panelled with blue paper fringe. The uprights at the 
front of the window which hide four heavy posts are 
covered with bright red cloth and trimmed with pocket 
knives, cutlery, small tools, scissors, nickel and silver 
plated ware, razors, strops and shaving brushes. 

A line of red, white and blue carpenter’s chalk runs 
the length of the floor next to the glass. 

3ehind the chalk is a row of Keen Kutter pocket 
knife boxes, each with an open knife displayed in 
front of it and with a plainly marked price on top of 
the box. 

A row of levels with coppered oilers on top, an as- 
sortment of safety razors on the right side; hair clip- 
pers and a spring balance on the left with an “I can- 
not tell a lie” card on it, fill up the front of the floor. 

In each side window, two 10-inch shelves covered 
with blue cloth run along the sides and half way along 
the back of the window; on these are displayed sets of 
bits, too] chests, planes, squares, blow torches and 


Hardware Company, Boulder, Colorado. 


Harold Stevens for the Wilson Hardware Company 
Boulder, Colorado. 


a. 
~~ )-o 


TRADEMARK FOR SCREWS IS REGISTERED. 





The United States Patent Office has granted patent 
rights to The Bristol Company, Waterbury, Connecti- 
dite cut, for the trademark 

shown in the accom- 
BRIS TO panying illustration un- 

der number 82,777. 
The particular description of goods is screws. The 
company claims that it has been used since November 
I, 1913, the claim having been filed November 23, 
1914. 
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We may not be very learned, but this much we do 
know: Because an unkind speech may be true is no 
excuse for uttering it. 
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Oregon Retail Hardware Dealers Hold 


Successful Convention 








The Oregon Retail Hardware and Implement Deal- 
ers’ Association held its ninth annual convention at the 
Imperial Hotel, Portland, Oregon, January 26 to 29, 
1915. This convention was the most successful one 
ever held. The attendance was possibly not as large 
as former ones, but what was lacking in number, was 
made up in enthusiasm. The good accomplished, both 
for the dealers and jobbers, was greater and the plans 
and methods endorsed will be made far reaching. The 
jobbers and dealers got together on a common level 
and each was willing to co-operate with the other. 
At this convention it was clearly demonstrated that it 
it as important for these two branches to co-operate 
as it is for the dealers and consumers. 

The convention was called to order on January 26th 
at 2 o'clock by President Lot L. Pearce, Salem. In- 
vocation was offered by the Reverend D. T. Thomas. 
Address of welcome was delivered by Mr. S. C. Pier 
of the Marshall-Wells Hardware Company which was 
responded to by the President. After this a short re- 
cess was taken to enable the dealers to meet the job- 
bers and get better acquainted. 

President Pearce then delivered his annual address 


which was as follows: 
PRESIDENT LOT L. PEARCE’S ANNUAL ADDRESS. 


In accordance with the custom established at the inception 
of the Association, it becomes my duty to address you on 
what to me appears to be of vital importance to this Asso- 
ciation. 

It is with much pleasure that I welcome you as members 
of the Association to this meeting, and I trust that your de- 
liberations will be of very great value to all interested in the 
distribution of hardware and implements to the public in the 
territory which we cover. 

In the conduct of any business there are many things 
which will always come up affecting the relationship between 
seller and buyer, and the seller should always be able to meet 
such problems promptly and with entire fairness to all con- 
cerned, for on this ability depends his success. I think I 
cannot too strongly impress.upon you the necessity of meeting 
all problems with fairness, for while the dealer who treats his 
customers in an unfair manner may succeed for a time, I am 
sure that in the end the fair man will succeed while the unfair 
one will fail. 

ASSOCIATION MEMBERSHIP. 

I am thoroughly convinced that the advantages of mem- 
bership in the Association are of much value to all mem- 
bers, and I believe that local dealers can do much good by 
meeting and discussing local conditions and understanding 
each other, and thus avoid the useless and ruinous compe- 
tition which is based almost entirely on the matter of price. 

Under the subject of membership, I am bound to say that 
it is for you to decide if it is worth while, and if so to give 
the Association your active support, for the work of the Asso- 
ciation naturally entails expenses which must be met, and they 
must be met with more promptness than the past has shown 
if your Association is to continue, for I regret to say that 
our work has been much hampered by reason of the delin- 
quency of the members, many of whom are far behind with 
their dues. 

Shortly after you conferred upon me the honor of making 
me your President, our Secretary informed me that many of 
the members were from one to five years behind with their 
dues and asked me if I would advise him to discontinue send- 
ing them the service of the Association. 

I recommended that he continue to furnish the service to 
all of the members, whether delinquent or not, so that the 
Association would be in the position of having fulfilled its 
part of the contract, and allow you at this meeting to decide 
what action to take in the matter. 

There is no question in my mind but the association under 


its by-laws, which have been signed and assented to by all 
members, is in a position to maintain an action at law against 
delinquent members and that the member will surely have to 
pay up al! dues charged against him to such time as he may 
take necessary action to sever his connection with us. 

This matter is referred to the convention for such action 
as may be deemed expedient. 

TERMS OF SALE. 

With reference to Harvesting Machinery, I am of the 
opinion that all payments should be made due October first, as 
by this method the dealer has a month of grace to clean up 
his business in order that he may make his payments on 
time when they become due on November first. 

I believe also that too many of us are giving too long 
time to our customers for the payment of implements in gen- 
eral, and that it is possible to shorten the time of credits, which 
would materially reduce the amount of capital required to run 
our business. 

THE JOBBER. 

Under this general head it is proper to include not only 
the regular Jobber but also the Factory Branch House located 
in our vicinity from which we obtain our supplies. 

These ‘people are our friends and it is our duty to treat 
them as such, and it is very much to our interests to make 
every effort to meet our obligations promptly, as by so doing 
we are placed in a position to ask for unusual terms if in the 
stress of times it should be necessary for us to do so, and k 
am sure that if such times come upon us the dealer who has 
made good with them under prosperity will receive good treat- 
ment from them under adversity. 

While under this subject, however, I feel that it is my 
duty to caution you to avoid so far as possible the necessity of 
asking for an extension of time, thereby surrendering your 
independence. 

MAIL ORDER COMPETITION. 


The competition of the “Mail Order Houses” is a serious. 
subject and must be met by each of us in the way which ap- 
pears best suited to local conditions, but I am convinced that 
the only way to successfully compete is to meet their prices 
so far as possible, and in every such case to insist on the same 
terms as those established by the mail order house: Cash in 
advance. 

Our Secretary has given this matter a great amount of 
study and has, at the expense of great labor, worked out a 
scheme which he will lay before you which will show you how 
you can meet this competition and at the same time realize a 
fair profit. 

He has secured the co-operation of at least some of the 
Jobbers, and if the scheme works out to the satisfaction of 
the Jobbers and the dealers a great step in the right direction 
will have been accomplished. 

I would recommend that every dealer read the leading 
editorial in Farm Implement News of January 14th, 1915, 
which refers to this subject and shows the fallacy of a legiti- 
mate dealer buying goods from a manufacturer who sells a 
part of his output to these people and disposes of the Surplus 
Product to the legitimate dealer at a higher price for the 
reason that the quantities bought are smaller, thus making it 
possible for the manufacturer to produce larger quantities and 
sell to the large buyer (the Mail Order House) at a lower 
price than would be possible without the aid of the legitimate 
dealer. 

The subject is worthy of your earnest consideration. 

OUR SECRETARY. 

I feel that I must not close this address without referring 
to the efficient work of our Secretary, who is always “on the 
job” and is very earnest in every effort to increase the value 
of the Association, and I must say that all my dealings with 
him have been of the most pleasant and agreeable nature, and 
I have found him uniformly courteous in all his relations with 
both the dealer and the jobber. 

CONCLUSION. 

I cannot be insensible to the honor you conferred upon 
me one year ago by electing me to this position, and I regret 
that it has not been possible for me to give you a better ad- 
ministration Of the affairs of the Association, and [ trust that 
my successor may be able one year from now to report to 
you a much greater advance in the work in every legitimate 
way. 

I thank you sincerely for the confidence and for the kind 
attention to this address. 

The work of the convention awaits you. 
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Seeretary J. H. Altnow then read his report of 
which the following is an excerpt: 

Once more we meet in annual convention for the purpose 
of reviewing the results of our efforts during the past year 
and planning how to meet future problems which confront us. 

These, gentlemen, are many and difficult. You will be 
called upon to consider important questions relating to. your 
business, more important than lias ever been presented to 
you before; therefore, I invite your careful attention, so that 
you may act with justice and fairness to the jobbers anc 
manufacturers as well as to yourself. 

In all cases, before coming to a decision, place yourself 
in the other fellow’s position. Ask yourself this question: 
What would I do if I were in his place? * * * 

Many are curious and have asked why so many of the 

heads oi the large mercantile establishments are present to- 
day. Please remember they are here for business, not for 
pleasure. They wish to aid you in solving these difficult prob- 
lems. JI am safe in saying that they have lost more sleep 
studying the questions that will be presented to you for con- 
sideration than you have in connection with your own busi- 
ness. It would be well if some dealers in the state had spent 
more sleepless nights studying the conditions of their business 
and work and co-operate with the interests represented here 
tonay, * * % 
In reviewing the work of the past year, I wish to say 
in passing that some of the recommendations I made last 
year were not supported. Your endorsement of the Credit 
Rating, Information and Collection Bureau was of no beneft. 
Your Secretary has not received a single list of names, from 
any of the dealers. A few inquiries were received as to the 
financial reliability of several parties asking credit. After 
investigation some were found financially responsible and 
others absolutely no good. I made my reports and some of 
our members have profited thereby. 

Gentlemen, a bureau of this kind can be made very 
valuable to this Association, providing it is given proper 
support. You will recall that I recommended the installa- 
tion of such a bureau a number of years ago; you then failed 
to see its value. Several Eastern Associations followed my 
suggestion and installed one, and during the second year of 
its existence collected for its members several thousand dol- 
lars in old and bad accounts. No information is available 
how much the members saved by getting ratings on new cus- 
tomers. This bureau can be made profitable both to you and 
the Association, but it cannot be accomplished without your 
co-operation. ae 

I urge you to read the trade papers; you cannot spend 
your time to better advantage. From these. you and your 
clerks can obtain valuable information and new ideas of con- 
ducting your business. An up-to-date person can form a 
good opinion of the man’s business. when he enters his store 
and finds a dozen or more Trade Journals, unopened on the 
seat of a chair, used as cushions. It leads him to form the 
conclusion that it is a new way of obtaining knowledge. You 
cannot get the ideas contained in these in your mind by sitting 
on them. You must-read them. * * * 

It may not be out of place for me to suggest that this 
Association will receive great benefits by sending a repre- 
sentative to the next National Convention. At these conven- 
tions the various trade problems are discussed, and the best 
way of handling them are suggested. I believe that the ben- 
efits derived would greatly exceed the expense of such a rep- 
resentative. I hope you may consider the suggestion for the 
good of our Association. 

Gentlemen, without trespassing further on your time, | 
come to what I consider the “milk in the cocoanut.” 

The plan to enable you to compete with mail order house 
prices, the causes cf so much business going to the mail 
order houses and how this may be prevented. You will 
probably ask my motive for this. My motive is to accomplish 
the greatest good to the greatest number, to benefit the con- 
sumers, to benefit the retail dealers, to benefit the jobbers 
and ‘to benefit every industry on the Pacific Coast, except the 
mail 6rder houses. J ask you, is it a deserving one? I re- 
quest you to keep this uppermost in your mind and use fair- 
ness in governing your action when this comes up tor con- 
sideration. 

Shortly after our last convention I obtained catalogs of 
the various mail order houses and made an alphabetical list 
of practically all of the goods carried by them in the hard- 
ware and implement line, giving the price of each mail order 
house. This, upon examination, vou will find to be of some 
proportion and contains about 12,000 items in your line of 
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business. 

I delivered a copy of this list to each of the jobbers and, 
after they reviewed it, they were astonished. Making this 
list, vou mav rest assured, required some careful work and 
was no small task. However. it accomolished its purpose. It 
fully convinced our coast jobbers of the enormous intrusion 
that is being made on their business and also on that of the 
retailers. It also shows that in some instances the prices 
quoted to the consumer were as cheap or cheaper than the 
jobber was able to purchase from the factory. This being 
true, it naturally opened the avenues, making possible a con- 





ference at this convention to devise ways how to meet th 
competition, and this accounts for the reason that the hea, 
of the jobbing interests are represented today. It also showe 
them clearly there was something wrong with the manufac 
turers’ prices. * * * 

During all of the conferences that I have had with th. 
jobbers during the past year the spirit of fairness has be 
my guide in this difficult problem, so I hope you will exhi}; 
the-“sanre. "> *' + 

MUST SEND CASH WITH ORDER. 

_ Under the proposed plan you can purchase your goods 
from 15 per cent, or more less than you do now, but in orde, 
for you to do this the jobbers must have one rule for a]! 
Smith must send his cash with order just the same as Jones 
You cannot make fowl out of one and fish of another. [1 
order to do this the dealers must co-operate with the coas: 
jobbers. Instead of having a salesman call on you twice a 
week or oftener, his calls must be reduced. You can help 
bring this about. I believe you can afford to eliminate some 
of the fuss and feathers along these lines, and if vou do ii 
will reduce the cost of doing business and also reduce the 
price of your goods. * * * 

You must remember that under this plan you must sell 
goods for cash only. It will enable you to come out in open 
and above board, in your advertisements and otherwise, that 
you will meet all mail order house prices, on the same con- 
ditions, 

What are they? Cash with order. Freight added from 
shipping point of mail order house to your city and accept 
the goods just the same as they do from the mail order 
panees, FS 

HOW PLAN IS OPERATED. 

When you must meet mail order house competition you 
sell goods on the same conditions they do, take the order 
and cash; insist that these customers makc out their own or- 
ders, so far as possible, that they may make out their owi orders 
on blanks furnished for that purpose; this saves your time 
and also the time of the jobbers in copying; send this order 
and cash to your jobber, together with your customer's name 
and shipping instructions. Your jobber fills the order and 
ships the goods direct to your customer, who goes to the 
freight office, pays the freight and receives the goods sight- 
unseen, just the same as he does from the. mail order houses. 

The jobber will credit your account with the difference 
in cost and the price of the mail order house from which your 
customer intended to order, as given in your order. 

I do not expect you to read all matters sent you, but give 
them a casual examination at least, and especially those 
marked “Specials”; they may mean a great deal. They are 
all educational; make good use of them. * * * 

Some of you may say that I am a fit subject for Salem, 
but mark my words: Jf the encroachments of the mail order 
houses on the business of the jobbers is one-half as great in 
the next five years as it has been in the past five years, I wish 
to make a prediction, and I do so with all sincerity. It is this: 

For self-preservation, some of our jobbers may be obliged 
to go into the mail order house business, and if they do it 
«ll be direct to the consumer, and where will you be? 

Now, gentlemen, these are the cold facts that are staring 
you in the face. You have an opportunity at this convention 
to remedy the conditions, and if you fail to make use of the 
chance it may never be presented to you again, and you can 
never say one word against the mail order house compe- 
tition, or that the jobbers have never offered to help you. 
The whole incident will be closed. 


Mr. Frank A. Bare former Secretary of the Ohio 
Hardware Dealers’ Association gave a heart to heart 
talk on the benefits of association work and what has 
been accomplished ‘by Eastern organizations. Mr. 
Bare spoke plainly and drove every point home and 
his talk was greatly appreciated by all present. 

On Wednesday Professor E. M. D. Bracker, In- 
structor in Farm Mechanics, of the Oregon Agricul- 
tural College, delivered his address on “The Economic 
Value of Efficiency.” The dealers present expressed 
regrets when he closed as he could have held his audi- 
ence much longer. 

The third and fourth days’ sessions were executive 
and the plan of meeting large competitors’ prices were 
considered, as recommended by the Secretary in his 
annual report. This question of competition is of 
grave importance, both to the dealers and the jobbers 
of the Paeific Coast. Many suggestions were offered 
and after conferring and asking the jobbers’ co-opera- 
tion it was deemed advisable that this matter be re- 
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ution. It is safe to say that in the near future some 
an will be worked out and given a thorough trial 
w best to meet this competition. The best plan can 
nly be obtained by actual trial. During the conven- 
tion and the consideration of this question Secretary 
\ltnow was complimented on accomplishing what at 
one time seemed impossible. 


At no time since the organization of this associa- 
tion have such pleasant and friendly relations existed 
as at the present time, and with the co-operation of 
the jobbers the new corps of officers hope to accom- 
plish much during the coming year. 

The following officers were elected: George T. 
Baldwin, President, Klamath Falls; W. E. Craven, 
Vice-President, Independence. L. L. Jewel, Grant’s 
Pass; F. E. Chambers, Eugene, and George W. Hyatt, 
Enterprise, were chosen as members of the Executive 
Committee to serve for two years. 


The Executive Committee met Thursday Forenoon 
and re-elected H. J. Altnow as Secretary-Treasurer 
for the sixth time. 

On Wednesday Evening, January 27th, the manu- 
facturers and jobbers entertained 150 dealers at a 
banquet given at the Portland Hotel. 

The banquet was presided over by Edgar B. Piper, 
Editor of the Oregonian, as Toastmaster. Governor 
James S. Withycomb gave the principal address of the 
evening, dwelling on the necessities of building up our 
home industries and patronizing the local home mer- 
chants. The Reverend Frank L. Loveland certainly 
entertained his audience with his wit and humor, ai 
the same time emphasizing the necessity of the busi- 
ness men constantly being on the job in order to meet 
present conditions in the business world. 

Samuel Hill, the “Good Road Apostle” of this coun- 
try, delivered an address on the scenic beauties of the 
Pacific Coast, throwing several hundred pictures on 
the screen, showing the views along the Columbia 
Highway just recently completed and many along the 
Pacific Highway and Crater Lake. 

Music was furnished by the “Portland Ad Club 
(uartette.” 

The convention passed resolutions protesting to the 
Legislature in session, against any attempt to disrupt 
the game department and draw it into politics by abol- 
ishing the Commission and diverting the Game Pro- 
tective Fund into the general treasury, to be used for 
any other purpose. 

A resolution “endorsing the bill now before the Leg- 
islature, imposing a license of $6,000 annually in each 
county in which the trading stamp companies do busi- 
ness,” 

A resolution opposing the bill introduced by Repre- 
sentative Plowden Stoot, “To further restrict the sale 
of Fire Arms and especially revolvers.” 

A vote of thanks was tendered the retiring officers 
for their faithful and efficient work during the past 
year; to Professor E. M. D. Bracker ; Mr. E. E. Lucas, 
Frank A. Bare; Imperial Hotel; The Jobbers and Mr. 
T. M. Shearman for the assistance they have rendered 
during this convention. 

Individual jobbers gave a number of theater parties 
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red to the Executive Committee and the jobbers for 
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during the convention and a general good time was en- 
joyed by all. 

The next convention will be held in Portland at the 
Imperial Hotel on the fourth Tuesday in January. 


1916. 
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HAVE BEEN MAKING RASPS SINCE 1836. 


One of the oldest rasp and file manufacturing con- 
cerns of the country is that of Heller Brothers Com- 
pany, and their 
name on a file 
or rasp has for 





many years 
been  synony- 
mous with high 
quality. One of 
ther heavy 
horse rasps 1s 
shown in the ac- 
companying  il- 
lustration and 
similar ones can 





be found, it is 
said, in practi- 
cally every 
blacksmith shop, 
whether in the 
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large city or in 
the small cross 
roads shop. In 
fact, the manu- 
facturers | state, 
the name “Hel- 
ler” on a file is 
regarded as an 
absolute guaran- 





tee of excellent 
Horse Rasp. cutting and 
vearing quality. The Company operates a large plant, 
equipped with the most up-to-date machinery for 
making files, rasps and other blacksmith’s tools. Fur- 
ther information about the Company’s large range of 
products can be secured by writing to the Heller 
Brothers Company, Newark, New Jersey. 
ne 
TRADEMARK REGISTERED FOR WASHING 
MACHINE. 


The Home Washing Machine Company, Incorpo- 
rated, New York City, has obtained patent rights un- 
der number 82,348 on the trademark shown in the ac- 
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82,348 


companying illustration. The particular description 
of goods is washing machines. The claim was filed 
November 2, 1914, and the company claims use since 
October 27, 1914. 
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Michigan Retail Hardware Dealers Hold 


Annual Convention 





The twenty-first annual convention of the Michigan 
Retail Hardware Association was held February 9 to 
12 in Saginaw. The meeting place was the Audito- 
rium, while hotel headquarters were at Hotel Vincent. 


TUESDAY, FEBRUARY 9. 


The Executive Committee met at 11 A. M. at Hotel 
Vincent, and the first session was held at 1:30 P. M. 
with President C. E. Dickinson, of St. Joseph, in the 
chair. After invocation by Reverend Emil Monbanus, 
of Saginaw, and singing of “America,” led by William 
Moore, of Detroit, Honorable Ard Richardson, mayor 
of Saginaw, and W. S. Linton, president of the Board 
of Trade, delivered short addresses of welcome, which 
were responded to by Fred A. Rechlin, of Bay City, 
after which President Dickinson read his annual ad- 
dress: 

PRESIDENT C. E. DICKINSON’S ADDRESS, 

I feel that in the beginning an apology is due to every 
member who shall be so unfortunate as to have to listen to 
my poor efforts, which the Program Committee is pleased to 
call The President's Address, but it seems to be a part of 
the order of business ang what must be, must be, and I am 
compelled by force of Association habits to inflict myself 
upon you no matter how incompetent J may be. 

I look back upon my duties as your executive as one of 
the greatest pleasures of my life, and, could I feel that they 
had been discharged in a more helpful way, that I had ren- 
dered any special service to our Association, I should be 
more than amply repaid. Fortunate indeed is the executive 
who can devote much of the time during his incumbency to 
the duties of his office, for in so doing therein lies the pleas- 


ure of devoted service and the benefit to the Association by 
constant contact with officers and members. 


We are gathered together for the Twenty-first Annual 
Convention; TWENTY-ONE YEARS OLD—an anniversary 
looked forward to by men as the most important period of 
life in which it is well to take a glance backward at the past 
which is history and into the future which is prophetic. Let 
us do likewise. Not all records are so clean and satisfactory 
at twenty-one—certainly a record in which we may take a 
just pride. Look at the record! I see it printed on our 
Souvenir Program; are we not proud of it? 

In 1895 from a membership of only nineteen to a mem- 
bership of 1,000—in twenty years! and now about 80 per cent 
of the entire dealers of the state are within the fold. 

I am sure it would be a pleasure to this assembly to 
know how many of the old officers from 1895 to 1914 are 
with us today, presidents, vice-presidents, secretaries and 
treasurers and those who have served on executive boards I 
ask all of these to stand. 

This record of which we feel so proud has been made 
possible by the loyalty of these men; ever ready to sacrifice 
some of their time to the good of the cause—and here today 
plugging as hard as ever for the benefit of all. 

Such is the past! How about the future? With such 
a past, is there any doubt that the future will be cared for? 

There is so much to be done by Association efforts for 
the betterment of conditions. Every state organization is in 
the midst of more problems which compass it round about 
than ever before—and there is much strenuous work to do 
for every member as well as those at the helm. These prob- 
lems are being solved slowly but surely. We are urged by 
constant admonition of our secretaries and by the National 
Association, through the Bulletin and otherwise to a closer 
co-operation. More intimate relation between members and 
their state officers and also with the national organization. 
Accomplishment is only effort in suspension, so let our efforts 
for our future be redoubled that our accomplishments may 
have the reward of highest count. 

Our Association has been full of activities during the 
past year and much has been accomplished. 

The Kalamazoo convention of last winter set a new pace 
for us all, and I am sure stimulated us into action. Our sec- 


retary’s report will give us detailed account of what ha 
been doing. 

With pride-for and courtesy to the then national pres: 
dent, our own C. A. Ireland, Michigan sent its full delega 
tion to the National Convention at Indianapolis—fourtee: 
strong—and was honored by appointments on two important 
committees, Resolutions and Nominations. Two sessions of 
your Executive Committee were held at Indianapolis during 
the convention and the work of the board for the yea: 
greatly facilitated. 

The Local Association’s Committee was called to Grand 
Rapids in August and assisted by a representative from the 
National Association and some of our own officers accom- 
plished some good for the local organization of that city. 

In October it was the pleasure of your president to at- 
tend with Secretary Scott the annual conference of State 
Secretaries in Chicago, but. was denied the privilege (by 
stress of own business) of remaining throughout the session 
of three days. In our opinion this conference is one of the 
most important of the year. Problems of utmost importance 
to the. State Association are dwelt upon at length by the 
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c. E. Dickinson, 
President Michigan Retail Hardware Association. 


secretaries, who are the mainsprings of our organizations. 
Let us heartily endorse their work. 

We responded to a call to Grand Rapids from the secre- 
tary of the Michigan Federation of Retail Merchants, and 
with our secretary attended this conference. We are not 
affiliated with this organization, but if reorganized along lines 
proposed at this conference would recommend that our Asso- 
ciation become a party to and affiliate with this new move- 
ment. The proposition may come before this convention for 
action. 

We have signed many vouchers from our freight audit- 
ing department showing that this department is active and 
doing good work. Some checks are small and others of 
goodly amounts. Certainly a work worth while for it is 
something gained for our members. 


Some most startling developments in parcels post results 
are noted during the past year and those who have read the 
Bulletin article in the January number are questioning the 
wisdom of the system even at large, to say nothing from a 
merchant’s standpoint; it certainly is poor legislation for him. 

The one paramount question before us today is the same 
old question of Price. It is the one most important question 
before every state organization as well as the National. All 
fighting for a “fair show.” We are advised of how impor- 
tant this question is from the fact that during the past year 
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of accomplishing to some extent, at least the end in 

v, have been conceived and actually put into practice. 

“Co-operative buying,” “Buyers’ Associations,’ “United 

rdware Companies,” and our own “National Price and 

vice Bureau,” all working to assist us in right buying— 
getting the price. It, seems to me that it is up to us. 

While service is an important factor in yours and my 

usiness, the price is the ali important factor, for the service 

coes with the price whether it be a low or high price. Our 
ustomer expects the service just the same, and it is his due. 

We could not—nor would we if we could—withdraw the 
service we render, for it.is the mark of a good merchant and 
a true gentleman, 

The recent investigation of the National Price and Serv- 
ice Bureau on the price situation as related to mail orders is 
certainly an eye opener, and admonishes each and every one 
of us to better post ourselves on this price question and to 
become more careful buyers. Such Anvestigations as above 
referred to cannot but be of great benefit. Conducted as 
they are in all fairness and the results submitted, necessarily 
means a getting together and a proper adjustment of such 
differences. : 

We are to be congratulated that the National Association 
Price and Service Department is doing such meritorious 
work in our behalf. 

At peace with all nations! Think of it! With nearly 
all of Europe at war and troubles on our own southwestern 
border, we are at peace! This nation is free to exercise and 
plan its material benefits. 

While we deplore the strife among the nations and the 
fearful devastating effects of this war, it becomes our 
duty and privilege to assist to mitigate these awful conditions. 
It is also our duty and privilege as a nation, to take fair 
advantage of conditions (for which we are in no way re- 
sponsible) to our material welfare. 

It is with pleasure that we note tife adoption of a resolu- 
tion by the Farm Press Association excluding from the col- 
umns of their publications unfair advertising and any copy 
attacking or reflecting upon the retail trade. I would recom- 
mend some acknowledgement signifying our approval of their 
action. 

I would further recommend the discouragement of the 
manufacture of merchandise by states’ prisons, as having a 
tendency to depress labor, to the confusion of wages and 
legitimate retail prices. 

The work of the National Association is so important to us 
all, that it should not be necessary to urge us, to co-operate 
and keep in constant totich with the work going on. It was 
my pleasure to pay a visit to the National Office at Argos 
in November, and to learn more of the good work they are 
doing. One only has to read his Bulletin to fully appreciate 
the extent of their efforts. I am=pleased to recommend to 
the Resolutions Committee, approval of the untiring efforts 
and accomplishments of the National Association and its 
organ, the Bulletin. 

In conclusion, I wish to refer-to the untiring and sacri- 
ficing labors of our Secretary, A. J. Scott. No member 
of this Association will ever know the ever and constant 
watchfulness he exerts in our behalf. A veritable sleuth! for 
nothing ever escapes him. 

I would urge the members to closer co-operation with him. 
It would be a good resolution for us, and a proud day for 
him, if every request from him, would meet with prompt 
and willing response from. us. 

To our Associate Members is due much of the credit of 
our healthy membership for they are ever on the job, chasing 
a prospective non-member until his application has been 
secured. We have them to thank for many hours of pleasant 
entertainment and royal fellowship, as well as valuable point- 
ers in our business. Here’s Ho! may we ever have them with 
us. 

As I pass into the ranks of the “has beens” I wish to thank 
the members of my official staff for their loyal support and 
consideration. My labors with you have been a constant 
pleasure and I congratulate my successor, whoever he may 
be, upon the pleasure which lies before him in the service he 
is to render. 

I wish to make special mention of our Exhibit Committee 
and manager, Mr. Ross. His splendid work, so thoroughly 
systemized, relieves the detail of committee work and makes 
the handling of the convention much less arduous. As the 
result of their efforts stands the splendid exhibit in this 
splendid building. 

The work of the Program and Entertainment Committees 
will speak for themselves, and I am sure we shall be both 
instructed and entertained right royally. 

Treasurer Moore, with us again, ever ready with his service 
of song and story and the record of work well done—let 
us honor him. 

I thank you all for the honor conferred upon me and for 
your kind attention. 


The following committees were then announced by 
the president: 
Nomination Committee: Charles H. Miller, Flint; C. M. 
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Alden, Grand Rapids; E. S. Roe, Buchanan; James W. Tyre, 
Detroit; Ernest Wise, Kalamazoo; G. B. Towner, Muskegon; 
John Kerr, Coldwater. 

Auditing Committee: Frank E. Strong, Battle Creek: 
John C. Fischer, Ann Arbor; J. J. Vander Meer, Grand 
Rapids. 

Press Committee: Charles A. Ireland, Ionia; Frank 
Brockett, Battle Creek; A. J. Scott, Marine City. 

Resolution Committee: Fred F. Ireland, Belding: H. H. 
Freitag, St. Joseph; William Goodes, Flint. 

Exhibit Committee: Ernest L. Reichle, Saginaw: Paul 
H. Juengel, Saginaw; George Walz, Jr., Saginaw; Chas. 
Janke, Saginaw; Norman Popp, Saginaw; Arthur J. Scott, 
Marine City; J. Charles Ross, Kalamazoo. 

Program Committee: C. E. Dickinson, St. Joseph; Wil- 
liam Moore, Detroit; James W. Tyre, Detroit; Alex. Lemke, 
Detroit; Arthur J. Scott, Marine City. 

Constitution and By-laws: J. G. Patterson, Detroit; L. 
J. Cortenhof, Grand Rapids; E. J. Morgan, Cadillac. 

Place of Meeting: O. H. Gale, Albion; Chas. A. Stur- 
mer, Port Huron; Wm. DeKruif, Levering. 

Question Box Committee: Fred A. Rechlin, Bay City; 
P. A. Wright, Holly; Arthur D. Moore, South Haven. 

Entertainment Committee: Burt Saylor, Saginaw; John 
Popp, Saginaw; V. E. Wiedeman, Saginaw; Gust Jochen, Jr., 
Saginaw; William Seyffardt, Saginaw; R. C. Morley, Sag- 
inaw; John W. Hall, Saginaw. 

Trade Relations Committee: Charles A. Ireland, Ionia; 
Fred A. Rechlin, Bay City; Arthur J. Scott, Marine City. 

Legislative Committee: J. H. Whitney, Merrill; A. Har- 
shaw, Detroit; C. L. Glasgow, Nashville. 

Sergeant-at-Arms: M. A. Benson, Saranac. 

Ass’t Sergeant-at-Arms: Charles Gartner, Wyandotte. 


After a song by the delegates, Frank Stockdale, 
Chicago, of the System Lecture Staff, delivered his 
address on “Keeping Up With Rising Costs,” in which 
he emphasized the necessity for careful investigation 
of the cost of doing business, in order that each dealer 
might know how to mark his merchandise at a proper 
percentage of profit. 


The session adjourned at 4:30 after a number of 
manufacturers and representatives had made brief 
congratulatory addresses. 

In the evening the delegates and their ladies enjoyed 
a splendid program of moving pictures and vaudeville 
at the New Franklin Theatre. 


WEDNESDAY, FEBRUARY 10. 


The Wednesday session began promptly at 8:30 
A. M., and after a song by the delegates, Treasurer 
William Moore, of Detroit, made his annual report, 
which showed that the financial condition of the Asso- 
ciation was in very satisfactory condition, followed by 
the annual report of Secretary Arthur J. Scott, of 
Marine City. 

REPORT OF SECRETARY ARTHUR J. SCOTT. 

Events of world-wide importance have transpired since 
the time of our last meeting and it becomes necessary for us 
to analyze the situation and determine to what extent the in- 
terests of the retail hardware men will be affected by the dis- 
astrous European war now in progress. 

A review of the situation brings out strikingly the fact 
that in the State of Michigan the effect of present unsettled 
conditions is less noticeable than in almost any other state 
that might be mentioned. The crops were good last year and 
the great variety of the nature of the products manufactured 
here has prevented the serious ill effects which have been 
noticeable in cases where communities are dependent upon a 
limited number of industries. 

The hardware trade appears to have been least affected 
and it is going to be largely up to us to overcome the adverse 
effect of present conditions by displaying confidence in the 
outlook for the coming year and by employing our best efforts 
to go after business even more aggressively than we have in 
the past. It may be that the slowing up in general business 
will prove a blessing in disguise in that it will make us give 
more intensive thought to advertising and the development of 
new business in our respective communities. 

From the standpoint of the Association, 1914 has been a 
year of progress, and our accomplishments in the matter of 
increasing our membership and also in securing results for the 
members compares very favorably with that made in any pre- 
vious year. 
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MEMBERSHIP. 

You have probably all read the Association’s record 
printed in our Souvenir Program, and if you have glanced 
over the membership figures contained therein you will note 
that in practically every year since 1905 we have increased our 
membership over the previous year and we have gotten to the 
point where Michigan is regarded as one of the strongest 
organizations affliated with the National Retail Hardware 
Association. 

\t the time of our 
bership of 948. 

There have been a very large number of business changes 
this year, 74 concerns having either sold out or gone out of 
business entirely, while 21 have either resigned or been 
dropped for non-payment of dues. Deducting these 95 names, 
there are still 853 of our old members on the list. 

We have added 138 new members this year, made up as 
follows: 

Taken in at the last Convention 

Brourtt in‘by Mer: FP. W. APNG) sin iA ae ees 49 
Received direct by mail 33 
Received through our associate members.................. 30 

This gives us a total membership at the time this report 
was prepared of 991, and I believe by the time the report is 
read through new members will be added to bring our mem- 
bership past the 1,000 mark. 

LEGISLATION, 
State Legislature is now in session, and we are keep- 
Capitol so as to 


last Convention we had a total mem- 


Our 
ing in touch with events that transpire at the 


Arthur J. Scott, 
Secretary Michigan Retail Hardware Association. 


be prepared to take action on any measures that may come up 
either inimical or favorable to the interest of our members. 
I believe that every retailer ought to give some thought to this 
matter of legislation, and if there are any of our members 
who have suggestions to offer relative to needed iegislation 
the secretary and our committee on legislation wil! be very 
pleased to have the same brought to their attention. This or- 
ganization can wield a most potent influence in behalf of or in 
opposition to legislation when the occasion arises. 

In the matter of National legislation we are right now 
especially interested in two measures, one being the Stevens 
Price Maintenance bill, which it has been decided at State 
and National Conventions -to be of great benefit to the retail 
dealer. 

We are also giving our support to the National One Cent 
Letter Association, which has been working hard for years to 
have the rate of postage on drop letters reduced to one ‘cent. 
If this reform is secured it will be a big step in advance 
towards universal one cent letter postage. 

NATIONAL CONVENTION, 

At our National Convention held in Indianapolis on May 
19th to 22nd the affairs.of that Association were shown to be 
in an unusually prosperous condition. 

As a full report of this Convention was published in the 
June edition of the Bulletin, a copy of which was sent to all 
of our members, it was not deemed advisable to prepare a 
special report to be submitted at this meeting. 

At the above Convention the reports of the Committee 
on Trade Relations and also of the Price and Service Bureau 
were especially interesting, and the benefits which have accrued 
to the hardware dealers of the country as a result of the work 


of these two departments cannot be overestimated. It \ 
recommended that each separate State Association appoint 
Trade Relations Committee, and President Dickinson has 
conformance with this suggestion appointed a committ, 
whose work I take it will be largely along the lines of , 
operating with the National committee. 

Those who have used the Price and Service Bureau : 
port that they have derived substantial benefits therefro: 
Unfortunately only a small percentage of our members ha 
taken advantage of the service which is available i in this co: 
nection, and it is hoped more of us will do so in the future. 

It was decided in order to avoid confusion in the futu 
to recommend one uniform official button to be adopted 
all states, and the style of emblem previously used in Mic! 
gan, but with the red enamel background, was selected as t! 
official emblem. The name of each state will be distinct 
stamped on the shackel of the padlock. 

A new form of associate emblem in the form of a gol 
and enamel key was also decided upon. 

The advantage of this system of uniform emblems wi! 
appeal to all, as it was found that previously the associate 
emblem in one state closely resembled the active emblem in 
some other state, and this caused confusion at State Conven 
tions. 

The new style of emblem is being distributed at-*this Con 
vention, and I believe that all of us ought to make it a point 
to wear these emblems the year round. They are not cum 
bersome, and the workmanship is of such a character that 
we may all feel proud to wear them and at the same time feel 
proud of the fact that we are identified with the organization 

BUYING AGENCIES. 

We have received many inquiries from members in regard 
to various buying agencies ‘and Syndicate Catalog propositions 
and find opinions based upon experiences somewhat divided in 
regard to the benefits derived from these organizations. 

Some of our members condemn and some commend the 
different concerns of this character with which they have been 
connected, and for the benefit of those who have not yet had 
any experience along this line it is to be hoved that those 
who have had will make it a point to express themselves upon 
the subject when it is brought up under the Question Box. 

SECRETARIES’ CONFERENCE. 

On October 13th, 14th and 15th your secretary attended 
the annual meeting of the National Association of Retail 
Hardware Secretaries held in Chicago, and arrangements were 
made for a joint meeting with the Trade Relations Commit- 
tee at the same time. 

Practically the entire three days were devoted to the dis- 
cussion of practical questions which arise in the carrying out 
of the business of the several State Associations, and the 
suggestions and ideas which were gained through the dis- 
cussions have done a great deal towards bringing our vari- 
ous affiliated associations closer together and enabling each 
one to benefit by the experience of the others in. handling 
problems affecting our common interests. 

Ways and means to increase our membership and render 
better service for our members were brought out at these 
meetings and it is at conferences of this kind that ideas such 
as the inauguration of a Freight Traffic Bureau, the publica- 
tion of Bargain Sheets and other innovations are developed. 

HARDWARE MUTUAL FIRE INSURANCE. 

The matter of insurance is one which is of vital impor- 
tance to all of us, and I find that Michigan is really better off 
than any other state in the Union, as I am told that this is 
the only state “where more than one company paying fifty per 
cent dividends is legally authorized to do business. We have 
for several years received back fifty per cent of the premiums 
paid to two of the hardware mutual companies, 1n spite of 
which these concerns have built up a net surplus of $411,000. 
I cannot personally understand why every hardware dealer 
in the state does not take full advantage of this great saving. 
Michigan has been unfortunate during the past year in the 
matter of fire losses. One of our hardware mutuals reports a 
loss ratio of 90 per cent and another 69 per cent of the pre- 
miums. The average fire loss since the organization of these 
companies is about 35 per cent; so you can see that in 1914 
we were far above the average. I mention this fact, for, while 
none of us would intentionally do anything calculated to in- 
crease our percentage of fire loss, we are probably more or less 
careless in the matter of adopting precautionary measures 
against fire. 

There is a good field for study right here, and 1 believe 
that if we will all give attention to the matter we can succeed 
in cutting down the fire loss in 1915. 

LIABILITY INSURANCE. 

There has been organized in connection with the Wiscon- 
sin Association a Hardware Mutual Liability Company, oper- 
ated along the same lines as the Mutual Fire Insurance Com- 
panies, and their report issued on December 31, 1914, shows 
a ratio of loss to premiums of only 15%. per cent and a re- 
turn premium to policy holders for the first year of twenty- 
five per cent. 

The matter of liability insurance is a fixed expense with 
all of us, and I am in hopes that within a very short time the 
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;sconsin Company will be able to make a showing which 

|| justify its being admitted to this state. When that time 

rrives we can all effect a material saving by carrying out our 
ility insurance with this company. 

TRAFFIC DEPARTMENT. 

Our Freight Traffic Department has performed conscien- 

‘ous service for the members, but here again we find that only 

, small percentage avail themselves of this opportunity to have 

their freight bills carefully audited. 

In a number of cases absolutely no errors have been found, 
hut the man who is fortunate enough to have his bills gone 
over and to receive a report that he has paid no overcharges 
has every reason to congratulate himself, for he can feel that 
he has not had any money tied up uselessly and is not obliged 
to pay the commission charged when claims are recovered. 

During the coming year I am in hopes that every mem- 
ber of this Association will send in his freight bills covering 
any period within the past five years, and you may rest as- 
sured that each individual bill will be gone over by an expert 
and a claim placed for every case of overcharge. 

LOCAL ORGANIZATION. 

In a limited number of cities in the state local associations 
have been formed and in every case substantial benefits have 
accrued therefrom. 

It isn’t necessary to go to any great expense to get the 
dealers in one locality together and in sections of the state 
where there are no large cities it would be a fine thing if the 
merchants in the several towns would get together and form 
county organizations. 

There are local problems and buying opportunities open 
which can best be solved by getting together in this way, and 
the secretary of the State Association will be glad to extend 
co-operation in bringing about the. formation of ‘hose local 
organizations wherever the opportunity is presented. 

PARCELS POST. 


No secretary’s report would be complete if it failed to 
make reference to the subject of “Parcels Post,’ which we 
have been called upon to consider from many different angles 
during the past fifteen years. 

The authority given to the Postmaster General appears 
to be too great, as has been evidenced by various reforms in- 
stituted since this law went into effect. 

Whereas it was not originally intended, or we were at 
least so told, that mail order houses would under the pro- 
visions of this law be directly benefited, we learn that these 
concerns saved upwards of a million dollars during the past 
year by the opportunity given to them to ship their catalogs 
by parcels post. By sending large freight shipments of these 
books to different parts of the country they have keen able 
to mail them out at a cost of a few cents apiece, whereas the 
poaaes under the third class rate used to be forty cents per 
book. 

I believe it behooves us to forcibly express ourselves in 
regard to this matter, and regret exceedingly that the depart- 
ment officials saw fit to do away with the use of special par- 
cels post stamps, thereby dispensing with the opportunity 
which we had of determining whether or not this branch 
of the service is self-sustaining. 

THE TRADE PRESS. 


The association movement in general has received the 
loyal support of the Hardware Trade Papers during the past 
year, and I believe that we all ought to read regularly just as 
many of these publications as we can. 

The National Hardware Bulletin has been steadily im- 
proved, and every member of the Association ought to watch 
every issue not only for the helpful trade ideas which are 
contained therein, but also that he may at all times be familiar 
with the progress of the Association movement nationally and 
in the different states. The more we read about what the 
other fellow in our line is doing the better will we be able to 
retain the high standing which the retail hardware man en- 
joys in his community. 

_ While the work connected with an Association of this 
kind increases with the growth in membership, the co-opera- 
tion of the officers and the keen personal interest which each 
one has taken in your welfare has simplified the work of the 
secretary during the past year. 

It isn’t necessary to personally refer to the work of each 
one of these officers and the various committee men who have 
given so liberally of their time to carry on the work during 
the year and to arrange for this Convention and our Hard- 
ware Exhibit. You, I believe, appreciate the sacrifice made 
by those who are responsible for these results and I have no 
doubt that the organization will suitably express themselves in 
regard to their efforts. 

Personally I feel under heavy obligation to the officers 
and to the members for the consideration which they have 
given me in carrying out the work which devolves upon the 
secretary. It is a pleasure and an honor to serve an organiza- 
tion which is made up of such men as those who compose the 
Michigan Retail Hardware Association. 


Charles M. Alden, of Grand Rapids, then spoke on 
the subject of “The Ideal of Excellence in the Hard- 
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ware Trade,” pointing out that in the retail hardware 
business a far higher degree of intelligence is required 
than in many other branches of the commercial life. 
Plodding must, therefore, be avoided so far as pos- 
sible and careful study of conditions and of the mer- 
chandise, as well as of the methods used by other 
hardware dealers who have made a success must take 
the place of the manual labor with which too many of 
us, the speaker said, are prone to give our time. 

M. L. Corey, secretary of the National Retail Hard- 
ware Association, and Charles A. Ireland, Ionia, for- 
merly president of the National Association, then 
spoke on the work of the Price and Service Bureau. 

The remainder of the morning session was given up 
to discussing the Question Box, and this was con- 
tinued during the entire afternoon session, under the 
leadership of Fred A. Rechlin, Bay City. 


THURSDAY, FEBRUARY II. 





The morning session was opened at 8:30 with a 
song, after which T. J. Burton, of Detroit, Michigan, 
delivered an address on “The Traveling Salesman and 
the Merchant,” in which the speaker pointed out some 
of the many benefits the progressive hardware dealer 
gains from the visits of the traveling salesman, such as 
keeping in touch with the market conditions, new 
articles on which extra profits can be made, success- 
ful methods adopted by other dealers. 

Richard Talbot, N. B. Hutton, Heinrich Pickert and 
others then entertained the convention with “A Little 
Diversion,” as the program gave it, songs and witty 
stories forming a pleasant change from the routine. 

Leslie H. Wildey, Graettinger, Iowa, then spoke on 
“Mail Order Competition,” citing numerous instances 
of how the dealers in his town had won back mail 
order customers by convincing them that on the aver- 
age the local dealer gives as good or better value and 
service than the mail order houses. 

“Selling Efficiency” was the subject of a splendid 
address by Edward F. Trefz, Chicago, field secretary 
of the Chicago Association of Commerce. Mr. Trefz 
emphasized the necessity for acquiring a complete 
knowledge of his line if the dealer were to become 
truly efficient as a distributor to the consumer. 

At 7:30 P. M. the delegates met at Hotel Vincent 
and marched in a body to Arbeiter Hall where a fine 
banquet and vaudeville entertainment was enjoyed. 

FRIDAY, FEBRUARY 12. 

The closing session was held Friday afternoon be- 
ginning at 1:30. R. A. Peterson, Chicago, delivered 
an address on “Getting the Price,” 
reports of the committees were read, followed by the 
election of officers and selection of a convention city 


after which the 


for 1916. 





ANCHOR BRAND WRINGERS REDUCED 
FIVE PERCENT. 


According to a statement dated February 11th, from 
the Lovell Manufacturing Company, Erie, Pennsyl- 
vania, prices have been reduced five percent on all 
Anchor Brand Clothes Wringers. 
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Nebraska Retail Hardware Dealers Meet 


in Annual Convention 








The Fourteenth Annual Convention of the Nebraska 
Retail Hardware Association met at the headquarters, 
Hotel Rome, Omaha, Tuesday, February ninth, at 1 :30. 
After singing America, the large attendance remained 
standing while the invocation was offered by Reverend 
J. Frank Young of Omaha. 

Commissioner Robert H. Manley of the Omaha 
Commercial Club welcomed the members of the con- 
vention to Omaha on behalf of the commercial inter- 
ests and the citizens of Omaha. The response was 
made by Mr. John H. Hussie, one of the retail hard- 
ware merchants of Omaha, who in a most fitting man- 
ner expressed the thanks of the Association for the 
hearty welcome, and among other things spoke of the 
rivalry amongst the merchants of the same town, the 
rivalry among the various towns of the state, and also 
the rivalry amongst the various states, but with it all 
there existed among the people of the east and west, 
north and south in these United States that harmony 
and independence which works for the prosperity and 
happiness of us all. He also said that to become a 
first class merchant requires as much gray matter and 
as many years of training and preparation as is re- 
quired in the learned professions. He said that our 
Association will never reach 100 percent of efficiency 
until each member believes that he is the most impor- 
tant member of the entire Association and that on his 
individual shoulders rests the entire success or failure 
of all. He suggested that the members take a more 
active interest in politics, to the end that men of in- 
tegrity be elected and that good laws be enacted, and 
concluded by requesting that good fellowship, much 
hand-shaking and a closer friendly acquaintance be 
one of the strong features of the meeting. 

At this point while President Arndt was announcing 
the “N RH A” song he wan interrupted by Vice- 
President Ammon who in a felicitous and pleasant 
manner presented him on behalf of the Association at 
large with a beautiful gavel of black walnut encircled 
with a band of silver, with the inscription “President 
F. W. Arndt, 1914,” which President Arndt accepted, 
and replied, illustrating his first lesson in the use of 
the mallet as a tinner, but in this instance to be used 
for a more noble and glorious purpose, that of gov- 
erning this body with justice and equity. 

The President then called upon Mr. S. C. Oaks, 
Seward, who gave a very forceful, interesting and in- 
structive talk on system in business in small and great 
ways. 

The President announced the following standing 


committees: 


APPOINTMENTS OF COMMITTEES. 

Resolutions: D. F. Dolan, Western; Willian. Ashby, 
Fairfield; C. A. Jack, Tekamah; G. W. Druliner, Benkieman ; 
M. Pfeifer, Gordon; C. L. Kelby, North Bend. Alternates— 
F. E. Lahr, Lincoln; C. J. Olson, Palmyra; H. F. Meyer, 
Nebraska City. 

Suggestions: C. A. Newberry, Alliance; R. W. Weaver- 
ling, Beatrice; W. W. Reed, Rosalie; Walter Gabler, Winside ; 


Max Uhlig, Holdrege; Carl Courtright, Fremont. Alterna 
—N. T. Thone, Blair; John Friday, Norfolk; Thomas Nels 


Springfield. 

Nomination: H.M. Wineland, Uni. Place; J. B. Gord 
Craig; Chas. Shahan, Kearney; M. Mills, McCook: H. 
Husbands, Gresham; W. L. Spear, Geneva. Alternates—) 
Stratton, Wahoo; J. J. Cloos, Havelock; Fred Pelz, Blue Hi 

Place of Meeting: William Kinzel, Wisner; F. H. Ran: 
lem, Scribner; Neil Brennan, O’Neill; S. T. Battles, J: 
Genoa; Mr. Heine, Jr., Hooper; M. D. Hussie, Omaha. 

Press: Charles A. Ammon, David City; Dan Kavanaugh, 
Fairbury; H. J. Hall, Lincoln. 

Reception and What Cheer: R. N. McAllister, Grand Is 
land; F. W. Ebinger, Plainview; J. C. Michelson, South 
Omaha; J. J. Jennings, Gothenburg; F. D. Burnett, Omaha: 
S. A. Sanderson, Lincoln; H. D. Scofield, Linco!n; L. | 
Holloway, Fremont; M. Spring, Benson; Mrs. C. D. Essig, 
Sidney; J. B. Thomas, Lyons; J. H. Ehite, Chadron; E. W 
Shafer, Aurora; J. H. Price, Florence; H. M. Rogers, Omaha: 
J. H. Krabill, Milford; A. F. Meyer, Hastings. 


The Secretary was instructed to send greetings to 
the Michigan and Pennsylvania Retail Hardware Asso- 
ciations who hold their meetings this week. An ad 
journment was then taken to Wednesday morning. 


WEDNESDAY, FEBRUARY 10. 


At the morning session, which was an executive one, 
President F. W. Arndt read his annual address, which 
was as follows: 

PRESIDENT F. W. ARNDT’S ADDRESS. 


We extend to you a hearty welcome to our Fourteenth 
Annual Convention. This city bids you welcome, and we 
bespeak for you an enjoyable outing. 

It is surely of all occasions the most pleasant when we 
meet together once each year, touch elbows, “swap experi- 
ences” and learn from the other better ways of doing things. 
Thus it is we climb to higher positions in merchandising. 
The old year has passed into history with all its varied expe- 
riences, many of which shall only be effaced by time itself. 
When we look abroad and view with sorrow and regret the 
terrible devastation of war and famine, we humbly thank God 
that we live in a land of peace and plenty, and as we claim 
this grand and great country as our heritage we proudly pro- 
claim the fact that none other can vie with us in nobleness 
of man and gentleness of woman, in whom self and selfish- 
ness does not predominate to the undoing of the other fel- 
low. With deep regret we look upon the destruction of all 
that is good in man by greed of gain and power in our mother 
countries. America is the land of the free and the home of 
the brave. Free to earn an honest return for our labors, that 
our home folks may enjoy the blessings that God has be- 
stowed upon us. 


The past year as a whole has been a prosperous one, and 
we all have received a greater or less-share as circumstances 
and surroundings have doled out to us. The foundation of 
our wealth and prosperity, the farm and farmer, is receiving 
in greatly enhanced values his share, brought about by the 
misfortunes of others. However, without any planning on 
our part as Hardware Men, we will reap rich and profitable 
harvests in the general expansion of money from the better 
profits of the farm. The outlook at this time was never 
better. The granaries of Europe are all but depleted and our 
1915 crop prospects are top notch. The silver lining of the 
clouds are toward us. Our opportunities and possibilities as 
a nation were never excelled in the history of this generation. 
We are becoming the workshop“of the world. When poor 
old Europe will cease her mad struggle, the exhaustion and 
depletion will take a long time to retrieve. It is up to us as 
a nation to see to it that the 300 millions of crippled people 
of that country get what they need at reasonable prices. 

Gentlemen, permit me to suggest right here this thought, 
if we can make two blades of grass grow where one grew be- 
fore, the nroblem of feeding the starving will be made fifty 
per cent easier. I refer to County Farm Superintendents, 
generally university graduates, whose duties will be in an 
advisory capacity to show and teach the farmer how to scien- 
tifically get his acres to vield better and bigger crops. One 
bushel more of wheat raised on each acre under cultivation 
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+ Nebraska would increase the total value over a million 
-s per year. Four counties now have superintendents 
ugh the assistance of the Government. The matter is 

‘re Congress and we hope soon for more extended work 

¢ this line. 

fhe expense of Rural Free Delivery last year was forty 

ion dollars in excess of the revenues produced by the 

ice; 67 per cent of our 96 million population are under 

-al service. Are we getting our share of business this mode 

carrying may avail us? Are we reaching out by letter and 

ilephone for business from this source, and making this a 

aluable adjunct to our advertising ? 

The Price and Service Bureau I find to be of great 

enefit in locating goods wanted, obtaining special low quo- 
tations, etc. Permit me to state from my own experience that 
| fnd it a money maker for me. Many articles I don’t stock 
ave given me profitable sales. The National office is alert, 
ready and willing to aid you and give you any information in 
their power along price and service linés. 

We often need prices to meet competition from Chicago. 
The price and service will help us fight our battles, if we will 
only take them up in our own defense, 

“It was my pleasant duty to attend the National Con- 
vention in Indianapolis last year. It proved to me that they 
are right-down earnest in their work of trying to improve 
conditions of their members in the retailing of hardware, 
taking up our troubles one by one and showing us where we 
can overcome them. 

Some facts touching the inroads of the Mail Order busi- 


~ 
F. W. Arndt, 
Retiring President, Nebraska Retail Hardware Association. 





ness in North Dakota enlighten us to their possibilities. One- 
third of the merchandise used in that state comes via that 
route. The assessable value of this merchandise is about eight 
million dollars. If this was taxed on the same basis as the 
merchant of North Dakota it would yield $150,000.00, or pos- 
sibly on just valuation twice that amount. 

We need legislation for self-preservation if for no other 
reason. We sincerely hope the Hinebaugh bill will pass and 
become a law. It is to be noted as a sign for betterment that 
the farm papers have greatly changed their position on this 
subject, being more favorable to home merchants. Perhaps 
they see the handwriting on the wall, “No Farm, No Town.” 
I believe that if the merchant is alive to his own interest, 
buys his goods right, discounts his bills, keeps a well-assorted 
stock and treats his customers right, they will prefer trading 
with him, where they can see what they buy, rather than send 
their money away for what they don’t see nor handle. Buy 
right, sell right, do right, are the best weapons to meet such 
competition. Our jobbers are our friends, if they are given 
half a chance. Give them your confidence, tell them what we 
need and must have, in this game of big competition. They 
realize our position; help them to carry out the program of 
eliminating the enormous overhead expenses. They must get 
their cost of doing business to a plane of least resistance, as 
exemplified by the big mail order houses in concentrating 
their buying and selling. They must get their goods ‘o us 
by easier and more economical channels. In short, there must 
e better co-operation of effort between jobber and retailer. 
Unless such efforts are put forth, and that right speedily, 
jobber, retailer and country towns will continue to go back- 
ward, until finally they reach the climax of disaster. 

The retailer is trying to save himself and for years has 
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been asking and begging the jobbers to help him. Ofttimes 
when specially requested to do so they have furnished me 
satisfactory prices, to meet mail order competition, but I re- 
gret to state in the main there does not seem to be efforts 
along that line as much as I believe there should be. 

From all sides we hear most favorable comments on 
our newsy /ron Monger. so ably edited by our Secretary. It 
fits the place exactly for the busy man, and gives much 
good advice straight from the shoulder. Owing to the fact 
that we could not be assured far enough ahead to have the 
use of the auditorium in this city, your board thought best 
to dispense with the Hardware Exhibition for this year. This, 
however, gives us more time for the important matters, such 
as the Question Box, which heretofore had to be rushed 
through. This exhibition feature, I believe, is an interesting 
part, especially with the newer members, and I hope we may 
have all the better one next year. I believe the success of 
future exhibits would be practically assured if we encouraged 
the exhibitors more by placing orders for goods we need. 
While it places their goods before many dealers, yet an order 
book with filled pages at the close helps the expense part and 
causes him to feel better toward us. 

Did you take notice of the splendid report of our Ne- 
braska Hardware Mutual Insurance Company for Decem- 
ber? After weeding out $155,000 insurance policies, over 
2 million dollars’ insurance and a cash balance of $25,500. 
Read the experience of Senator Hamp Williams what Hard- 
ware Insurance did for him. He states that only through 
the Hardware Association did he receive settlement from 
other companies. In conclusion, allow me to thank you for 
the loyal support you have given me during my term of office 
as President, especially to our able Secretary and Board of 
Directors. I am indeed proud of the honor and only regret 
that I have not accomplished more. Again I thank you. 


Secretary Nathan Roberts then read his annual re- 


port which follows: 
SECRETARY NATHAN ROBERT'S REPORT. 

Progress and progressive methods are in the air;-they 
permeate the first breath of the morning and leave with us 
its influence as we retire at night, and the men or communities 
who are outside its influence are back numbers and are not 
filling their places in the economy of things or the trend of 
the times. It therefore behooves us as men and members of 
this great and influential body, which is but an integral part 
of a greater center of power, to carefully weigh our words 
and guard our actions that this Convention may make a record 
which shall have its influence for betterment and be in spirit 
and actions the vanguard of the army of twenty thousand 
hardware men of our country. 

Our state associations all over the country, centralized in 
one governing body in our National Association, representing 
about 16,000 members, have an influence for power, for good, 
that is accredited to be the most progressive and al!-powerful 
trade body in existence. Indeed our responsibilities are im- 
measurable and potent, and we hope for naught but good to 
emanate from its councils. 

In presenting to you this, our 14th annual report, its tenor 
indicates real progress and growth, power increased and re- 
sults attained. 

Nebraska has never taken a backward step, nor do we 
think she ever will. 

Last year was a hard one for many of our members; fol- 
lowing 1913 crop failures, poor business, slow collections and 
untoward circumstances have left many nearly stranded. 
February, 1914, we reported active members enrolled..... 624 
ee Te OP EDO, . gc ks kn cies cnecdaccesscies 12 


We have lost as follows: 
Sold out their business ..... ENR na me cee, 33 








Dropped for non-payment of dues................... 6 
Withdrawn on account of expense................... 16 
Burned out and ceased business...............2.0005: 4 
REE at Sb sia wet Phi g GhMk wR dmdae ciel a cteslmeiow’s 4 
— 633 
February 1, 1914, associate members................. 104 
February 1; 1915, new members...................... Il 
— 115 
February 1, 1915, honorary members.................... 150 
Total enrolled sis oi 898 
TE URE EASE “YORE iad oi ois D8 aisinlsts odeecdossetion 736 
BS Bp ee TOE Le OE 162 
February 1, 1915, delinquent for 1914 dues............... 40 
Pemraney §, 3005, wapaid for 1G6S 2. 5.6 cic cs ce tin cee 345 
FINANCIAL REPORT. 
February 1, 1914, balance on hand...................$ 853.08 
Pabruary 31916, tote Feceiptss ss. acs. es eee: . 4,983.79 


$5,836.87 
5,022.32 





Total disbursements .......... 
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COLLECTION BUREAU. 

At the meeting of the advisory board in November the 
Secretary was authorized to open a Collection Bureau under 
the title of the Merchants’.Credit Bureau. About December 
Ist we sent out our first notice. It has cost to date for print- 
ing, stationary, postage about $30.00. We have received for 
collection from members upwards of $2,500.00, out of which 
we have returned to them in cash to date $1 59.88 and upon 
which there is due us in unpaid commissions $28.47. 

We started this feature at a time when the press of office 
work was the greatest, and it was impossible to give it the 
attention it required, but we believe it will become a promi- 
nent part of our,Association work. The object in view was 
to help those who could not give this part of their business 
the close attention and ability required to curtail their credits, 
and keep them in due bounds. The object has been misinter- 
preted in part, inasmuch as the bulk of the collections sent 
in are gray-headed with age. A large part have moved away 
and so far can’t be located. Some are dead 2nd omitted to 
leave their forwarding address.” Of course we can make a 
good guess on these if they are in the dead-beat class. Out 
of the 105 first letters sent out 40 have returned unclaimed. 
We don’t mind trying out an old claim, but the boys should 
send us a fair mixture of reasonable ones, so as to help out on 
the expense side. 

I intend publishing in the Jronmonger names of lost ad- 
dresses from time to time; you can help locate some of them 
as well as do yourself some good as a tip. Will you follow 
this up and aid us when you can? It is our purpose to handle 
it in such a spirit as will retain to you the good will of the 
debtor. 

FREIGHT AUDIT. 
our work we feel that the members 
are not availing themselves as they might. Out of our entire 
membership we only received 45 claims last year. We col- 
lected $94.04; one third of these 45 are yet to be heard from. 
Be it little or be it great, you might just as well have what 
is coming to you; it is like finding it. 
GRIEVANCES. 

We have handled this year about one hundred complaints 
of various types, from legal advice to matrimony, and many 
questions of a social nature. 

We have so far adjusted every complaint with the ex- 
ception of three now pending. One of these is of a serious 
nature that will take the council of the Grievance Committee 
to settle. Otherwise I believe the adjustments were satisfac- 
tory to both sides, and all have helped to place the National 
Retail Hardware Association on a higher platform of influ- 
ence, power and respect. 

FIELD WORK. 

You will remember at our last convention that your Sug- 
gestion Committee recommended increasing the membership 
dues so as to further the interest of Field Work; upon motion 
it was referred to your Board of Directors for their consid- 
eration. Your Board did not deem it wise to follow your 
suggestion. Lack of funds have prevented any practical at- 
tempts along this line for the year. October last, however, 
we engaged the services of R. C. Phillips, who has since put 
in his time hurriedly covering a large part of the state, and 
doubtless nearly all.of you have met him and can iudge for 
yourselves his caliber and fitness for such work. Should you 
recommend continuing this work under Mr. Phillips’ care, the 
Insurance Company may pay half the expense. Jt will cost 
us about $2,000 for the year. Of course, the Association 
can’t expect in any reason to get back in dues $1,000 per an- 
num, but the help to our members and their business will far 
exceed any money consideration. From October Ist to Feb- 
ruary Ist Mr. Phillips brought in 36 new members. If this 
work is carried on we purpose that plenty of time be given to 
each town for rejuvenating work. 

DECLARATION OF PRINCIPLES. 


At our Thursday morning session we will have roll call 
of new members and the glad hand exercise, in connection 
with which we will echo. our declaration of principles. I 
believe this will start us on a new era, bring us closer to- 
gether and enable us to have more faith in ourselves and 
others. The stumbling block and rock of offense in our 
work has largely been along the line of lack of Association 
fealty. What has been our business has been everybody’s 
business. Information has been peddled that should not, and 
our aims and purposes have been frustrated. Our members 
have broken faith with each other and with these in the same 
line who are not members. I could point to a number of 
cases where members have made certain promises and failed 
to keep them. The influence upon non-members coming from 
such a source as ours is destructive of our best efforts and 
should not exist. I believe as a member of the National 
Retail Hardware Association that our word should be better 
than our bond. Another feature is that some members are 
using the influence and protection of the National Retail Hard- 
ware Association to further their own selfish and unworthy 
ends. Again, it is dangerous and disagreeable to talk out in 
executive session. It is easier understood to call a spade by 
its name than to try to describe it in uncertain terms. We 


In this feature of 


could multiply indefinitely, but sufficient is said. Let uy 
loyal to our principles. I have several copies of this Dec] 
tion and would be glad to have you examine its merits be 
the session referred to. 

CO-OPERATION WITH JOBBERS. 

I would suggest that, if advisable, our Resolutions (, 
mittee bring in a strong resolution asking jobbers wh 
business in Nebraska to co-operate with us in cutting d 
overhead expenses and regulating other channels in buy 
and selling, whereby they will be able to help us meet eas: 
competition. We have no desire other than to work acc: 
ably with the logical channels of distribution, but self-pre 
vation is the first law of nature; therefore, no blame can 
attached should we attempt such preservation after all ot 
attempts have failed. 

There is no known or unknown reason why our jobbe: 
can’t buy goods and sell them so as to protect us from an 
competition in existence. We represent, as sellers, 90 to °): 
per cent of all the hardware used in the country. If t! 
jobbers permit the 5 per cent to dominate the retail mar! 
something is out of gear somewhere. Syndicate buying may 
or may not be successful, depending entirely on the co-opera 
tion and ability to put up the cash in advance; attemp' 
along this line have had a salient effect. The circulars you 
received last spring from certain jobbers is ample proof ot 
my statement. However, we don’t wish to resort to suc! 
plans, and we don’t believe it is necessary if the jobbers wil! 
so adjust their business that those who discount their bills 
are not required to pay enhanced values because of those wh. 
don’t. I will advance the assertion: Should a distributing 
house open up at the river on a cash-with-order basis and 
no other, and have the confidence of the merchants, and sel! 
on a net profit of 5 or 6 per cent, they would succeed, our 
troubles would cease and such house would make more clear 
money than any jobbers do today. 

The Jronmonger still lives, thanks to the few who he); 
pay for it, and the Association funds. We hope it is perform. 
ing the mission upon which it was launched; when it ceases t: 
do so we can easily enough drop it. 

PRICE AND SERVICE BUREAU. 

This bureau is doing a good work for those who give the 
time necessary to utilize its benefits. To those who don’t it 
is an unknown quantity, and, as they don’t know what the) 
lose, it does not hurt, for where ignorance is bliss it is folly 
to be wise. 

CURTAILING CREDITS. 

This feature has made a lively stride the past year. Many 
of our members have entirely divorced their interests from a 
credit business, and many have curtailed these lines to a limi- 
ted extent. We have on the wall a sign, a duplicate of one 
hanging inside the store of one of our members. Perhaps the 
gentleman is with us and will tell us how he is succeeding 
along this line when we come to the Question Box. 

Resolutions on National questions pertaining to our wel- 
fare are before us. at this time and doubtless our Resolutions 
Committee will do their full duty. The most important of 
these are the Stevens Bill, the Hinebaugh Bill and Penn) 
Postage. 

In regard to our State body, should any measures detri- 
mental to our interests, and not contrary to public welfare, 
come up, we should feel it to be our bounden duty to combat 
such legislation. 

OFFICIAL BUTTONS. 

At the Secretaries’ convention last October it was decided 
that hereafter the padlock should be our official emblem, to 
be worn by active members only. Our associate members are 
requested to give up their padlock and get a key in exchange. 

Associate members may subscribe for the National Bulle- 
tin at $1.00 per annum, the regular price being $2.00. 

COMMUNITY INTERESTS. 

This is one feature of our work we should be vitally in- 
terested in. I believe that when the day arrives the farmer, 
the doctor, the lawyer, the minister and all the classes outside 
of business men, who find a living in your towns, including 
the ladies who get a living made for them out of town re- 
sources, awaken to the fact that their home market is built 
up or destroyed by their efforts, and that progress and growth 
can’t possibly be promoted unless as they will it, we will have 
solved the real question of whether we shall live or die. This 
question is finding its solution from all branches of industry ; 
even your country papers are becoming awake to the neces- 
sity of providing bread for the future. Our Association was 
among the first to push this issue, and I hope our Resolutions 
Committee will do its duty along this line. 

CHAUTAUQUA SCHEME. 


At our Directors’ meeting July last I proposed a mid- 
summer meeting of hardware men, and in the July issue of 
the Jronmonger urged some action. A few days ago I was 
informed that the Nebraska Federation of Retailers were urg- 
ing such a plan, and, not wishing to steal any of their timber, 
I have invited their Secretary, J. Frank Barr, to give us a 
ten-minute talk of their plans, looking toward a gathering of 
all the retailers of the state, their wives, and children, in one 
grand encampment, a tented city, if you please, with all the 
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mings in education and pleasure that go with it. 

One other feature and I am through and I guess you are 

I of it. 

LOCAL CLUBS. 

Would you endorse the plan of local clubs, conducted in 
rtain circumscribed districts, where the hardware men would 
‘her around an evening meal, in a favorable center, to get 
uainted, swap experiences and better conditions? I be- 
ve we can work this if we decide to use Mr. Phillips in 
ir campaign work, 

On this occasion we have put our best foot forward and 
sed our utmost efforts with the means at hand to give this 
nvention a feast of reason and flow of soul, and we hope 

hat both will be fully and freely partaken of. 


\fter a discussion of the Question Box on Exhibits, 
|. G. Goodbrod spoke on “Country Advertising,” which 


follows: 
LIVE WIRE ADVERTISING FOR A COUNTRY TOWN. 

We realize that in this day of strong competition, and 
especially mail order competition, we must keep the people 
interested by advertising. Yes, we all advertise more or less, 
hut let me tell you about the most live wire country town ad- 
vertising I have ever tried and which brought the best results. 

Last August we were talking of the bumper wheat crop 
that we had harvested and a good corn crop in sight, and of 
course were planning what kind of advertising to put out to 
get our share of the business. While we were discussing the 
subject a gentleman came into our store, introduced himself 
and stated that he was representing the * * * * * * 
Company. I told him that was just what we were talking 
about and would be glad to hear his proposition. It looked 
good to us and we bought. 

On September first the * * * * * * Company 
sent out two men to organize a booster club. We organized 
a club of fifteen boosters, selecting them from all different 
directions from our store, some outside of our territory and 
some who we knew were strictly mail order customers. The 
proposition was explained to each booster thoroughly. A 
piano was to be the grand prize and other prizes were to be 
given away each month. We issued coupons for all cash pur- 
chases, settlements and cash trade books bought. Our store 
is called the Booster Store and each booster receives a booster 
journal every month telling them what other boosters were 
doing and how to be a good booster, etc. We send in each 
booster’s standing every week ard the company sends them a 
letter accordingly. Each booster organized a patron club of 
ten members and these patrons come to our store to register 
on Wednesday or Saturday of each week, making one hun- 
dred fifty people working for our boosters and our store. 

On the first Saturday after organizing our booster club 
we gave a gold watch to the person finding the booster but- 
ton. The button was given to a man of our town and to win 
the watch you had to find the man who had the booster but- 
ton and say: “Have you the booster club button that I can 
trade for the booster club watch?” There were men, women 
and children asking everyone they met if they had the booster 
club button that they could trade for the booster club watch. 
That surely was a good opening, as everybody wanted to 
know about the booster club. 

From then on we kept things lively by giving different 
prizes, such as a forty-two-piece Dinner Set, the the person 
writing Goodbrod Hardware Store the greatest number of 
times on a postal card, each person receiving fifty coupons 
when they handed in their card, and if making a purchase of 
$1.00 at the time was given one thousand booster coupons, be- 
sides the regular coupons from the purchase. That was where 
we came in: There wete about seven hundred cards handed 
in and about four hundred made the $1.00 purchase. The 
dinner set was won by a young man having written Goodbrod 
Hardware Store twenty-one hundred times on one postal card. 

Another prize was a gold ring given to the baby receiving 

the most coupons in a certain month and to the mother of the 
baby a forty-two-piece dinner set was given. Each baby had 
to be accompanied by its mother when its name was entered 
and we gave them one thousand coupons to start with. We 
had forty-two babies registered, and with the forty-two 
mothers and their friends working for these babies you can 
plainly see how it would increase our business. The prize was 
won by a baby and mother in a neighboring town, and they 
brought us lots of new business. On one Saturday we gave 
itfty booster coupons free to each person over six years old who 
came to our store and registered. There were seven hundred 
and twelve registered, which made us an excellent mailing 
list, and our sales that day were $349.25. 
_ Every month we gave a gold watch to the booster put- 
ting in the most coupons for the month. The boosters would 
line up all their friends and patrons and make an extra effort 
to see if they could win the watch, in this way selling many 
$5.00 trade books. We have had boosters sell as high as sixty 
$5.00 trade books in one month. 

At another time a forty-two-piece dinner set was given 
to the person who made the greatest number of words out of 
the letters in the following words: “River Side Stoves.” The 
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reason we used the words River Side Stoves was to get the 
people familiar with the name, as that is the line of stoves we 
sell, each person receiving fifty coupons when handing in 
their list, and if making a purchase of $1.00 was given one 
thousand coupons besides the regular coupons for the pur- 
chase. That was where it helped us again; about five hundred 
lists were handed in and about three hundred made the $1.00 
purchase to get the extra one thousand coupons. 

On every Wednesday we had bargain day on certain 
articles, giving five hundred coupons for every 25-cent pur- 
chase on said article. 

To show you how well it worked we will give you a few 
illustrations: Our first bargain day was on aluminum ware, 
and we sold $49.75 worth of aluminum ware. The next bar- 
gain day was on pails; we sold forty-two. On Wednesday it 
was wash boilers, wash boards, tubs and wringers. We sold 
seven boilers, fourteen wash boards, ten tubs and six 
wringers. One bargain day we sold paint, selling fifty-four 
gallons, and on different Wednesdays we gave five hundred 
coupons with every 25-cent purchase of anything in the store 
or for settlement of accounts, and on these days sales and 
collections have run as high as $525.00. We sold seventeen 
base burners, eight of which were sold to people out of our 
territory, through the help of our boosters; thirty-two heating 
stoves, twelve of which were sold out of our territory. We 
have sold and got the cash for one thousand rods of woven 
wire fence through the help of our boosters, the wire to be 
delivered in the spring. 

The boosters decorated our windows, each trying to see 
who could sell the most goods from their own windows. It 
has been a great success. On Saturday evenings the boosters 
by turns would give musical programs at our store, which 
was packed with people at every program. Our holiday busi- 
ness was increased seventy-five per cent through the efforts 
of our boosters. On any article that we were a little over- 
stocked or that was a slow seller we would put a few extra 
coupons and they never failed to sell. 

This advertising campaign has proven to me that I haven’t 
been getting all the business that I should, or that is in the 
community, and that it takes live wire advertising to keep 
people interested in your store and to compete with mail order 
competition. We have enough $5.00 trade books sold to some 
of the mail order customers to wean them away from the 
mail order habit, or at least I have their business for some 
time to come, and now it is up to me to keep it. Our adver- 
tising deal closes March 6th, and in the next few weeks I 
expect to reap greater results than at any former time. 

Now, gentlemen, the secret of the success of a booster 
club campaign lies in the organization of the club and in the 
personal attention given to each member of the club by the 
* * * * * * Company. Add to this a keen interest in 
each booster; do all that you can to stimulate and encourage 
the booster spirit, and I would say that not a dealer present 
has competition to meet, local or foreign, but what he can 
meet it with profit by using the * * * Advertising Com- 
pany methods. 

Now, you want to know how I was treated by the 
* * * Company; you want to know if they are willing to 
help you after they sell their deal to you. Well, that seems 
to be where they begin to take an interest in you and your 
store, your problems and your club. They send men to or- 
ganize your club who know how to do so. They write each 
booster each week and they show you what has been said in 
each of these letters. They work by program, you know in 
advance just what you are going to do; so do they; in fact, 
you work together and combine the two greatest merchan- 
dising forces ever applied to retail science, “Push and Pull.” 
Their personal service back of each booster is the force 
“pushing” business to your store. The work of the booster 
club and their patrons is the “Pull,” and with these forces at 
work, together with your own efforts, you can make a booster 
club as great as you want to. The limit is up to you. It was 
so with us. 


“Dad” M.A. Hargelroad, Holstein, spoke on “Prog- 
ress of Our Association,” and cited many interesting 
incidents from the days when he and a few others set 
out to organize the Nebraska Retail Hardware Dealers 


* * * 


into an Association. 

Mr. Hargelroad was followed by C. E. Carhart. 
who spoke on “Methods and Systems of Finance,” 
after which another session with the Question Box 
was held, the meeting adjourning at noon. 


THURSDAY, FEBRUARY II. 


At the morning session, which was opened with the 
“Loyal” song, a roll call of new members was held, 
and the “Declaration of Principles” referred to in Sec- 
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retary Roberts’ report was read, followed by welcom- 
ing and handshaking exercises. 

S. R. McKelvie, a former lieutenant-governor of 
Nebraska, then addressed the Convention on “Reach- 
ing the Farmer.” Being the publisher of one of the 
prominent farm journals of the West, Mr. McKelvie 
is thoroughly familiar on with the viewpoint of the 
farmer and in his characteristic way pointed out some 
of the ways in which the local dealer could get the 
ear of the men from whom most of his business must 


come. His address was listened to with great in- 


terest. 

Curtis M. Johnson, the well known and successful 
hardware dealer of Rush City, Minnesota, then deliv- 
ered a “chalk talk” on “Where Have My Profits 
Gone?” Mr. Johnson took as an example a hardware 
store with a capital of $12,000, of which $10,000 was 
invested in stock and $2,000 in fixtures and appur- 
tenances. Turning the stock three times would make 
the sales $30,000, Mr. Johnson said, and with ex- 
penses as outlined in the accompanying schedule the 
percentage on the sales would be 17 percent or 21 per- 
cent on cost: 

ESTIMATE OF SELLING EXPENSE, 
$10,000 stock. 


2.000 fixtures. 
$12,000 
Interest ms 
OO eee 


Sales: $30,000 per year. 
$ 720.00 
. 720.00 
1,200.00 
720.00 
480.00 
48.00 
60.00 
60.00 
90.00 
120.00 
72.00 
120.00 
30.00 
150.00 
30.00 
60.00 
30.00 
150.00 
60.00 
60.00 
20.00 
30.00 
4 00) 


Dairy OG QUNNET.. «.. nathan bh ceicn vas ceante 
oy ree Aa de Se eR 
Second clerk .... 

Rush help 

Depreciation on stock 

Depreciation on fixtures ard tools........... 


Donations 

Insurance 

Lpemee wen Weal. 35. oo civ ted oa leexe ets 
Delivery wagon and stable.................. 
Telegrams and phones..............2...060. 
Advertising 

Traveling expenses ......... 
Goods stolen and not charged 
CSOD: SROMENNE | 553 ck knees esa eten espe 
I NII 6c dns RCs Gams ews ek eRe 
Collectiin expitiot® 255.055 S233 EEK ae 
Taxes 

Window displays—County Fair, 4th of July.. 
Dues in Association and Trade papers....... 
Music 


Total . oy Ae eee, 
Divided by 30,000.00, 17 per cent. 

Mr. Johnson suggested that hardware dealers in- 
stead of marking as their private cost mark of an 
article costing in the market $12.00 a dozen coming in 
at the back door, $1.00 each, they should mark it as 
costing $1.25 going out of the front door, allowing for 
miscellaneous expenses. Then if the selling price was 
based on $1.25 and made $1.50, the dealer would not 
be likely to lose money. 

M. D. Hussie, Omaha, directed the discussion of the 
Question Box, after which the session adjourned to 
meet at 1:30 p. m. when E. E. Mitchell, president of 
the National Retail Hardware Association, spoke on 
the work of the National Association during the past 
year. 

J. J. Jennings, Gothenburg, reported on the 1914 
convention of the National Retail Hardware Associa- 
tion after which the various committees made their re- 
ports followed by the election of officers which re- 
sulted as follows: 

President, J. J. Jennings, Gothenburg; vice-presi- 


dent, C. B. Diehl, Stratton; treasurer, W. C. K\ 
Milford; directors, George W. Heine, Hooper; J 
Thomas, Lyons; L. A. Higgins, Harvard; F. E. L. 
Lincoln. W. L. Spear, Geneva, and William Kni; 
Wisner, were chosen as delegates to the National ( 
vention to be held June 22 to 24, at St. Paul, Min 
sota. 


ENTERTAINMENT FEATURES. 


The Commercial Club of Omaha and the wh 
salers provided splendid entertainment for the ck 
gates and their ladies. Wednesday evening there \ 

a theater party under the auspices of Paxton and G:(- 
lagher Company, with George S. Wright as manag:r 
of the affair. 

Thursday afternoon the ladies were taken on 
shopping tour, chaperoned by the Omaha Ladies’ Com- 
mittee. In the evening a splendid program was pro 
vided at the Commercial Club. Lee-Coit-Andreese: 
Hardware Company and the Wright and Wilheling 
Company were hosts upon this occasion and W. S 
Wright and Clark Coit were in charge. A buffet sup- 
per was served in the dining room with cigars an 
other refreshments in aboundance. Mr. Daniel Stern, 
of AMERICAN ARTISAN, the only hardware trade paper 
represented at the Convention, was invited to occupy 
the seat of honor at the guests’ table. The first pari 
of the evening was given up to a fine musical program. 
with dancing after the supper. 


oa 


NEBRASKA MUTUAL HARDWARE INSURANCE 
COMPANY ELECTS OFFICERS 
FOR 1915. 





At the annual meeting of the Nebraska Mutual 
Hardware Insurance Company, which was held Wed 
nesday afternoon, February 10, H. J. Hall, Lincoln. 
Nebraska, was elected president; Fred Ebinger of 
Plainview, vice-president ; Nathan Roberts of Lincoln 
secretary, and E. Hoppe of Lincoln, treasurer. 

Fire insurance is covered by this organization for 
members of the hardware association. The insuranc< 
auxiliary was founded in 1905, with 100 policyholders 
It has over 1,000 policyholders now. The company 
has $25,000 invested in state warrants, and has a large 
reserve, according to the report of its president, than 
any insurance company in the state in proportion to 
the number of thousands of dollars insurance carried. 

Speaking to the Association, L. G. Brian, state in- 
surance commissioner, favored the proposed law tc 
regulate insurance rates within the state. 


REGISTERS TRADEMARK FOR FILES. 





The Simonds File Company, Fitchburg, Massachu- 
setts, has secured United States patent rights on the 
trademark shown in the accom- 
panying illustration under num- 
ber 74,372. The particular de- 
scription of the goods to which 
the trademark applies is saws. 
The claim was filed December 4, 
1913, and the company claims use since November 


II, 1913. 


74,372 
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Retail Hardware Dealers of Pennsylvania 
and Atlantic Seaboard Meet 











\\ith three hundred delegates present the first ses- 

. of the annual convention of the Pennsylvania and 
\\lantic Seaboard Hardware Association was held on 
luesday, February ninth, at the Washington Hotel, 
\ewark, New Jersey, with President F. H. Goodfel- 
low, of Altoona, Pennsylvania in the chair. 

After a song led by Hugh Diamond, Galion, Ohio, 
Rev. M. Joseph Twomey, pastor of the Peddie Me- 
morial Baptist Church, opened the session with invo- 
cation, after which Honorable Thomas L. Raymond, 
mayor of Newark, and A. V. Hamburg, president of 
the Board of Trade, delivered addresses of welcome, 
followed by short talks by R. C. Jenkinson and Alex- 
ander M. Linnett, of Newark, as representatives of the 
manufacturers, and Curtis R. Burnett, Newark, and 
J. E. Baum, president of the Supplee-Biddle Hard- 
ware Company, Philadelphia, who spoke for the job- 
bers. 

Elbert Hubbard, East Aurora, New York, then ad- 
dressed the Convention on “Getting Together,’ and 
in his inimitable way pointed out the benefits which 
come to men who work together instead of “going it 
alone.” 

President Goodfellow announced that the following 
committees were in charge of the Convention arrange- 
ments: 





CONVENTION COMMITTEES. 


Matthias Ludow, Newark, New Jersey, Chairman. 

NeEwarK ASSOCIATION: Chas. Foster, of Macknet & Dore- 
mus Co., 798 Broad Street, Newark, New Jersey; L. B. Skill- 
man, of A. M. Griffin Co., Plainfield, New Jersey; A. R. 
Weich, 91 Broome Street, Newark; H. K. Birkenmeier, of 
Birkenmeier & Ogden, 159 South Orange Avenue, Newark; 
Geo. W. Davis, of B. Myer Co., 470 Broad Street, Newark; 
Wm. F. Rockwell, of J. N. Lindsley, Main and Cone Streets, 
Orange; Jas. E. Mears, 418 Springfield Avenue, Newark; Wm. 
I. Littell, Jr., of B. Myer Co., 470 Broad Street, Newark. 

Hupson County Assocration: C. A, Skillman, 430 Jack- 
son Avenue, Jersey City; J. P. Landrine, 719 Bergen Avenue, 
Jersey City; J. S. Whipple, of Whipple Hardware Company, 
27 Newark Avenue, Jersey City. 

MANHATTAN AND Bronx ASSOCIATION: J. M. Kohlmeier, 
1011 Third Avenue, New York City; Jas. P. Enstone, of Peter 
Duryee & Company, 66 Vesey Street, New York City; Frank 
P. Van Riper, 16 Westchester Square, Bronx, New York City. 

"WESTCHESTER County AssocrATion: C. J. Cornell, Tucke- 
hoe, New York; H. L. Twine, Yonkers, New York; J. W. 
Slawson, Court Street, White Plains, New York. 

President Goodfellow was presented with a hand- 


some gavel. 


WEDNESDAY, FEBRUARY, 10. 


At the morning session, which was an executive one, 
President Goodfellow read his annual address, as fol- 
lows: 

PRESIDENT FRANK H. GOODFELLOW’S ANNUAL ADDRESS. 


_ It has become the custom for the president of our Asso- 

ciation to deliver at each annual convention what is known 
as the president’s address; so if you will bear patiently with 
me for a short time, I shall do my best to measure up the 
duty incumbent upon me. 

I know of no more fitting and profitable way to begin my 
address than to give you a-brief account of my stewardship 
while I have been your president. During the year, your 
Executive Committee has held two meetings. At these meet- 
ings, the policies and general work of the Association were 
‘liscussed, new lines of work were outlined for the year, and 
the time and place of holding the convention was fixed. In 





my judgment, the policy of the Association in empowering the 
Executive Committee rather than the convention itself to ap- 
point the place for the annual meeting is most practical and 
expedient. 

_ At each meeting of the Executive Committee, the Audit- 
ing committee audited the treasurer’s books, examined the 
bonds and other investments of the Association, and made a 


general supervision of all financial matters. This committee, 
which is composed of Mr. Ludlow and myself, was assisted 
at the April meeting by Mr. Littell, and at the September 
meeting by Mr. E. K. Owens, our second vice-president. I 
wish to say that the finances of the Association are in excel- 
lent shape and that a full report of the auditors will be made 
at this meeting. 

During the year I have attended the monthly meetings of 
several local associations, and I wish to state that I deeply 
appreciate all the invitations that I have received from these 
local associations to attend their meetings and that the only 
reason why I have not accepted all of them is that my own 
personal business made it impossible to do so. 

The National Convention was held at Indianapolis in May. 
Your president, secretary, ex-officio delegates, and Messrs. 
Scarborough and Mitchell, duly elected delegates, attended 
this convention, and you will have a full report from some 
of these gentlemen. However, I wish to touch on two mat- 
ters which concern this Association. 

The first pertains to the incorporation of the Bulletin. 
You will recall, that, at the National Convention held at 
Jacksonville, Florida, a committee was appointed and given 
positive instructions to incorporate. At the last Convention, 
the committee made a report giving the reasons why it had 
failed to do as instructed. Mr. Lewis, a member of the com- 
mittee, offered a minority report. And, to give you some idea 
of the way things were framed up against us, permit me to 
say that it required the hardest kind of a fight to obtain per- 
mission for Mr. Lewis to read his report. The idea of incor- 
poration is sane and sound, and how any man that will view 
the idea with a mind which is unprejudiced can arrive at any 
other decision I fail to understand. 

THINKS BULLETIN NOT PROFITABLY CONDUCTED. 


With proper management, the Bulletin is a gold mine, 
and it should be made to pay the annual expenses of the 
National Association and in addition a yearly income to the 
State Associations which create the National Association. 

The other matter which I wish to bring to your attention 
is the protest filed against us by the New York State Asso- 
ciation for taking membership from that state. A committee 
was appointed to consider and report on this protest. The 
action of this committee was that if the. Manhattan and 
Bronx Association and the Westchester County Association 
would make application to the National Association for a 
charter that the same would be granted. The application has 
never been made and I believe and trust that it never will be 
made. The local associations from Manhattan and West- 
chester came to us with clean hands, without solicitation on 
our part, and asked us to admit them to membership. They 
are now in as good standing as any member of the Associa- 
tion. Personally I am in favor of standing firm in this mat- 
ter. I hope that this convention before its adjournment will 
pass a resolution instructing our delegates to the National 
Convention, which will meet in St. Paul, Minnesota, to oppose 
any action of the National Association along these lines and 
to insist upon the two associations being permitted to remain 
members of the Pennsylvania and Atlantic Seaboard Retail 
Hardware Association. I favor this action even if the 
National Association sees fit to figuratively kick us out of the 
National Association. 

The Secretaries’ Association held its meeting in Chicago 
in October. This meeting was attended by practically all the 
secretaries of the different state associations and some very 
able addresses were delivered. Our own secretary was sec- 
retary of this organization and took a most active part during 
this convention, he was always in the forefront and was one 
of the big noises of the convention, and so that you may have 
some idea of the attitude of the National Association towards 
our State Association, I wish to call your attention to the 
November Bulletin and read the account of this meeting and 
notice the fact that the name of Mr. Lewis is not mentioned 
once. 

LOOKS FOR PROSPEROUS YEAR. 

An ancient Greek once declared that if he could find a 
fulcrum on which to rest his lever, that he could move the 
world. All things point to the fact that these United States 
are going to move the business world during the years to 
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come. All signs point to a banner year for 1915. We rejoice 
with you in this and hope that the coming months will be one 
continuous boom. I want you, however, not to forget the 
things which have helped you, to scratch the back of those 
who have scratched yours, and to remember that the dealers 
who are exhibiting with us are here to get your trade; their 
money helps to maintain the Association and enables it to 
promote your interests. Buy all you can from exhibitors on 
the floor and do not forget to file your buying card at the 
Secretary's office. 

I think it eminently fitting and proper that our Associa- 
tion pay a tribute of respect to that great American whose 
birthday we as a nation celebrate this week. Born in abject 
poverty, Abraham Lincoln rose through his own efforts to 
the highest position in the gift of a free people. His Gettys- 
burg Speech is and will remain one of the choicest classics 
of our language, and next to the Sermon on the Mount, is 
the greatest speech that ever fell from the lips of man. 

Henry Waterson says of Lincoln that he, like our Saviour 
was placed on this earth by a Divine Providence for one 
specific purpose, namely, to save the American nation, and 
that when his work was finished he, like our Saviour, was 
taken home. 

Mr. Ukers, 
eight rules that I want to read to you. 
only by changing the word grocer to hardware. 
as follows: 


president of the Grocers’ Association, has 
I have changed them 
They are 


RULES FOR SUCCESS. 


1. Every hardware man should know first that he is a 
soldier in the army for the common good and has a duty to 
perform in rendering real service, not only to the manufac- 
turer and jobber, but to the consumer. 

2. He should know how to figure the cost of doing busi- 
ness. 

3. He should realize that his most valuable adverttsing 
medium is his window display. It should -be changed once a 
week. 

4. He should know that a 
ness, and that it costs silhdne.” 
5. Another winner that costs but little is cleanliness. 

6. He should know that the customer is always right. 
That she is boss, because she pays not only the clerks’, but 
the proprietor’s salary also. 

7. That advertised goods are sold for him. 
price cutter. 

8. He should know that if he subscribed for every mag- 

azine and book published, he would not learn as much about 

his business as by reading one issue of his trade paper. 
GIVES CREDIT TO TRADE PAPERS. 

I wish to give credit to the different trade papers, not 
all of which were of our own trade, for some of the thoughts 
expressed in the next few minutes, which I have changed to 
fit my particular purpose. 

During the past vear, I have traveled quite a good deal 
both for pleasure and on business other than the hardware 
business. I have made it a rule to call on the local hard- 
ware dealers in all towns that it has been my good fortune 
to visit, and I have found two kinds of dealers: those that 
belong to our Association and those that do not belong. I 
have also found two kinds of members of the Association: 
those that boost and those that knock, and I can assure you 
that the store of the booster is the much more pleasant 
place to visit. 

Sometimes the booster oversteps the bounds of veracity, 
but he is on the right side and is much better company than 
the complainer, although I do sometimes feel like ducking 
him in a frog pond to sort of cool him off and reduce his 
temperature to normal. 

But when I come in contact with a common, every-day 
pessimist, one who always sees the evil and never the good 
of the Association, I have no disposition to duck him in a 
frog pond; for I have too much sympathy for these harmless 
and inoffensive denizens of the deep. I fear that immersion 
of such a person would infect the water of the pond and 
thus disturb and outrage the happy and.contented inhab- 
itants thereof. I feel, as my friend, Kohlmeier, suggests, 
as if I would like to duck him in the East River where the 
fish cannot live. 


URGES 


great trade winner is polite- 


Don’t be a 


ASSOCIATION. 

What Rome the mighty city that it was in its 
palmiest days? Manifestly, it was the loyalty of its citizens. 
Every little Roman kid was taught to believe in the grandeur 
of his birthplace. And he would fight any Sabine youngster 
that pointed a finger at the city of Caesar. 

The principal thing is to have faith in your Association, 
to be loyal to it in word and in deed, to take an active part 
in everything pertaining to its improvement, and to bite 
your tongue every time you are tempted to knock it. 

How do you know you would be any better off by not 
belonging and how would you improve your business by 
not belonging? It is your duty to plant the rose bushes and 
improve your business, and if you are unable to do it with 
the inspiration you get from this Association, I am sure you 
will not be able to succeed without the help of the organiza- 
tion. Give it a chance. Do not get out your clubs and hit 


LOYALTY TO 
made 


it between the eyes every time you mention it. The peo; 
to whom you are talking are sizing you up and are thinkin 
that you are describing yourself as you give your opinion 
the State Association, for they know that you are a part 

it and that you are responsible in some way if it be as bad 
as you say. Talk the Association up, throw out your che 
hold up your head and look your best, and you will inspi; 
the people with whom you talk, and ev ery breath you brea 
will be a tonic. 

Some time ago, a traveling man waiting in a store 
Richmond to see the buyer, said to an elderly colored lad 
“Aunty, what is the population of Richmond?” The old lad 
not hearing the question distinctly, said, “What's that, boss 
Then the gentleman repeated his question, “How many peo; 
live in Richmond?” “Oh,” said the informer, “dat’s what y 
all wants to know. Well, boss, I don’t ’zac’ly know, but 
’spects about one hundred and twenty thousand, counting t! 
whites.” This is what we all want to do. 

It is said that every person in the world knows son: 
thing that we do not know, and the thing to do is to drag o 
this knowledge which others are willing to give if they kno 
what we want—that is, get the best out of them for your own 
use, and not to use this for their harm, but for your ow: 
good. Observation is a great teacher, and it is a perfect! 
legitimate way to get what you want without interfering in 
the least with the rights of the person from whom you obtair 
the assistance of his experience. A man’s experience is very 
much like the tin boxes which we see hanging around and 
displaying the sign, “Take One.” You are invited to hel; 


Matthias Ludlow, 
New President, Pennsylvania and Atlantic Seaboard Hardware 
Association, 


yourself. Putting your own experience together and adding 
a few leaves from the life book of others, we soon have the 
information which, if properly applied, will make of us mer- 
chant princes. 

VALUE OF COURTEOUS TREATMENT OF CUSTOMER. 

The stores of our large cities are spending a great deal 
of money to make courtesy a twenty-four-hour habit. Shrewd 
men of today are giving attention to the pleasant word, and 
all that goes beyond the ordinary as a most important factor 
in making sales, no matter if the article be a broom or a bond. 
The big merchant has no monopoly on courtesy. The small 
retailer can make it a part of his stock in trade and use it to 
a greater advantage; for he knows all his customers, while the 
big one knows but a few. 

The world bestows its big prizes both in money and 
honors for one thing, and that thing is Initiative, and what is 
initiative? It is doing the right thing at the right time with- 
out being told. True it is that circumstances alter cases and 
just what the right thing is may depend on circumstances, but 
don’t forget to look around for circumstances when trying to 
find the right thing to do at the right time. 

The National Cigar Stores have a rule that is a good one 
for us all to adopt. I understand that it matters not if the 
purchase is a box of Henry Clays or only a Pittsburg Stogie, 
the clerk must say “Thank you” to each customer, and that 
they have “spotters” whose business it is to see that this rule 
is observed. 

Did you ever think that it would be a good idea for us 
all to face the music and ask our employes to give us their 
candid opinion of our business methods? It would be en- 
lightening, I am sure. 
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GET ACQUAINTED WITH CUSTOMERS. 


ilas it ever occurred to any of you merchants who are 
business in a small town, and keep a horse or own a 
that it is well to make a social call on your country 
-tomers? When business is dull let the boy run the store 
. afternoon and you visit some farmer. Do not have him 
me to the house, but you go to see him just where he is at 
rk in the field or at the karn. Grab him by the hand, have 
ocial chat, and tell him all the town news; but do not talk 
p. In other words, get acquainted with your customers 
er than just as merchant and customer. Try this out, not 
one or two only, but devote your spare time this summer 
it and see if it does not bring results. 


STICKING TO OLD CUSTOMS. 


think that too many of us are suffering from the race 
track disease. We are running around in a circle and never 

‘ting anywhere, or we are like the story that is told of a 
young man who was in the employ of a jumber firm whose 
main office was in London, but whose operations were in 
Canada. One day he sent his employers a young beaver, which 
was kept by them for some time in their office on the twelfth 
story of an office building in that city. One morning on open- 

ne the office they discovered that, during the night, the beaver 
had moved the desk across the corner of the office, had packed 
all the books and papers he could find in the cracks, and was 
Wi iting on top of the dam for the waters to rise. Now, the 
only reason why this animal so acted at this particular time of 
the year was that his ancestors had been doing the same thing 
at the same time for thousands of years in the wilds of North 
\merica. When I see some of the hardware stores in this 
country and some of the methods that some merchants have 
‘in their business, I am inclined to think that they are very 
much like the beaver. - 

I hope this meeting will be one of great profit to us all. 
I am sure that I am going to learn much here. And I trust 
that when we go back to our homes at the close we shall all 
be better merchants for having attended and having spent this 
week together. 

Thank God every morning that you have something to do 
that must be done whether you like it or not. Being forced 
to work and forced to do our best will breed in us temper- 
ance, self-control, strength of will, contentment, and thou- 
sands of virtues that the idler will never know. 

When life’s last inning is over, 

When our final base hit has been made; 
When we've slid safely home through life’s dusky gloam 
And our game has been faithfully played. 
When we’re flying up there with the angels, 
We'll rest for a moment or two, 
And heaven ’twill be because ’twill be free 
From the talking the drummers all do. 

During the past year I have put in some hard work for 
your Association, have devoted many evenings, which I would 
have preferred to spend otherwise, in attending to its corre- 
spondence, and have spent not a few days promoting its in- 
terests. I want, however, to express my deep appreciation of 
the way you have honored me by making me your president. 

shall always remember the many good friends that I have 
made during the past few years. And when [ leave this 
office at the close of this meeting I shall still have as warm 
a spot in my heart for the Pennsylvania and Atlantic Sea- 
board Hardware Association as I have ever had. I shall be 
just as willing to work for the highest welfare of the Asso- 
ciation in the future as I have been in the past. 

In closing, I: want to thank you all for your courteous at- 
tention. If I have said anything that has helped any of you, 
| am thankful. If I have said anything that any of you think 
had better not have been said, I am exceedingly sorry that you 
regard it in that way. 

Since it has been my joy to find, 
At every turning of the road, 
The strong arms of my comrades kind 
To help me onward with my load; 
And since I have no gold to give 
And love, alone, can make amends, 
This be my prayer while I shall live: 
God, make me worthy of my friends. 
Secretary W. P. Lewis, Huntingdon, Pennsylvania, 
then delivered his annual report which follows: 
ANNUAL REPORT OF SECRETARY W. P. LEWIS. 

For the first time in our history we assemble in the Grant 
Metropolitan district. 

The record of this meeting will be noted with deep interest. 

It has been said that Newark was so far in the extreme 
cast of our territory that we could not develop attendance. 

It has also been predicted that because our hotel head- 
quarters were in New York, those who did come to the con- 
vention would succumb to the dazzle of the Great White Way, 
and that there would be small attendance either ‘luring the 
Convention sessions or on the Exhibition floor. 

We have also been offered advice with much prodigality 
to the effect that our Exhibition would be nil because of wide- 
spread business depression. 
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Each of these points do appear to present difficulties, and 
it is for this reason the statement is made that the outcome 
of this Convention will be noted with interest. 

Organization is fundamental; results of note can only 
be achieved through organization. Effective organization must 
be marked by two characteristics: Intelligent purpose, ability 
to concentrate. 

These characteristics are easy to state, but hard to 
accomplish. 

The Executive Committee is charged with Association 
management; chief among their duties is selecting the Con- 
vention city and arranging for the Annual Assembly of the 
membership. 

This enterprise is more complex than may appear, and 
conclusions are reached only after thorough investigation. 
The decision to hold the present convention in Newark was 
based on the unanimous vote of the committee. 

Newark is in the metropolitan district, and would likely) 
offer a large field from which to draw exhibitors. 

Newark is on the main line of the Pennsylvania railroad: 
this fact made our hardware special train practical. 

Newark has the finest exhibition floor our Association has 
ever had, and it could be secured for these dates. 

Newark has a forceful civic body. The Board of Trade 
of Newark showed a great interest in having us come here. 

Newark had this fine assembly room, which also was 
available for our meetings. 

Newark has one of our best local associations, managed 
by men who not only have recognized standing in this great 
city, but also have recognized standing in the hardware trade 
in the metropolitan district. 

Newark, in fact, squared to requirements in an unusual 
manner and was short on one point only, ir umely, lack of 
hotel facilities, and this for a time seemed to be fatal until it 
was suggested that from the main entrance of Hotel McAlpin 
in New York it was only a street car ride to the assembly 
hall in Newark. 

Arrangements were practical with the McAlpin, the Im- 
perial and the Martinique hotels, all three of these being 
within a two minute walk to the entrance of the Hudson tube, 
and this seemed to take care of the very important matter of 
agreeable hotel accommodations, both for our membership 
and the exhibitors and their representatives. 

The only other point for the 1915 meeting seriously con- 
sidered was Baltimore, Maryland: Much time and effort was 
given to the Baltimore proposition. 

Baltimore in many respects is an exceedingly attractive 
convention city, but the only exhibition place available in Bal- 
timore was an armory, the floor of which was in the second 
story of the building. This floor could be made to develop 
from 75 to 80 spaces only, being less than one-half the num- 
ber of spaces which we have sold on the Newark armory floor. 

Baltimore may have a new armory in the near future, and 
this new armory may be available, but for the present Balti- 
more’s equipment which is available is not sufficient to meet 
the standard of this Association. The decision was, as stated, 
unanimous for Newark, and so we are here. 

I shall not use much time in discussing whether or not 
we can develop attendance in Newark, for the answer is 
plain, and while the business depression has been marked, yet 
our exhibition record far exceeds our last one in Phil: delphia. 
This accomplishment is very gratifying, and the question is 
how it was done? 


POLICY OF THE ASSOCIATION, 


There is no mystery about it. This Association has had 
a policy for years, a policy based on a recognition of the fact 
that an Annual Convention without an instructive exhibition 
would be like a uicture gallery without paintings. The play 
of Hamlet with Hamlet left out, a foot race with one-legged 
men entries; it might be a foot race, but no speed records 
would be broken. 

This Association therefore has believed that a permanent 
annual exhibition is possible only through persistent conven- 
tion buying, and each year the number of the members who 
are buyers on the exhibition floor has increased notably. Not 
by leaps and bounds, for even our best members have been 
taking the educations of convention buying slowly. Neverthe- 
less, the increase has been both steady and substantial. 

Our system of recording convention buying enables us to 
speak with accuracy about results. The knowledge that the 
Association has such a policy, the knowledge of the steady 
growth of convention buying under the policy, the knowledge 
of the possibilities of making a great annual market operating 
as a medium for introducing new goods and teaching new 
selling points, together with the knowledge that these things 
all were representative of the character of the Pennsylvania 
and Atlantic Seaboard Hardware Association, is the real rea- 
son that it has been possible to have manufacturers and job- 
bers take space with us. 

But let no member rest in the notion that we have ar- 
rived at the goal of finality or greatness. We are only great 
as we continue to strive and struggle to achieve. Greatness 
consists not in accomplishment, and then cessation from labor, 
but true greatness, whether in men or organization (which 
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are men in joint action) is that characteristic which compels 
steadfastness of purpose, and continuity of effort. We hope 
the membership will make these things true of the Pennsyl- 
vania and Atlantic Seaboard Hardware Association. 

While this Association has made a name, and while the 
policies which have enabled us to weather the present storm 
of commercial depression were formulated years ago, and 
the soundness of the policies and the fruits they have borne 
are specially clear in this time of business stress, yet the men 
who have had this Newark campaign in hand have rendered 
to the Pennsylvania and Atlantic Seaboard Hardware Asso- 
ciation, and through them to all retail hardwaremen a service, 
the labor of which, and the value of which I fear is only 
dimly understood, but when it is understood will be fully 
appreciated. 

The Secretary’s office has had relationship with many 
men composing the general committees who have handled our 
several Annual Conventions, and this office knows well that the 
work is always hard and exacting. There is no testing which 
brings out the measure of manhood like service on the Gen- 
eral Committee. 

When I came to Pennsylvania from the middle west, I 
had heard the term “effete East” used with much liberality 
and frequency. I studied the meaning of effete, and through 
the kindly help of Mr. Webster, I found that effete meant, 
worn out with age, exhausted of energy, incapable of efficient 
action, no longer productive. 

I was discouraged, not to say alarmed; I did not want to 
live in a country in which the settled habits and atmosphere 
of life could be so described. But I was old enough to know 
that sometimes jealousy prompts malicious comment, and that 
sometimes, this malicious comment, while not so intended, 
is in fact a tribute to superiority. I say this sometimes hap- 
pens, and so I decided to watch a little. 

We had conventions in Philadelphia in 1909 and 1910, 
and it looked to me in my innocence and inexperience as if 
there was a considerable move on even then. We visited 
Pittsburgh in 1911, and I got the notion that there was some 
stir there. Atlantic City in 1912 and Pittsburgh in 1913 made 
me suspicious that there must be some error about this effete 
East business, and Philadelphia in 1914 and Newark in 1915 
have convinced me. Any man from the middle west or any- 
where else who comes here with the effete East notion is 
headed for a jolt. How they do it, I don’t know, all that I 
know is that I have actually been at my office before 6:00 
c’clock in the morning: I have actually been there after 12:00 
o'clock at night, and at that, the Newark General Committee 
looked around at me with an expression which seemed to 
inquire when are you coming along. 

The names of this committee are found on page seven in 
the program; the pages are not numbered, but the theory was 
that you could count up to sceven. I want you to read these 
names, from Matthias Ludlow, chairman, clear through to 
the last man. Every one of these men are members of a 
Local Association affiliated with this organization. Having 
read these names, know these men, when you see any of them 
on the street, take off your hat and bow. I don’t care how big 
you are, or how rich, or how smart, or how dignified, or how 
self satisfied, just take your hat off, for you are standing 
before men who have done something, for the organized 
retail hard merchant. If this committee has any higher speeds, 
or cannot get into low gear, it is me for the weary west. 

GAIN IN MEMBERSHIP. 

The Association has made a net gain in membership from 
January 1, 1914, to this convention, of 61. We have at this 
writing something over a thousand members. The reason I 
cannot talk with exactitude ts this: On January 1, we dropped 
from the records all those who had not paid their dues for 
the year thus closed, and in this lot of dropped members there 
are a number who have policies with our Fire Insurance Com- 
pany. These men have overlooked the necessity for member- 
ship in good standing if their insurance contracts are to be 
continued, and when they consider this, the likelihood is that 
most of them will remit. I would say that we have a member- 
ship at this time of about 1,028. 

A serious effort is being made to secure county chair- 
men. If we can cover our territory by counties with men 
who have some vision, we can develop an organization of 
masterful power for good in the interest of the retailer. A 
county chairman should know every hardware man in the 
county, both members’ and non-members. He should be the 
source of accurate information for the Secretary’s office, 
covering on the hardware men and conditions in the county. 
We should have county meetings attended by Association 
officers. The personal touch must be brought into play, and 
we hope progress will be made in this direction. 

COLLECTION DEPARTMENT. 


An effort was made to establish a collection department. 
The members were circularized and asked if they would send 
in their delinquent accounts. The information requested was, 
first, how many bad debts they had. Second, approximately 
the total amount. Third, what percentage of these accounts 
were under two years. The responses were large. We thought 
we had enough business to commence on, and to warrant 
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equipment and employment of the proper talent. But wh 
we circularized these same members a second time, reque 
ing that they itemize their accounts, that is, give the name, ; 
amount, the residence, and such information as would 
absolutely necessary to enable intelligent procedure at ¢! 
point, the responses came very slow, and with the Convent 
coming on we could not follow up the collection departm: 
We expect, however, to get action in this matter and to h. 
this department ultimately established. 

A broader view of Association work is slowly gain 
a foothold. There are two divisions under which Associat 
value may be properly classed. 


THE EDUCATIONAL VALUE AND THE CO-OPERATIVE VALUE. 


Under educational value we note the exhibiticn with 
presentation of new goods and new talking points. The < 
sions with their discussion of methods and management. 1 
educational value is great only as the individual member 
competent and makes the effort to assimilate the educati. 
The educational value is offered by *and is only possi 
through organization. 

The co-operative value is as yet undeveloped to any lar; 
extent, though the disposition to recognize large possibiliti: 
is growing. Co-operation may be employed in the inter: 
of sound legislation, or to defeat unreasonable measvres, a: 
it could be employed successfully in securing the price if t! 
members only understood their collective power anc dete: 
mined to use it. 

The one cent letter postage agitation is still hefore us 
Some discussion of this matter should be had here. T cannot 
believe that the present postal rates covering the several 
classes of mail represent equity or good business. If firs: 
class matter showed a thousand percent profit, and another 
class a thousand percent loss, then charges should be read 
justed so that each class carry a charge equalling the cost o 
the service of the class. It is stated that one-half of all firs: 
class mail is a tax, which is équal to saying that for every on 
hundred dollars paid for first class mail in stamps, it costs 
the government but fifty dollars to pay for the service. Then 
first class mail is contributing $50 out of every $100 to pay 
for the losses on second class mail at the rates now charged 
for second class mail, and the user of the second class rat« 
is receiving a service for which he is not giving proper value 
The theory that this loss is justified because education is pro- 
moted is antiquated; postal rates need adjusting; and the, 
need it badly. : 

ANTI-REVOLVER LEGISLATION. 

The Haggerty Revolver Bill should be defeated. 
bill will be discussed in the Thursday morning session. 

The re-sale price as affected by the Stevens Bill, should 
have the cloest attention of every member of this Associa- 
tion. The Honorable R. P. Stevens, of New Hampshire, who 
introduced this bill will be present at the Friday morning ses- 
sion, and that session should be the most largely attended on« 
during the Convention. Mr. Stevens will likely advise us 
under two general heads. First, the value of the measure in 
the interest of not only the retailer but all distributors of 
merchandise. And second, its possibility of being enacted, 
and what we can do to this end. 

Our official publication should be on the desk of every 
member throughout the year. Study the advertisers, com- 
municate with them and do business if possible, other things 
being equal. Make a decided point to do business with those 
who exhibit and those who advertise with us. Do not hesitate 
or wabble about this matter, but make yourself felt, and 
show at all times that you are for the retailer and will back 
his efforts. 

The Erie Local Association has come into existence since 
our last meeting. Mr. Snyder, a member of our Executive 
Committee, has been efficiently active in this matter. The 
theory of the Local Association is absolutely sound, and the 
arrangement under which the Locals affiliate with the State 
Organization through Section 9 in our By-laws is both sound 
and workable; in fact, it is the only means for bringing into 
organized relationship these very important local bodies; for 
it is the strong locals who give supplementary power to the 
Organization. Through them we can have things put across 
which are almost impossible without them: 


This 


A DISCOUNTERS’ CLUB. 


The Association’s chief desire is not only a place in the 
sun for the retailer, but a bigger and a broader conception on 
the part of the members concerning our position as the ulti- 
mate distributors. We must understand that incompetence 
in business must be put behind us. We must get into the dis- 
counting class. Co-operate with other discounters, and we 
can get the price on some things at least. I wish in fact we 
could organize a discounter’s club within the membership. It 
would be an honor to belong and a symbol of strength in 
the organization. 

Let us work with the jobber and the manufacturer, and 
encourage them to work with us. Let us lift up our eyes, 
and note our national opportunity, for we live in a fair land, 
and when the passion and shock and rage of war is over, there 
will be in all the world an ear of betterment and hope. Let 
us aS an organization speed that day, and do our part. 
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t 11:30 a. m. the session was opened to others 
, members and S. N. Sears, Sr., Chief Booster of 
. Hardware Boosters of the Metropolitan District, 
-e a fine talk in which he emphasized the fact that 
traveling salesman was one of the most important 
ctors in the retailers’ success, and that he was en- 
‘led to every courtesy and consideration on the part 

f the dealer. 

Professor Lee Galloway, of New York University, 
ien spoke on “Management.” Professor Galloway 
; one of the vice-presidents of the Fair Trade League 
which stands sponsor for the Stevens Bill to prohibit 
ndiscriminate price cutting on trademarked articles, 
nd his address was listened to with much interest. 


THURSDAY, FEBRUARY Il. 





Hugh Diamond, Galion, Ohio, led the delegates in 
a song at the opening of the executive session Thurs- 
lay morning, after which D, F. Barber, Boston, first 
\ ice-president of the National Retail Hardware Asso- 
ciation, delivered an address in which he congraulated 
the members and officers upon_the work which the 
\ssociation had accomplished during the past year 
and called for greater loyalty on the part of the in- 
dividual member to his state organization as well as 
to the National Association. 

D, F. BARBER’S ADDRESS. 


What Do J Get?—with the emphasis on the /, is what we 
too often get when one of the busy hardware men takes time 
from his business to hunt up some merchant to join the local 
Board of Trade, or Chamber of Commerce, or even his, or 
what should be his, own Hardware Association. It is most 
discouraging to men who do active campaign work of this 
kind to receive an answer of this sort for a little reflection 
and even a superficial knowledge of things should show that 
these men can best get along by themselves and least need 
ihe support of an association to-telp their own business. 
What answer can we best make to a quotation like the above? 

The first that I have made several times is this: You get 
your proportion of the general result of a lot of men—perhaps 
as good as you are—working together for some result that 
will bring benefit to the community, and, further, you will 
probably get much or little in proportion as you put some- 
ihing iw, This holds true in any kind of social, business or 
political activity. It is as lamentable as it is common to hear 
kicks regarding what an organization should do that it does 
not, and what it might do if it were run properly, and the 
advice so freely given comes with poor grace from him who 
offers it, as he generally knows little about the work and has 
not taken interest enough to be sufficiently informed. Now, 
with regard to our and your Association, possibly you have no 
pessimistic dealers over this way who hand out an answer of 
the above sort—I hope not—but I guess “yes.” Possibly we 
say, well you can link yourself up with a lot of good hard- 
ware men—well, what of that, how does that help me? Sup- 
pose, for instance, that a manufacturer, or possibly a jobber, 
is found sellirig one of your customers direct, will your ob- 
jection arouse much interest on the salesman’s part? Over 
our way we have found that the active support of our organ- 
ization in simply telling the guilty party of the occurrence has 
had the effect of at least showing them that it is not desirable 
for them to solicit the trade of the dealer and consumer at 
the same time—they should choose one method of distribution 
and stick to it. Then we speak of insurance that they can 
save 40 per cent to 50 per cent in their stock in that way. 

Then we tell him of the good times he can have at the 
conventions, of what is coming to him if he will come and 
partake of the good things ready for him after he has regis- 
tered and has received his badge. If his answer is, “I have 
no time to spend at such places,” he is pretty near hopeless, 
and is about like a small dealer over in our country who paid 
his membership one year to get insurance and then withdrew, 
thinking his insurance would run along indefinitely without 
further membership fees. Is it any wonder the dealer is 
small? He always will be, and after a while his customers 
will find such dishonest practices appearing and will conclude 
to trade with some other dealer and the small dealer wonders 
why his trade does not increase. While we are inclined to 
drop trying to interest a man who gives us an answer like 
Overreading, it is scarcely worth while to try and awaken an 
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interest for his own good. Say to him, “Have you a friend in 
whom you have discovered something you like, some one you 
feel you can trust?” If his answer is that he hasn’t yet found 
one or more of that sort, then I think that you will be justified 
in giving up the jo bas a bad one—but there are not many 
like that, and you, from your experience can tell him of the 
many fine fellows you have come to know in the Hardware 
Fraternity, of their splendid qualities and how much better 
you are for coming to know them. And then, how many 
things you have learned during the Question Box session that 
have been of use to you in your business. Then the Exhibi- 
tions, really they are worth the price of membership just to 
look them over, provided you look and study them and get 
the attendant to talking—you just can’t help picking up some 
information of value to you if you will only do that. If you 
walk along the middle of the aisle, however, and don’t get 
within ten feet of the picked men who are ready to give you 
information and prove themselves good iellows, ycu won't 
get much out of the Exhibition. How would it do to carry 
your wants book, or, better yet, a memo of goods taken from 
your inventory book and make those fellows believe in you 
and your Exhibition, by showing them that you knew they 
were to be here and come prepared to show them that you 
are here, too, in a most practical and satisfactory way? 

This would be real team work, and from the hay field to 
football that’s the kind that wins out. When we can infuse 
this real co-operative spirit into each other we will not hear 
“What do I get?” but say, “How much we did get out of that 
Convention, didn’t we?” Which feeling had you rather carry 
around and which will enable you to lie down and sleep best 
with? Say, fellows, let’s spread this gospel of good things 
about and see if we can’t get rid of this pessimistic feeling 
that some of us have been nursing too long. 


C. W. Scarborough, Pittsburgh, of the National 
Executive Committee, also spoke on the value of co- 
operation and organization work, from the standpoint 
of direct benefits to the retail hardware dealer. 

The meeting was then thrown open and Alfred M. 
Best, of New York City, spoke on “Insurance.” Mr. 
Best emphasized the necessity for knowing how much 
stock-was on Hand and having it fully insured all the 
time. 

C. H. Miller, president of the Hardware Mutual 
Insurance Companies of the Association, conducted 
the Question Box on insurance. 


FRIDAY, FEBRUARY 12. 





At the executive session on Friday morning, F. A. 
Mitchell, Philadelphia, made a report on the National 
Convention of 1914, after which the Resolutions Com- 
mittee rendered its report. 

After the Question Box had been discussed for some 
time, the meeting was opened to the visitors and Con- 
gressman R. B. Stevens, of New Hampshire, author 
of the Stevens Bill to prohibit indiscriminate price cut- 
ting on trademarked articles, spoke on “The Value 
and the Equity of a Resale Price in Modern Merchan- 
dising.” During his address Mr. Stevens pointed out 
how the absence of restrictions as to resale prices re- 
sulted in absolute harm being done to consumer, re- 
tailer, wholesaler and manufacturer. 
regulating resale prices it would not be possible for 
unscrupulous .dealers to use trademarked articles as a 
means of hoodwinking consumers into a belief that 
they give better values in general than the honest 
dealer. 


sy having a law 


The following officers, members of the Executive 
Committee and delegates to the National Convention 
were elected: 

President, Mathias Ludlow, Newark, New Jersey; 
first vice-president, E. K. Owens, Susquehanna, Penn- 
sylvania ; second vice-president, J. M. Kohlmeier, New 
York City; third vice-president, Ernest Johanessen, 
Baltimore, Maryland. 
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Executive Committee: William F. Littell, Newark, 
New Jersey; Geo. B. Sprowls, Claysville, Pennsyl- 
vania. 

Delegates to National Convention: W. F. Littell, 
Newark, New Jersey; W. F. McQuiston, Pittsburgh. 


~~ 


WRITE FOR THIS INTERESTING LITTLE 
MAGAZINE. 








The January number of Caster Logic which is the 
name of the attractive little house organ of the Uni- 
versal Caster and Foundry Company contains a num- 
ber of very interesting articles, such as “How to Pro- 
tect the Non-advertised Article,” “The Implied Guar- 
antee.” Incidentally, also the matter of the shaft-bear- 
ing principle is discussed, particularly with reference 
to casters. This principle, they say has been applied 
to and is used exclusively in the new Universal Shaft- 
Bearing Caster. By means of this construction, these 
casters revolve easily, without sound or hitch. A large 
hood protects the shaft-bearings against dust and oth- 
er obstructions. These new casters are made in six 
casters and samples will be sent, free of charge, upon 
request to the Universal Caster and Foundry Company, 
29 West 42d Street, New York. 

inistinismiitllietidadilede ake 


DO NOT CASH CHECKS FOR THIS MAN. 





Arthur J. Scott, secretary of the Michigan Retail 
Hardware Association, warns retail hardware dealers 
against cashing drafts for a man representing himself 
as W. H. Harris and claiming to be a representative 
of the Canton Stamping and Enameling Company, 
Canton, Ohio. In a letter signed by A. F. Strager, 
manager of the company, the statement is made that 
this man is not in their employ. 


= = 
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TRADEMARK REGISTERED FOR RAZORS. 





Under serial number 82,608, patent rights have been 
eranted to Herbert S. Gardner, St. Louis, Missouri, 


Feltaseptic 


for the trademark shown herewith. The particular 
description of goods is razors. The company claims 
use since September 15, 1914, and the claim was filed 
November 19, 1914. 
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NEW SHOVEL MANUFACTURING PLANT IN 
CHATTANOOGA, TENNESSEE. 








The American Manufacturing Company, Chatta- 
nooga, Tennessee, has purchased the plant and equip- 
ment of the Owensboro Shovel and Tool Company 
and has moved the equipment to its plant in Chatta- 
nooga. The American Manufacturing Company was 
one of the first to install and use electric welding ma- 
chines for the manufacture of oven racks, bond hooks 
and other lines and will do much of the work in their 
new enterprise with electric welding machinery. 








RECORD 


HORSE AND MULE SHOES IN URUGUAY, 
Herman I. Spahr, United States Consul at ‘Monte 
video, Uruguay, suggests in a recent report to the 
Department of Commerce that there is a good mar. 
ket in Uruguay for horse shoes, as follows: 

It is said that even before the war the importation 
of horse and mule shoes into Uruguay had fallen of 
considerably, because those .furnished by Europe 
proved defective and blacksmiths bought English iron 
and made the shoes themselves. If a good, well-tem- 
pered shoe can be furnished by United States manu- 
facturers, a strong demand might be expected. Fx- 
porters of horseshoe nails also might communicate 
with the Uruguay firms given in list which may |e 
obtained from the Bureau of Foreign and Domestic 
Commerce or its branch offices. Small-size shoes come 
mainly into consideration. Prices should be quoted 
c. i, f. steamer, buyer’s port. 





RETAIL HARDWARE CONVENTIONS. 


The dates for conventions of the state associations 
of retail hardware dealers, so far as they have been 
announced, are given below, in order of the dates. 
The secretary’s name and address follows the name of 
the association, after which come the dates, with the 
name of the convention city. 


Connecticut Retail Hardware Association, Henry S 
Hitchcock, Secretary, Woodbury, February 16, 17, 1915. At 
Meriden. Headquarters, Winthrop Hotel. 

Colorado Retail Hardware and Implement Association, 
H. E. Robinson, Secretary, Pueblo. February 16, 17, 18, 1915 
At Pueblo. 

New York Retail Hardware Association, John B. Foley, 
Secretary, 513 Kirk Building, Syracuse, New York. Februar) 
16, 17, 18, 19, 1915. At Syracuse. 

North Dakota Retail Hardware Association, C. N 
Barnes, Secretary, Grand Forks. February 17, 18, 19, 1915 
At Fargo. 

Ohio Retail Hardware Association, James B. Carson, 
Secretary, Dayton. February 16, 17, 18, 19, 1915. At New 
Gibson Hotel, Cincinnati. 

Iowa Retail Hardware Association, A. R. Sale, Secretary, 
Mason City. February 16, 17, 18, 19, 1915. At Des Moines. 

New England Hardware Dealers’ Association, George A 
Fiel, Secretary, 176 Federal Street, Boston. February 22, 23, 
24, 1915. At Boston. 

Kentucky Retail Hardware and Stove Dealers’ Associa- 
tion, J. M. Stone, Secretary, Sturgis. February 23, 24, 25, 
1915. At Phoenix Hotel, Lexington. 

Minnesota Retail Hardware Association, H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis. Febru- 
ary 23 ,24, 25, 26, 1915. At St. Paul. 

South Dakota Retail Hardware Association, E. C. War- 
ren, Secretary, Pierre. March 2, 3, 4, 5, 1915. At Mitchell 

West Virginia Retail Hardware Association, A. A. Doak, 
Secretary, Grafton. March 2, 3, 4, 1915. At Huntington. 

Arkansas Retail Hardware Association, Grover T. Owens, 
Secretary, Little Rock. May 4, 5, 6, 1915. At Little Rock. 

Florida Retail Hardware Association, G. E. Noblit, Sec- 
retary, Tarpon Springs. May 11, 12, 13, 1915. At St. Peters- 
burg. 
eNational Retail Hardware Association, M. L. Corey, Sec- 
retary, Argos, Indiana. June 22, 23, 24, 1915. At St. Paul, 
Minnesota. 

Hardware Association of the Carolinas, T. W. Dixon, 
Secretary, Charlotte, North Carolina. July 13, 14, 15, 16, 
1915. At Isle of Palms. 


. 


Do not worry; eat three square meals a day; say 
your prayers; be courteous to your creditors; keep 
digestion good; exercise; go slow and easy. Maybe 
there are other things that your special case requires 
to make you happy, but, my friend, these, I reckon, will 
give you a good lift—Abraham Lincoln. 












RRS arent yea 



























AY, 


“Monte 


to the 


dn ir- 


rtation 
llen off 
Europe 
sh it yn 
Il-tem- 
mMmanu- 
l. Ex- 
uNnicate 
nay be 
mMestic 
$ come 
quoted 


iation, 
1915 


Foley, 
ruary 


‘1915 


irson, 
New 


Stary, 
ines. 


re A. 
» 99 


o 
Hy OY, 


Ocia- 

95 
, 20, 
erts, 
bru- 


Var- 
hell 
oak, 


ens, 
ock. 
Sec- 
ers- 


3ec- 
aul, 


on, 
16, 








AMERICAN ARTISAN AND HARDWARE RECORD 











HARDWARE CLUB 
OF CHICAGO AND ITS DOINGS 














The Weekly Luncheon of the Hardware Club of 
Chicago on Tuesday, February ninth, was the occa- 
sion of a very interesting address by H. L. Brownell, 
safety inspector of the Chicago Surface Lines, who 
spoke on “Safety,” outlining the work of which during 
the past few years he has had charge and which has 
been crowned with such signal success. 

“Safety in surface transportation,” said Mr. 
Brownell, “is a matter of education first and foremost. 
and not only with the grown-up men and women, and 
the children, but also with the employes of the trans- 
portation companies. We have therefore divided our 
work along these three distinct lines and we are suc- 
ceeding in bringing the public to a realization of the 
fact that many of the serious and fatal accidents of 
the past might have been avoided if a little bit of 
carefulness had been exercised. We are now giving 
moving picture exhibitions in the public and parochial 
schools with lectures that show the dangerous and un- 
safe way of getting on or off street cars, crossing 
streets, as well as the accidents that occur when boys 
‘flip’ cars or play tag on a street with a car track. The 
children are learning to be more careful, and they 
are even going so far as to serve as educators for their 
parents, as I had occasion to overhear when a little 
seven-year-old maid rebuked her mother for getting 
off a car facing toward the rear. 

“The result of this work among the public is that 
there are far less accidents which can be blamed upon 
the sufferers’ own carelessness. 

“With our motormen and conductors we have also 
been busy, showing them how it is possible for them 
to avoid accidents, and J am glad to be able to say that 
here we have been equally successful, and today, with 
the awful congestion in the downtown district there 
are fewer accidents than there were several years ago, 
with a far smaller number of cars and people using 
thesé streets. 

“Our activities have not, however, been confined to 
the study and putting into practice of methods to avoid 
accidents in transportation. Many lectures have been 
delivered to employes of manufacturing plants, both 
in Chicago and other cities, where the Safety move- 
ment is being pushed, for we realize that once a man 
becomes educated to see the value of circumspection, 
carefulness and regard for others, then he is far less 
likely to become involved in an accident. 

“We preach one text, ‘Get the Safety Habit, Practice 
and Help Others Acquire the Same Habit.’ ” 

Mr. Brownell laid great stress upon the fact that 
employers could no longer avoid the responsibility for 
teaching their employes to have the proper regard for 
the safety of others as well as for their own. It was a 
known fact that in industrial plants many of the acci- 
dents were caused by the employes’ disregard for the 
safety of others. They would take risks that should 





not be taken, and often innocent fellow workmen suf- 
fered from the unnecessary risk. 

President Martin expressed the thanks of the mem- 
bers of the Hardware Club for the splendid talk and 
announced that Mr. Brownell would have his lantern 
slides and moving pictures on exhibition on the even- 
ing of the Family Dinner Party, which is to be held 
Friday, February 26th. 

SPECIAL ATTRACTION FOR TUESDAY, FEBRUARY 16. 

At the Weekly Luncheon, Tuesday, February 16th, 
the special attraction will be a moving picture machine 
which is intended for use in selling merchandise. This 
machine will be exhibited and explained by the in- 
ventor. 

FAMILY DINNER PARTY, FEBRUARY 26. 

As mentioned in the foregoing, the Family Dinner 
Party for members of the Hardware Club and their 
ladies will take place on Friday evening, February 
26th, at 6:30 P. M. Both Mr. Brownell, safety in- 
spector for the Chicago Surface Lines, and Captain 
Healy, of the Chicago Mounted Police, will be present 
and speak and they will have very fine moving pictures 
with which to illustrate their addresses. A musical 
program will also form a part of the entertainment. 
Tables may be reserved so that families who so de- 
sire may sit together. 

LADIES’ WEDNESDAY AFTERNOON PARTY. 

The next afternoon party under the auspices of the 
Ladies’ Social Committee will be given Wednesday 
afternoon, February 17th, with Mrs, E. A. Wilson as 
hostess. Ladies are requested to meet not later than 
2:15 P. M. Bridge and Five Hundred will be plaved 

en 


GUARANTEE THAT IS WORTH SOMETHING. 


The new handsome catalog of the Rock Island Man- 
ufacturing Company showing the large range of vises, 
forges, anvils, mauls, tool grinders and other prod- 
ucts of this progressive concern has just been pub- 
lished. It is very carefully edited and the illustra- 
tions and descriptions are free from the stereotyped 
style which is too common in catalogs. Many of the 
illustrations show in detail the interior construction 
of the tools. A prominent feature of the catalog is the 
page on which the guarantee tag is reproduced. This 
tag has the following imprint: “This tool is guaran- 
teed. If any part breaks or is not just right, advise us 
direct and we will replace it free of charge.” Below 
the cut the following statement is made: “It is im- 
possible to guarantee a tool not to break, but we guar- 
antee to replace the broken part free of charge. We 
wish all our dealers to co-operate with us in fulfilling 
our guarantee.” The tag is placed on every Rock 
Island tool. Dealers who wish further information 
or the catalog should write to the Rock Island Manu- 
facturing Company, Rock Island, Illinois. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 











In a nine inch double column space of the Albany, 
New York, apis: Journal, appeared the advertise- 
ment of Charles 

es ye =>, RD H. Turner Com- 
S LAM eeitintes Ss C pany, Albany, New 
[= \. oi See & York, shown here- 
en teh with. This adver- 


The Latch String Now tisement is of a dis- 
Hangs Outside the Door tinctly different 
of Our New Home-- character from the 
51 State Street average hard- 


ware announcement. 
The border is of at- 
tractive design. The 
For a oy 1 wording is dignified 

Hardware— . ° 
Auto Supplies— and withal has a 
Auto Tires— Serge f . “Ne 
Sperting Geods— ring oO sincerity. 
Cutlery — Gi n . . 5 
Athletic Goods | There are those, ot 
aeteneneaeenten ae } course, who will say 
that they cannot see 
f any real value in 
Ff such an advertise- 
ment, because no 

51 State St,, Albany ef - A 

4 ® specific offer is made 


fin, VAs) ; 
¢ 5 SU) S) of any particular 
; as Ae ZS . ™ 
, OE OND article or number of 


articles, but for an occasion like this, when a concern 
new store and is ready for business it is 
to issue an announcement such 
as the Charles H. Turner did in this case. The little 
button or circle to the left with the imprint, “Turn to 
Turner, Albany, N. Y.,” is a good slogan. In the three 
lines at the bottom a statement is made which con- 
tains the three requirements for success in merchan- 
dising. Read them and then arrange your business in 


accordance with them if you have not already done so. 
* * * 


The advertisement of Charles Mayer and Company, 
29 Washington Street, Indianapolis, which is shown in 


G 
; 
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Our aim will be to carry every- 
thing you want—to give you ser- 
vice and at prices to please you. 


1 Chas. H. Turner Co. 


moves into a 
decidedly “good form” 


Grapefruit Knives 


Fine quality steel, Henckel’s make, black handles. Notice 


the curve in the blade. 
The Knife You Need When Preparing Grapefruit. 
_# PARCEL POST, within Lae miles of Indiana- 


Pocket Knives 
Charles Mayer and Company 


29 and 31 West Washington Street. 


the accompanying illustration, occupied three inches 
double column in the Indianapolis Star. This is a 
good advertisement and no doubt produced results— 
in actual sales of grapefruit knives but also 


of the better sorts and guar- 
anteed quality.50c to $3.50 


not only 


in bringing customers into the store for other articles 
Note that it contains: First, a strong headline in hea 
type; second, a good illustration; third, a descriptio: 
that tells of some of the good points of the knives: 
fourth, a definite price. Also note that there is a | 
for trade from outlying points in the quotation of t! 
55 cents price for places within 200 miles of India: 
apolis. If this firm has a catalog or other advertising 
material which is sent to out-of-town buyers of these 
knives, there is no doubt that considerable business js 
taken away from hardware dealers in those places 
unless they go after trade with the same vigor a: 
make the proper use of the opportunities presented 
by their local newspapers. Mail orders are always 
most numerous from communities where the 


dealers do not advertise efficiently. 
* * * 


John Alband, inserted the advertisement shown in 
the accompanying illustration in the Free Press of 
Streator. It occu- 
pied a space of 6” 
inches, single col- 
umn. There is one 
good point in this 
advertisement—the 
sentence that states 
that “we have just 
placed on our floor 
another carload” of 
stoves and ranges 
of certain makes. 
This will naturall) 
indicate that peo- 
ple like the “Round 
Oak” and “Peoria 
Lexington” stoves. 
But why net go a 
little farther and 
cite some of the 
many excellent fea- 
tures of these 
stoves instead of 
using this expres- 
sion, ‘“These stoves 
have more points 
of general merit 
than any other 
stoves made?” The 
assertion may be 
true, but one def- 
inite feature em- 
phasized wou!d 
have gone much 
farther toward inducing the reader to accept the invi- 
tation to come in and investigate. The street address 
is given but in which town does John Alband do busi- 
ness? 


local 











We have just placed on our floos 
another carload of 


Round Oak and Peoria 

Lexington Cook Stoves 
and Ranges 

have more points 0! 

general merit other stoves 

made. We invite a thorough investi- 

gation—they must be seen to be fully 


These stoves 
than any 


appreciated. 


We also have a large line of hard 


and soft coal heaters. 


OHN ALBAND 


HARDWARE AND STOVES 


115 E. MAIN STREET 
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HEATING AND VENTILATING 








PROBABLE DEVELOPMENTS IN SCIENCE OF 
VENTILATION. 


In the February 6th issue of AMERICAN ARTISAN 
ippeared on pages 43 and 44 the‘first installment of the 
highly instructive paper read by A. H. Barker before 


; 


the British Institution of Heating and Ventilating 

Engineers at its recent meeting in University College, 
|ondon, England. The second installment follows 
herewith: 

Have we really any knowledge which in fact does 
enable the so-called expert to be really the superior 
person of persons of plain common sense when it 
comes to producing good results. Any person of very 
moderate capacity is capable of, making such calcula- 
tions as I have already adduced in illustration. Is 
any person capable of making those calculations as 
competent to carry out schemes of ventilation as the 
expert? If not, why not? These are very pertinent 
questions, and for the dignity of the profession they 
must be answered. 

Now if we look at many other branches of engineer- 

ing in the same cold-blooded way, we shall probably 
come to a somewhat similar conclusion—that there is 
very little science in most of them. There are in 
mechanical engineering certain broad principles which 
are very easy for the capable student to acquire, and 
which can be reduced to such rules of thumb that any 
practical person of sound common sense, given a little 
experience, can apply them in-a bread and butter kind 
of way almost as well as the highly specialized engi- 
neering mathematician. Such a person might possibly 
produce results which, if not quite efficient, will, at 
any rate, serve the purpose. It is true that in special 
branches, such, for instance, as bridge-building of the 
higher grade, the necessary calculations are greater 
than a man of inferior education would be likely to 
carry out with success, but even these do not make 
demands on scientific knowledge greater than an ordi- 
nary sixth form schoolboy ought to be able to master 
with ease. There are branches of electricity which 
make higher demands than this, and similarly certain 
other branches, but, on the whole, excluding exception- 
ally difficult cases the great majority of engineering 
problems, or at least the practical working of them 
on orthodox lines, make very small demands on real 
scientific knowledge. 

It is so, I think, to a large extent with ventilation. 
Although I believe this fully, I am nevertheless quite 
satisfied that the real science of ventilation will make 
a call on the best ability that can be brought to bear 
on it. 

It seems to me that it is possible, by careful investi- 
gation, to lay down conditions, such that if they are 
observed a room may be and must be satisfactory 
from the point of view of ventilation, and if such is 


the case it is the primary duty of the science of ven- 
tilation to lay down such rules by experiment and to 
show how they can be carried out in practice. We 
have, of course, always the difficulty to contend 
against, which can never be overcome completely, that 
different persons’ ideals of good ventilation differ 
greatly. As the old proverb says, “What is one man’s 
meat is another man’s poison.” To take an extreme 
case, is it conceivable that we should be able to fit 
out one particular man with a scheme of ventilation 
in pretty much the same way as a tailor fits a man 
with a suit of clothes? Let us inquire what measure- 
ments we should have to make in order to enable this 
to be done. On reflection we can see that this simple 
operation cannot be performed with accuracy ever 
for one man, because any human being at two differ- 
ent times is really two different beings. Compare, for 
instance, the period of the twenty-four hours at which 
his vitality is at its lowest and its highest respectively. 
Physiologists tell us that a man’s vitality is at its 
lowest ebb about 3:30 to 4 a. m., just before the man 
begins to wake up. Everybody who has had the very 
unpleasant experience of sitting up all night can easily 
believe that this is true. Who, for instance, ever trav- 
eled in a train throughout a night without being 
aware of the feeling of chilly discomfort which arises 
at about 4 a. m., just before the sun begins to rise? 
The physiological reason of this is that at this period 
the vitality of the body is very low, and the bodily 
functions are. not providing as much energy as is 
being dissipated. Normally, when a person is in bed, 
this is the period of his deepest sleep. He is nearer 
to death at that time than at any period of the twenty- 
four hours, and I believe I am correct in saying that 
three deaths out of every four of sick persons occur 
when the body is in this condition. Compare, then, 
a man in this condition with the same man in the full 
height of his vigor, say, at four o’clock in the after 
noon, after he has had a brisk walk,.one can see that 
physical conditions which would be suitable for a man 
in one state of body would not be at all suitable in the 
other. If we are to provide conditions which are to 
be suitable with respect to one particular individual. 
therefore, those conditions certainly cannot be the 
same at four o'clock in the morning as they are at 
four o’clock in the afternoon. Temperature condi- 
tions, for instance, must be different. A man will 
require five degrees higher temperature to produce the 
same effect at four o’clock in the morning as he will 
at four o’clock in the afternoon. This is found in 
practice in the House of Commons during an all- 
night sitting. During some of my recent experiments 
made for the Ventilation Committee of the House, I 
have learnt from the attendant that on the occasion 
of an all-night sitting, in order to avoid complaints 
of cold, it is necessary to raise the temperature some 
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three or four degrees in the early hours of the morn- 
ing, and to maintain that rise until breakfast time. 
In a lesser degree, then, the necessary conditions will 
vary at different times of the day, according to the 
physical state of the subject, so that accuracy is out 
of the question. 

The science of ventilation, properly so called, has 
as its first duty to elucidate all such matters. All of 
those who have thought on the subject and have had 
some practical experience have their own theories. 
The special peculiarity of this branch of engineering 
is that it is exceedingly difficult to bring any of these 
theories to a crucial test. It is the first duty of the 
science to overcome this difficulty, which is inevitable 
to some extent, on account of the fact that the cri- 
terion of our success is at present very indefinite. The 
only object we can specify at present is to produce 
feelings of comfort and healthy climate. We cannot 
at present lay down the conditions in terms of physics 
Our knowledge is only general, not 
How can one get 


and chemistry. 
exact, qualitative not quantitative. 
a measuring instrument which shall indicate the feel- 
ings of comfort, especially having regard to the fact 
that what is one person’s comfort is another’s dis- 
comfort. To one man a refreshing breeze is another 
man’s ear-aching draught. A bald-headed man is not 
on the same basis as a person with a shock of hair. 
Still more difficult is it to experiment on the effect of 


different conditions of health. The result experi- 


mentally observed does not arise perhaps for several 
years after the experiment is made, and it is com- 
plicated by the existence of a large number of other 


conditions which have a decided effect on the total 
result. We might, for instance, conceive an experi- 
ment made on how small an amount of fresh air 
could be introduced into a room to keep it “healthy.” 
We might keep twenty persons for several years under 
the exact conditions which would be necessary to test 
our theory. The first of these twenty persons ten 
years hence might’ be sent by a doctor to one of Mr. 
Lloyd George’s sanitoria for phythisis, a second 
eighteen months afterwards might die of starvation 
accelerated by pneumonia. The third might live to be 
120, and die from an accident on the football field. 
We should really have no grounds for drawing any 
specific conclusion from our experiment. Similar 
difficulties always must occur in any experiments on a 
human being. I wish to consider the general direc- 
tion of modern theories on these subjects, and the 
character of the investigations which we have in view 
for this year in this department for the purpose of 
putting them to the proof and the effect they must 
have on current practice. What are we really trying 
to do? What means are we adopting to enable us to 
do it? 

In the first place, so it seems to me, the science must 
direct itself to the investigation of the fundamental 
question which is vet far from being decided, how can 
we lay down quantitatively in terms of physics and 
chemistry, the objects for which we are striving? It 
is only recently that it has been borne in upon us that 
all the old-fashioned theories about carbon dioxide, 
organic poisons, and the like have been blown to the 


four winds by such experimentalists as Dr. Leona 
Hill and Dr. Haldane. 

Instead of them we have had placed before 
theories of ventilation, according to which its fun 
tion has practically nothing to do with the eliminati, 
of carbon dioxide and the chemical purity of 
breathing air. Instead its object is said to be to r 
move heat from our bodies, water vapor which 
have breathed out, in general terms to prevent 1 
from getting too warm. 

That is one group of questions which must be se 
tled—to what extent efficient ventilation consis! 
merely in the adequate removal of heat from ou 
bodies and organic smells and water vapor. 

I do not think it is possible for any impartial person 
who has critically studied the mass of experimenta! 
evidence in support of this view, to avoid the conclu 
sion that if it is not the whole truth it is at any rat: 
very largely true that what Dr. Leonard Hill call; 
heat stagnation is responsible for many, or perhaps 
most, of the effects which we have been accustomed to 
refer as those of defective ventilation. For my own 
part I am, however, equally sure that this fact cannot 
be the whole truth, that there is something in ventila- 
tion over and above the loss of heat and the suppres- 
sion of smell. I am quite convinced that all air of the 
same temperature, pressure, humidity and velocity has 
not the same effect on the human organism. That 
there is some quality other than temperature, humidity 
and velocity in the air itself which makes some air 
different in effect from other air. What it is can at 
present only be conjectured. I shall refer to this 
point later on. Air loses that quality, whatever it is, 
which, with present knowledge, we can only describe 
as crispiness, when it passes over accumulated dirt or 
into close contact with metal or through a long under 
ground pipe channel, or when it is heated by hot sur- 
face, and that this quality of crispiness is not merely 
a matter of temperature humidity and velocity. In- 
valids feel the air of one place has a different effect 
on them from that of another place. If it were not so 
there would be no justification in sending people away 
to a special climate. It is important, however, not to 
lose sight of the fact that one cannot draw definite 
scientific conclusions from the sensations of any per- 
son, especially an invalid. Much of the sensations of 
every person is due to imagination and physiological 
influences, and not to objective facts, and these are 
most unreliable as a guide. There are persons not 
unduly sensitive, imaginative nor susceptible to differ- 
ences of climate who find certain places or certain 
buildings of which the air, hot or cold, damp or dry, 
moving or at rest, has a stimulating effect on them, 
and other place or buildings which have the reverse. 
So far as it is possible to tell this is not a subjective 
effect at all. I am sure frem observations I have 
personally made that such differences are not always 
due to differences in temperature, humidity or velocity. 


(To be continued.) 
stibabom ‘ 
The Servos Furnace Company, Wilmington, Dela- 
ware, has been incorporated with a capital stock of 
$200,000 to make heaters and furnaces. 
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\sTALLATION OF WARM AIR’ HEATING 
APPARATUS WHERE HOUSE HAS 
NO CELLAR. 





rom W. F. Laudenschlager, Dodgeville, Wiscon- 
n. who is well known as an installer of warm air 
eating apparatus of many years’ experience, 
\MERICAN ARTISAN is in receipt of the following arti- 
e in which Mr. Laudenschlager describes an instal- 
lation of a warm air heating system in a house which 
has no cellar or basement : 
To AMERICAN ARTISAN: 
| have been reading ‘the articles in AMERICAN 
\rTISAN on heating and ventilating and especially 
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had they been properly installed in the first place. 

So I am writing this article in the interest of the 
warm air heating business, in hopes of being of some 
help, and in AMERICAN ARTISAN will give a few heat- 
ing plans and explanations hoping they will be a help 
to those interested in and installing warm air heating 
plants. 

EXPLANATION OF THE ENCLOSED HEATING PLAN. 

This heating plan shows how a warm air heater 
can be installed in a house where there is no cellar 
except a small excavation made for the heater at one 
side of the house. 

That it can be done is shown by this plan, and it is 
a good working plan too, heating fifteen rooms. 
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Plan of Installation of Warm Air Heating Apparatus in House Without Cellar. 


those on warm air heating, which line of work I am 
especially interested in, as I have been installing warm 
air heaters and making a study of the work for many 
years. I know from experience that it is the most 
successful way of heating any house or dwelling and 
positively know it is the most healthy and economical 
heating there is, providing the warm air heater if 
properly installed. And right here let me say that I 
have done work in several different states, and often- 
times I was surprised and sorry to see the way some 
heating plants were installed and the blame for their 
not being satisfactory was laid on the apparatus when 
many times these were well known and of high grade, 
and would have been satisfactory and used less fuel 


RGN Bish, 








The heat is so distributed that all rooms are heated 
alike at the same time. No dampers in the pipes to be 
regulated, the heat being regulated only by the reg- 
ister in the room, dampers not being necessary in a 
heating plan like this. 

All pipes are made of galvanized iron and well cov- 
ered with asbestos paper. The elevation is only 18 
inches to 55 feet, which is from the heater to the 
farthest riser. 

I wish to say that I prefer a central location under 
the building for a warm air heater, but a man who 
does the installation should be able to do so under 
almost any difficulties, overcome all obstacles, and 
have the heat distributed to all rooms perfectly, and 
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| claim, jaitging from my own experience, that it can 
be done in almost any dwelling or home. The heating 
plan shown was installed in a $35,000.00 house. 

In the next article I will show a plan and explana- 
tion of a warm air heater heating successfully a four- 
teen room house, where the heater is centrally located 
Yours truly, 

W. F. LAUDENSCHLAGER. 
Dodgeville, Wisconsin, February 2, 1915. 
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NEW LINE OF SIDE WALL STEEL REGISTERS. 


in the cellar. 





The Rock Island Register Company, Rock Island, 
[linois, who are manufacturers of Burgess Baseboard 
Registers in cast iron, are now bringing out a new line 
of side wall registers in steel. Their new steel reg- 
isters are of an ornate design and have some patented 
features which will prove of interest to the trade. 

a See ee ee 


NEW ADJUSTABLE FLANGES FOR WARM AIR 
REGISTERS. 


By means of an adjustable steel flange which has 

recently been perfected and placed on the market by 

ae the Tuttle and 

Bailey Manufac- 

turing Company, 

it is now possible 

to change a wafer 

or a floor register 

into a_ baseboard 

register for warm 

air heating plants, 

and thus obviates 

the necessity for 

carrying in stock 

a large quantity 

of duplicate ma- 

terial One of 

New Adjustable Flange for Warm Air theseflanges 
Register. S 

which are made 

in various dimen- 

sions is shown in 

the accompanying 

ibe ee Fo 

tion. In setting, 

the register is at- 

tached to the box 

and the flange is 

then applied over 

the register and 

attached to the 

face by a simple 

device, which is 

protected by pat- 

ent application. 

The flanges are so 


New Scale Wafer Register Attached to 
Adjustable Flange. 


irranged that they will adjust themselves to any slight 
variations in placing the tin boxes in the wall. A large 
variety of designs in register faces is also made by 
this Company one of which is shown in the second 
illustration herewith, attached to the flange. This reg- 
ister is equipped with the new slide movement. In- 
stallers of warm air heating apparatus who wish to 
know more about these adjustable flanges for warm 


air registers should write to Tuttle and Bailey Mam 
facturing Company, 76 Madison Avenue, New Yor! 


BURNS SOFT COAL WITHOUT SOOT. 





It has always been a problem to construct a warn 
air heater which will burn soft coal, slack and simila 
fuels, without the dirty black smoke and soot genera 
ly associated with these coals. The Art Stove Com 
pany in their new Laurel Warm Air Heater with th 
Twentieth Century Laurel Fire Pot claim to have pri 
duced such a heater. The features of this heater’. 
construction are said to insure economy and absolut. 
cleanliness. The fuel, which is placed in the slotted 


Showing Coal Burning from Edge Toward Center. 
fire pot and held up on special register grates (a fea- 
ture of this heater) burns from the outside toward the 
center as illustrated herewith. A cirele of intense heat 
is thus formed around the pot and gases given off 
from the green coal at the center, are completely 
burned without any smoke whatever. Removing the 
gases in this way also completely cokes the fuel which 
then burns without smoke. The Company claims that 
their method of air circulation insures a perfect com- 
bination of the fuel, making the heater economically 
almost perfect. For catalog and further information 
about Laurel Warm Air Heaters dealers should address 


The Art Stove Company, Detroit, Michigan. 
Se 


NEW YORK HEATING AND VENTILATING 
ENGINEERS TO ELECT OFFICERS FOR 1915. 


The following committee has been appointed by 
President Walter S. Timmis of the New York Chap- 
ter of the American Society of Heating and Ventila- 
ting Engineers, to nominate officers to be elected at 
the coming annual meeting of the chapter: J. I. Lyle, 
chairman; Frank K. Chew, Perry West, George G. 
Schmidt and W. H. McKiever. 

scieepskeipaliee 55 Sthcee 

R. B. Haywood, formerly of Mellish-Haywood 
Company, and W. L. Bronaugh, formerly of the [ro- 
quois Engineering Company, have incorporated the 
Haywood-ronaugh Company for the purpose of man- 
ufacturing and contracting for the installation of sheet 
metal work and will give special attention to ventilat- 
ing, dust removal and boiler breeching construction. 
Their shop is located at 406 West Erie Street, Chi- 
cago. Both men are well known in the heating and 
ventilating profession and Mr. Bronaugh has for many 
vears been the efficient secretary of the Illinois Chap- 
ter of the American Society of Heating and Ventilat- 
ing Engineers. 
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1,126,020. Safety Mechanisnt-for Firearms. Grant Ham- 


,1eU,VeV. 


mond, Hartford, Conn., assignor of one-third to Alva C. 


Washburne, Pittsfield, Mass., and one-third to Frederick G. 


Crane, Dalton, Mass. Original application filed Oct. 25, 1912, 
Serial No. 727,694. Divided and-this application filed July 16, 
1913. Serial No. 779,270. 


1,126,563. Mouse-Trap. Humbert Pierini, Redleaf, Ark. 


Filed Apr. 25, 1914. Serial No. 834,550. 

1,126,700. Door-Latch. Orvie Roy Bull, Withee, Wis. 
Filed Aug. 8, 1914. Serial No. 855,866. 

1,126,709. Lock. Benjamin W. Conaway, Bridgeville, 
Del. Filed Feb. 17, 1914. Serial No. 819,260. 

1,126,717. Clothes-Rack. Charles Danielson, Minneap- 
olis, Minn. Filed Sept. 23, 1914. Serial.No. 863,205. 

1,126,728. Gate-Latch. Dexter C. Dillabough, Lyle, Wash. 
Filed Aug. 26, 1918. Serial No. 786,704. 

1,126,730. Detachable Closure for Cooking Vessels. Wal- 
ter Domann and Herbert McPhee, Leavenworth, Wash. Filed 
June 19, 1913. Serial No. 774,668. 

1,126,764. Hinge. Richard W. Hubbard, Ashtabula, Ohio. 
Filed Apr. 1, 1914. Serial No. 828,898. 

1,126,793. Window-Fastener. Antone Leal, Selma, Cal. 
Filed Nov. 25, 1914. Serial No. 873,974. 

1,126,821. Culinary Vessel. Charles S. Miller, Massillon, 
Ohio. Filed Aug. 22, 1913. Serial No. 786,195. 

1,126,836. Door-Buffer. Albert S. Newton, Providence, 
R. I. Filed Apr. 8, 1914. Serial No. 830,348. 

1,126,845. Roof-Gutter. Oscar Peterson and Henry D. 
Graves, Lincoln, Kans. Filed May 9, 1914. Serial No. 837,551. 

1,126,875. Ventilator. Charles Saunders, Saginaw, Mich. 
Filed Nov. 3, 1913. Serial No. 798,924. 

1,126,884. Sash-Stop or Parting-Bead. Harry H. Schroyer, 
Chicago, IIl., assignor to The Acme Supply Company, a cor- 
poration of Illinois. Filed Mar. 12, 1913. Serial No. 753,765. 

1,126,887. Self-Wringing Mop. James G. Scott, Tulsa, 
Okla. Filed Oct. 14, 1913. Serial No. 795,110. 

1,126,889. Window-Mop. Grace E. Shaw, Greenville, Me. 
Filed Nov. 7, 1913. Serial No. 799,769. 

1,126,929. Door-Fastener. Charles W. Worthington, 
Rushville, Ill., assignor of one-third to Henry O. Munson, 
Rushville, Il]. Filed Oct. 13, 1914. Serial No. 866,444. 

1,126,930. Combined Mop and Wringer. Ernest R. Zim- 


merman, Chicago, Ill. Filed Oct. 3, 1914. Serial No. 864,708. 
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1,126,969. Sash-Lock Henry Foerster, Chicago, III 
Filed May 1, 1914. Serial No. 835,616. 

1,126,994. Insect-Trap. William Harrison, Farmington, 
N. Mex. Filed June 26, 1912. Serial No. 706,048. 

1,127,015. Gardener’s Implement and Weed-Clipper 
Clark M. Keeler, Haskins, Ohio. Filed May 15, 1914. Serial 
No. 838,695. 

1,127,040. Rural-Mail Delivery. William D. Cizabiach, 
Hot Springs, Ark. Filed May 19, 1914. Serial No. 839,586. 

1,127,090. Spike. Michael Reedy, Memphis, Tenn. Filed 
May 29, 1914. Serial No. 841,824. 

1,127,125. Caster. Orville G. Wallace, Roxbury, Ohio. 
Filed Apr. 1, 1914. Serial No. 828,854. 

1,127,182. Razor. Andrew B. Camden, Idabel, Okla., as- 
signor of one-half to Henry Grady Ross, Idabel, Okla. Filed 
Feb. 9, 1914. Serial No. 817,621. 

1,127,200. Sash-Fastener. Franklin Truman Davis, 
Mount Vernon, N. Y. Filed June 4, 1914. Serial No. 842,913 

1,127,224. Culinary Cleaner. John Helstrom, Morristown, 
N. J. Filed Feb. 3, 1914. Serial No. 816,212. 

1,127,250. Silencer. Hans Humm, Denver, Colo., as- 
signor of one-half to Friedrich W. L. Graf, Denver, Colo. 
Filed May 23, 1914. Serial No. 840,483. 

1,127,260. Motor-Propelled Lawn-Mower. Ralph A. 
Jones, East Aurora, N. Y. Filed June 26, 1913. Serial No. 
775,950. 

1,127,268. Means for Repairing Worn Rifled Guns. John 
Charles Malster, Stromsburg, Nebr. Filed June 14, 1913. 
Serial No. 773,637. 

1,127,272. Safety-Lock. Charles Monstroth, Skibo, Minn 
Filed May 16, 1914. Serial No. 838,986. 

1,127,291. Lock. Henry Schmidt, College Point, N. Y 
Filed April 27, 1914. Serial No. 834,786. 

1,127,301. Sink-Strainer. Arthur J. Smith, St. Louis, Mo. 
Filed June 15, 1914. Serial No. 845,289. 

1,127,305. Washing-Machine. George A. Starkweather 
and Del D. Hutson, Fort Madison, Iowa. Filed March 26, 
1914. Serial No. 827,423. 

1,127,306. Gas-Stove. Clarence D. Starr, Providence. R 
I., assignor to The Barstow Stove Co., Providence, R. I., a 
corporation of Rhode Island. Filed July 9, 1914. Serial No 
849,927. 

1,127,344. Door and Window Securer. Samuel H. Zink, 
Crowder, Okla. Filed April 6, 1914. Serial No. 829,869. 
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TINSMITH 
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DEVELOPMENT OF PATTERNS FOR TRANSI- 
TION PIECE WITH HOOD. 


BY 0. W. KOTHE. 

In a recent issue of AMERICAN ARTISAN appeared 
an inquiry from J. E. Crandall, Greenwich, New 
York, for patterns for a transition piece with hood. 

This drawing shows the idea in getting out and do- 
ing this work. The plan shows Mr. Crandall’s prob- 
lem where the rectangle is made to the desired size 
and the circle is described where shown. When this is 
done, divide the half circle 1-7 in any number of equal 
spaces, and from 7 to 4 draw lines to the corner “A.” 


1 645" 




















instance, and using I in pattern as center, strike a: 
as at 2; then pick line 0-2’ from “M” and using B 
pattern as center cross arcs in point 2. Repeat th 
operation until point 4 is established and then pick 
line O-C’ from “M” and using 4 in pattern as cente 
strike arcs as at C. Next pick half the width as B-( 
in plan and using B and E in pattern as center, cross 
arcs in C as shown. Now draw lines through al) 
points where arcs cross and the pattern for front is 
finished. The pattern for back is laid out in exact) 
the same manner, but using the true lengths shown 
in “N.” All laps for seaming or rivetting must be 
allowed extra. 


BACK PATTERN 








Development of Patterns for Transition Piece With Hood. 


Next from points 4-1 draw lines to the corner “B,” 
and also the seam line 4-C which gives you all points 
with which to determine the true lengths for develop- 


ing pattern. 

To expedite this motion, set dividers to corner B 
and using 1I-2-3-4 as radius, strike arcs to base line 
E-B as in points 1’-2’-3'-4’. In like manner strike arcs 
from corner A, as 4”-5’-6’-7. Now measure the 
heighth of transition piece, as B-O, and also A-B then 
will 0-1’-2’-3’-4’ be the true lengths for the front half 
of fitting. Also P-4”"-5’-6’-7 will be the true lengths 
for the back pattern. 

The next step is to develop the pattern for the front, 
and so draw line E-B in pattern to equal the base. line 
in plan; next pick true length 0-1’ from “M” and using 
E and B in pattern as center—strike and cross arcs in 
point 1 as shown. Next set another pair of dividers 
equal to one of the spaces in circle of plan as 1-2 for 


For laying out a round hood for a chimney top, a 
quick way is to set dividers to equal the diameter of 
pipe, and with this as radius, strike a circle as from 
point X. Now with the dividers still to the same radius, 
mark the are as a-b and draw lines through the center, 
thus cutting out one part on the edge equal to the 
diameter of pipe 1-7 in this case. This makes a fairly 
large hood, and a little edge should be allowed for 
rivetting as shown. 
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SHORT METHOD FOR LAYING OUT PATTERNS 
FOR ELBOWS AND ANGLES. 


Readers of AMERICAN ARTISAN are familiar with 
the name of E. A. Dingler, Mankato, Minnesota, from 
the many helpful and instructive articles on sheet 
metal work from his pen which have been published 
from time to time in AMERICAN ArTISAN. Mr. Ding- 
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and his charges for this special work are very 
nable. 

. the following article, Mr. Dingler gives a short 
method of laying out patterns for elbows and angles: 
To AMERICAN ARTISAN: 

The accompanying drawing explains method of lay- 
‘ng out patterns for elbows and angles in a time sav- 
ing way, Which is also accurate. 

Lay out the first drawing E which is done in the 
usual way for finding the miter lines of any elbow. 

F-X is the miter line in this drawing of a four piece 
90 degree elbow. 

From this miter line lay out the quarter stretch-out 
“M.” | 

To make the drawing clearer I took the stretch-out 
M and cross-hatched it as quarter pattern A-B-C-D, 
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ikes a specialty of expert sheet metal drafting to 
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when the stretch-out for the full pattern of elbows 
with very large diameters is so long they can not 
be laid out on my drawing board. 

There may be brother workers who already know 
this method but am sending this for the benefit of those 
who don’t. 

Yours very truly, 
E. A. DINGLER, 
322 Jackson Street, Mankato, Minnesota, February 


2, 1915. 


MILWAUKEE SHEET METAL CONTRACTORS 
HOLD MONTHLY MEETING. 








The regular monthly meeting of the Master Sheet 
Metai Contractors’ Association of Milwaukee, was 
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Layout of Pattern for Four Piece 90 Degree Elbow. 


which should be a piece of metal cut out similar to this 
(A-B-C-D). 

Now, get out a piece of stock equal in length to the 
circumference of the elbow and width equal to twice 
that of A-D in quarter pattern. This represents piece 
numbered 1-2-3-4 in drawing. 

Take quarter pattern A-B-C-D, place it on left hand 
corner of 1-2-3-4 (as A”-B”-C”’-D”) and mark line 
along B’”-A”, 

Now reverse pattern to top as D”’-C’”’-B”’-A” and 


mark line along A”-B’”’, Continue until right hand 


corner three (3) is reached which will complete pat- 
tern for small and large end of elbow by cutting 
through line B”-B”. 

I find this method very useful in laying out elbows 


held Tuesday, February second, at the Builders’ and 
Traders’ Exchange, with vice-president J. J. Millen 
in the chair. Sixteen firms were represented. William 
Hammann presented the name of Louis Eschenburg 
for membership and upon motion of Paul L. Biersach, 
seconded by E. B. Tonnsen, Mr. Eschenburg was 
elected as a member. 

The feature of the evening’s program was an ad- 
dress by Edwin L. Seabrook, secretary of the National 
Association of Sheet Metal Contractors, in which the 
speaker told of his experiences during the past year 
in organization work, overhead expense and other edu- 
cational features of the activities of the National As- 
sociation. Mr. Seabrook cited a number of specific in- 
stances where great difficulties had been overcome by 
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co-operation on the part of the men engaged in the 
sheet metal trade in the same community. His ad- 
dress was greatly enjoyed by those present. 
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NEW RED HOT KEROSENE FIRE POT. 





The makers of the well known Red Hot line of tin- 
torches and fire pots have recently placed on 
the market their Number 67 kero- 
sene fire pot which is shown here- 
The tank is made of heavy 


smiths’ 


with. 
seamless drawn steel with all fit- 
tings not soldered, 
making it extra strong and dur- 
able. The 
grade material, especially selected 


welded in, 


burner is of high 
to produce a powerful flame of in- 
tense heat which it does at a very 
low cost. The burner is fitted with 
a detachable jet block, which is 
removable, enabling the operator 
to clean the burner readily, should 
it ever become clogged from the 
New Red Hot Fire Pot. impurities in the kerosene, and a 
cleaning needle is supplied for this purpose, free of 
charge. A large automatic brass pump in the tank 
easily and quickly supplies the required air pressure. 
The filler cap is fitted with air releasing screw which 
is used to let off the pressure and to extinguish the 
flame. The flame is protected by a shield which makes 
it an excellent fire pot for outside use in cold or windy 
weather. Sheet metal workers and others who wish 
further information should write to the Ashton Manu- 
facturing Company, 17 Nevada Street, Newark, New 
Jersey. 
0+ 


SECURES PATENT FOR SOLDERING TOOL. 


John N. 


granted United States patent rights under number 1,- 


Kucera, Cedar Rapids, Iowa, has been 


=, 1-127,026 127,026 for a 


oa » hydrocar- 

2 eZ §=§=ohon soldering 
instrument described as follows: A soldering instru- 
ment comprising a two part tank, an outlet pipe lead- 
ing from one part of said tank, a Y-shaped burner 
positioned at the outer end of said pipe, a vaporizer 
positioned adjacent said burner and communicating 
with the bore of said pipe, a valve casing in communi- 
cation with said pipe bore, a regulating needle valve 
in said casing, a burner casing surrounding said burner 
having a slot therein, a slidably arranged soldering 
point within said burner casing, and an adjusting screw 
through said slot and secured to said soldering point. 
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JOLIET METAL WORKERS GIVE BANQUET 
TO CONTRACTORS. 





The sheet metal workers of Joliet, Illinois, gave a 
banquet to their employers on Tuesday, February oth. 
Seventy-five were present. Edwin L. Seabrook, sec- 
retary of the National Association of Sheet Metal Con- 
tractors, and James Ryan, secretary of the District 
Sheet Metal Workers’ Union, were 


Council of the 


guests of honor. Mr. Seabrook spoke on the valu 
closer relations between employer and employe. 





PATENTS SHEET METAL BENDING MACHI\E. 


Charles T. Tarpenning, Indianapolis, Indiana 
signor of one half to Bertsch and Company, | 
bridge City, Indianap 
has been granted U: 
States patent rights f 
sheet metal bending mac 
described in the folloy 
under number 1,127,109 
a bending machine, the c 
bination with 
frame, of a templet arranee 
in said frame, a pressure ba: 
arranged beneath and 
holding the metal 











the ma 


sheets 
against the templet, means for moving said pressur 
bar into contact with said templet, means for regu 
lating the movement of the pressure bar toward tli 
templet, a pair of swinging jaws arranged to co-0 
erate with said templet, toggles for the jaws, meat 
for changing the position of the jaws with respect | 
the toggles, and means for actuating said toggles. 
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NEW DESIGNS IN CELLAR CHUTES. 





The new Marvel cellar chute which is shown in th. 
accompanying illustrations differs from the ordina1 
device of thi: 
character, 
is built on th 
theory that th 
object of a win 
dow chute is no 
to furnish a ver 
makeshift 
ance to the coa 
heaver, but rathe: 
its object is to 
protect the build 
For this reason, the Marve 
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Marvel Cellar Chute Closed for Safety. 
ing in which it is built. 
cellar chute has two wings which swing out agains' 
the wall on each side 
and a door which 
opens up and pro 
tects the — siding 
above the 
tion. These 
~ fold in and when th« 
; door swings down 
into place it locks 
automatically, an 
can be opened onl) 
‘ y from the inside, and 
“T= Wey x if desired can be 
Sate ES TCNAY Mey equipped with 2 
chain and pulley fo: 
operating the latch 
The Interstate Manufacturing Company, Oskaloosa. 
Iowa, who make the Marvel cellar chute, will be glad 
to give dealers any information they may wish, and 
will be glad to quote prices on request. 
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PATENTS ISSUED FOR SAP RECEPTACLE 
AND CAN HEAD FEEDER. 


tents have been granted and assigned to The 
erican Can Company, New York City, for a one 
piece folded sheet metal sap 
receptacle and an automatic 
feed for sheet metal can heads 
under numbers 1,126,121 and 
1,126,194. 

Number 1,126,121 which 
has been Assued to Charles 
Stollberg, Toledo, Ohio, is de- 
scribed as follows: A long, 
deep, narrow, one piece, fold- 
ed sap receiving receptacle of galvanized sheet iron or 
steel, comprising a sheet steel member having integral 
bottom, upright sides, flaring ends and integral angle 
folds, and having sharp folds in the sheet meta! at 
the joints of said members and sharp twists in the 
sheet metal at the apex of the angle folds and bottom 
corners of the receptacle, said sheet steel member be- 
ing provided, throughout its corners, bends, twists and 
angle folds as well as elsewhere of its surfaces, with 
an extraordinarily thin, dense, bendable and non-flak- 
able spelter or galvanizing coating, substantially as 
specified. 

Number 1,126,194 which has been granted to 
Charles W. Graham, Huntington, New York, is de- 
1,126,194 scribed as follows: In a device 
for feeding articles, an article 
holder adapted to hold articles 
in a nested position, rotary 
separating, supporting and 
ejecting devices located at ap- 

ses" proximately diametrically op- 
posite points adjacent to said article holder, movable 
retaining devices located at approximately diametrical- 
ly opposite points adjacent to said article holder, said 
retaining devices being positioned to allow the articles 
in the holder to rest at a predetermined distance in ad- 
vance of the supporting surface of the rotary sep- 
arating devices to thus permit the separating device to 
enter between one or more articles and eject same 
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from said holder. 
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PITTSBURGH SHEET METAL CONTRACTORS 
WILL CELEBRATE TENTH ANNIVERSARY 
OF NATIONAL ASSOCIATION 
FEBRUARY 22. 





The Pittsburgh Association of Sheet Metal Contrac- 
tors will celebrate the tenth anniversary of the Na- 
tional Association of Sheet Metal Contractors on 
\londay evening, February 22d. The members and 
their ladies will assemble in Black’s Dining Hall, 628 
Liberty Avenue, to enjoy a banquet and speeches, to 
be followed by readings, vocal and violin solos. Wil- 
liam D. McIlroy of J. D. McIlroy and Sons will de- 
liver an address on “The National Association and 
What It Has Accomplished.” William F. Angermeyer 
t W. F. Angermeyer and Company will speak on the 
‘Local Association and Its Accomplishments.” Clif- 
lord B. Connely, Dean of the Carnegie Technical 
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School of Applied Science, will also speak. The 
tickets are $2.00 per plate. Tickets can be secured 
from Secretary J. D. Riley, 2625 Sarah Street, Pitts- 
burgh. 
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OHIO SHEET METAL CONTRACTORS 
ORGANIZE. 








The Ohio Master Sheet Metal Contractors’ Associa- 
tion was recently organized at Columbus, Ohio. 

Wm. E. Lamneck and W. J. Kaiser, of Columbus, 
arranged for a room at the Virginia Hotel, where in- 
formal business sessions were hold on Thursday, Jan- 
uary 28th, and numerous discussions were indulged in 
concerning plans for forming a state organization. 
The preliminary work during the day aided materially 
in shortening the final night session, at which time the 
formal election of officers took place. 

At 6:30 in the evening a banquet was served at the 
Columbus Builders’ & Traders’ Exchange, which was 
attended by the following guests: Wm. E. Lamneck, 
Geo. E. Snyder, F. G. Mirick, W. J. Kaiser, W. C. 
Hilliker, J. M. Blackwood, W. G,.Kleinlein, J. O. A. 
Bennigus, D. Munkel, W. Blaksten, W. D. Weaver, 
Geo. Volkwein, Geo. Ripple, J. Stewart, E. Ogee, and 
John N. Schulling, of Columbus. Dayton was repre- 
sented by W. E. Scott, F. J. Hoersting, J. B. Fast, A. 
FE. Faunce and Claude McSherry, and Cincinnati by 
John Weigel and C. L. Smith. The Cleveland dele- 
gation included W. J. Birmingham, Geo. Thesmacher, 
M. A. Reister and E. F. Boehm. Clayton Murphy 
registered from Toledo and M. B. Armstrong from 
London, Ohio. National Vice-President J. J. Dalzell 
represented Youngstown. James A. Daugherty, Nash- 
ville, Tennessee, ex-president of the National Associa- 
tion of Sheet Metal Contractors, was present as the 
guest of honor. 

After the banquet a business meeting was called in 
the front parlor of the Exchange by Wm. E. Lam- 
neck, who was selected as temporary chairman. The 
election of officers first occupied the attention of those 
presert, and the following members were chosen to 
serve during the ensuing year: President, George E. 
Snyder, Columbus; vice-president, F. J. Hoersting, 
Dayton; secretary, W. D. Weaver, Columbus, and 
treasurer, Clayton Murphy, Toledo. 

Upon motion President Snyder was empowered to 
name a board of trustees, and his selection was as fol- 
lows: John Weigel, Cincinnati; George Thesmacher, 
Cleveland; J. J. Dalzell, Cleveland; A. E. Faunce, Co- 
lumbus, and M. D. Armstrong, London. 

James A. Daugherty, former president of the Na- 
tional Association of Sheet Metal Contractors, and a 
prominent member of that association, was called on 
for a speech. His remarks were confined principally 
to the advantages that would result in closer co-opera- 
tion between sheet metal contractors. He _ strongly 
urged affiliation with the National Association, but 
called attention to the fact that the national body was 
composed of, and suppored by, individual members 
and state associations throughout the country, and that 
reciprocal relations were necessary for the success of 


all concerned. 
John Weigel, a prominent hardware merchant and 
sheet metal contractor of Cincinnati, urged the new 





54 AMERICAN ARTISAN AND HARDWARE RECORD 


organization to give its support to the national organ- 
ization. He cited instances where co-operation had 
been of much benefit to him in his business, one of the 
principal of which was that he no longer considered 
his competitor a man with horns and a forked tail, 
but just a simple human being who was willing to join 
in any movement for the betterment of the trade. 

M. D. Armstrong, of London, Ohio, made a few 
pertinent remarks on the subject of competing with 
an ignorant contractor. He intimated that this human 
failing was not congned either to the manufacturing 
or contracting departments of any business firm and 
that a campaign of education would be of great benefit 
to everyone concerned. It was his belief that organ- 
izations of this kind would greatly aid its members, 
and indirectly be of great benefit to members’ custom- 
ers in the resultant improvement in all contract work 
from a free interchange of experiences and sugges- 
tions on different kinds of jobs. 

The past experiences of George Thesmacher, of 
Cleveland, in organization work in different commer- 
cial associations enabled him to give many valuable 
suggestions. 

At the suggestion of Mr. Thesmacher the dues of 
the new association were fixed at $1 per annum, sub- 
ject to change at the next general meeting, which will 
be held at Dayton, Ohio, June 3d. 


SECURES PATENT FOR FIRE RESISTING DOOR 


Thomas Lee, Cincinnati, Ohio, has obtained United 
States patent rights under number 1,126,794 for a 
fire resisting door described in the fol- 
lowing: A fire resisting door compris- 
ing body forming material, which mate- 
rial is faced with sheet metal panels and 
the edges of which panels are shaped to 
form elongated tubular sheaths on the 
face side of these panels, superposed 
frame parts to sustain the body forming 
material and the panels, the frame parts 
having grooves on their inner sides oc- 
cupied by said sheaths, and independent 
molding strips fitted against the face 
side of the panels one for each of the 
angles where the panels meet the inner 
edges of the frame parts, said molding 
strips having flanges and being held in 
position by these flanges when occupy- 
ing said tubular sheaths in a deflected 


1,126,794 

















condition. 
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LETTER CAMPAIGN TO SECURE LARGE 
ATTENDANCE OF SHEET METAL 
CONTRACTORS AT ANNUAL 
CONVENTION. 





The committee in charge of arrangements for the 
annual convention of the National Association of 
Sheet Metal Contractors which is to be held June 7 
to 11 in Denver, is planning a letter campaign to sheet 
metal contractors who are not members of the Asso- 
ciation, in order to insure their attendance at the Con- 
vention. H.W. Michael, treasurer of the Association, 
is chairman of the Denver Committee. 


SHEET METAL CONTRACTORS OF ILLIN¢ 
CITIES ORGANIZE. 


Edwin L. Seabrook, secretary of the National A: 
ciation of Sheet Metal Contractors, who has kx 
spending the past few weeks in Illinois and Wiscon 
was in Rockford, Illinois, on Saturday, Febru 
sixth, and assisted in organizing an association 
sheet metal contractors there. The officers are: Pr« 
dent, R. J. Moscrop; vice-president, Alfred Mart 
treasurer, F. A. Norman; secretary, W. F. McGui 

On Monday, February eighth, Mr. Seabrook hac 
meeting at Ottawa, Illinois, at which practically 
the sheet metal contractors were present. A perm 
nent organization was perfected with the following 
officers: President, Joseph Pearson; secretary, David 
Refiohr ; treasurer, W. C. Paisley. 

Wednesday was spent in La Salle and Peru, Illinois, 
and a meeting has been called for Monday, February 
15th, at which time a permanent organization will be 
formed. 

At all these places Mr. Seabrook spoke and illus 
trated his remarks with the Chart of Cost of Doing 
3usiness. He will spend the week of February 15th 
in Indiana and Ohio and will attend the meeting oi 
the National Warm Air Heating and Ventilating As 
sociation in Cleveland, Wednesday, February 17th. 





LEADING COPPER PRODUCING STATES. 


Arizona continued in first place among the copper 
producing states, but had a notably decreased output. 
The blister copper production for 1914 will probably 
not exceed 380,000,000 pounds, compared with 404,- 
000,000 pounds for 1913. The production from Mon- 
tana was the smallest for many years and probably did 
not greatly exceed that of 1898, which was 206,000,000: 
pounds, the smallest output made by the state since 
1895. In 1913 Montana produced 285,700,000 pounds. 
Michigan, with a production of about 160,000,000 
pounds, made a slight gain over the 155,700,000 
pounds produced in 1913, but was still much below the 
normal output for the state. Utah shows but little 
change from the 148,000,000 pounds produced in 1913. 
The. production from Nevada decreased from the 85,- 
200,000 pounds in 1913, and probably will not greatly 
exceed 60,000,000 pounds for 1914. New Mexico 
made an increased production of probably about 1o,- 
000,000 pounds over the output of 50,196,000 pounds 
in 1913. California shows a decrease of several mil- 
lion pounds from the production of 32,492,000 pounds 
in 1913. The production from Alaska shows but 
slight decrease from the 23,423,000 pounds produced 
in 1913. The output for 1914 is estimated at 20,850,- 
000 pounds. Tennessee shows a small decrease from 
19,489,000 pounds in 1913. 
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LIVE TO SERVE. 


Do things for others. Help them when you can. 
When you learn anything that you feel will add to 
their happiness, pass it on to them. God knows there 
is too little passing on. 
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NOTES AND QUERIES. 


ADDRESS OF AMERICAN LOCK NUT COMPANY. 
m Davis and Johnson, Downs, Kansas. 
<indly give us the address of the American Lock 
‘ut Company in Illinois. 
\ns.—Oregon, Illinois. 
SURVEYORS’ CHAINS. 

From Wood and Bailey, Winfield, Iowa. 

Please tell us where we can obtain surveyors’ chains. 

Ans.—Eugene Dietzgen Company, 166 West Monroe 
Street; Keuffel and Esser Company, 516 South Dear- 
born Street, and Chicago Steel Tape Company, 6229 
Cottage Grove Avenue, all of Chicago. 

FARM LANTERNS. 

From Albert Batchelor, Melbourne Ridge, Quebec, Canada. 
Please tell me who makes farm lanterns. 
Ans.—Berger Manufacturing Company, Canton, 

Ohio; Buhl Stamping Company, Detroit, Michigan; 

Defiance Lantern and Stamping Company, Rochester, 

New York; R. E. Dietz and Company, New York City ; 

Standard Oil Company, New York City; Simmons 

Hardware Company, 9th and Spruce Streets, St. Louis, 

Missouri; Stillman Safety Lamp Company, 68 Murray 

Street, New York City, and Warren Stamping Com- 

pany, Warren, Ohio. 

SLATE DEALERS. 

From H. E. Schaetzke and Company, 785 Seventh Street, Mil- 

waukee, Wisconsin. 

Can you give us the addresses of slate dealers who 
ship slate from Chicago? 

Ans.—Davis Slate and Manufacturing Company, 
608 East 4oth Street, Chicago, Illinois, and Mac- 
Lellan-Rohrman Company, 21 East Van Buren Street, 
Chicago, Illinois. 

MARTIN FISHER VENTILATOR. 

From the Pekin Hardware Company, Pekin, Illinois. 

Kindly tell us who can quote us prices on the Martin 
Fisher Ventilator. 

Ans.—Martin Fisher and Sons, Buffalo, New York. 

RAND CENTERING TOOL. 

From Wernicke and Schmitz, Manitowoc, Wisconsin 
Please inform us where we can get the Rand cen- 

tering tool. 

Ans.—The company which manufactured this tool 
has been out of business for many years but their 
stock is reported to have been purchased by Orr and 
Lockett Hardware Company, 14 West Randolph 
Street, Chicago, Illinois. 

“FULLERS” HOUSEHOLD BRUSHES. 
From John H. Farquharson and Company, 180 North 
Dearborn Street, Chicago, Illinois. 

Please tell us who manufactures the Fullers house- 
hold brushes. 

Ans.—Fuller Brush Company, Hartford, Connecti- 
cut. 

CONTRACTING AND EXPANDING METAL. 

From George Dumproff, 5 North Bond Street, Mount Ver- 

non, New York. 

Kindly inform me where I can obtain a metal that 
will expand and contract with a very few degrees of 
heat, 


Ans.—This metal is called nickel steel and the Cru- 
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cible Steel Company of America, 654 West Washing- 
ton Street, Chicago, Illinois, can quote you prices on it. 
“BENJAMIN'S FRICTION SCREW DRIVERS. 
From John H. Farquharson and Company, 180 North 
Dearborn Street, Chicago, Illinois. 
Who manufactures the Benjamin’s Friction screw 
drivers? 
Ans.—Benjamin Sellar Manufacturing Company, 
Chicago, Illinois. 
ROUND GALVANIZED CONDUCTOR PIPE. 
From J. H. 
Illinois. 
Kindly tell me where I can get round galvanized 
conductor pipe which is threaded to screw together. 
Ans.—Weil Brothers, 641 West Lake Street, Chi- 
cago, Illinois. 


3edford, Post Office Box 697, Bridgeport, 


ROBINSON BRAKES. 
From Myron M. Lehman, 504 Spring Street, Elgin, Illi- 
nois. 

Can you give us the address of the firm manufac- 
turing the Robinson Brakes and also tell us who han- 
dles them in Chicago? 

Ans.—J. S. Robinson Manufacturing Company, 
3282 Spring Grove Avenue, Cincinnati, Ohio, manu- 
facture the brakes and John Johnston and Company, 
311 West Lake Street, Chicago, Illinois handle them. 

“EDWARDS” KEYLESS ROD LOCK. 
From John H. Farquharson and Company, 180 North 
Dearborn Street, Chicago, Illinois. 

Please tell us who makes the Edwards Keyless Rod 
Lock. 

Ans.—Edwards Manufacturing Company, 545 Eg- 
gleston Avenue, Cincinnati, Ohio. 

TIN BOXES. 
From H. Churchill, Centralia, Washington. 

Kindly advise where | can get tin boxes with hinge 
hasp and cover. 

Ans.—A. C. Barler, Manufacturing Company, 58 
West Lake Street, Chicago, Illinois, and Sullivan-Gei- 
ger Company, Indianapolis, Indiana. 

“FRAIMS KEYSTONE PAD LOCKS. 
From John H. Farquharson and Company, 180 North 
Dearborn Street, Chicago, Illinois. 
Who makes the “Fraims” Keystone pad locks? 
Ans.—E, T. Fraim Lock Company, Lancaster, Penn- 


sylvania. 

sdiitailitet 
The Fox River Cornice Works, Green Bay, Wiscon- 
sin, is erecting a 50x60 feet addition to its factory. The 
new section will be equipped with machinery for the 
manufacture of roofing, which, together with the main 
plant will give the company a floor space of 9,000 
square feet. Beginning with February Ist, the com- 
pany has ordered one carload of galvanized iron to 
be shipped from Pittsburgh each week for eight con- 

secutive weeks. 
psinotetetdssnceplaataendei 
Make up your mind that hereafter you will help 
your competitor whenever you can. That you are not 
going to “knock” him any more, for you want to cul- 
tivate his friendship. And that you are going to help 
boost the town because in doing so you will benefit 
yourself as well as your fellow merchant. In all, you 
are going to try to do everything that is for the bet- 
terment of the town in general. 
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GENERAL FIRMNESS CHARACTERIZES 
METAL MARKET. 

The metal market during the past week has not 
been featured by such decided advances as were 
shown during the two weeks previous but there is 
still an upward tendency in practically all metals. 
While railroad buying continues in a conservative 
way and thus doesn’t excite a great deal of noise, the 
total orders placed since January, 1915, amount to 
many millions of dollars and still larger sums will 
be spent on orders now pending. In the machinery 
market, foreign business continues to be responsible 
for a very large share of the activity, but orders from 
railroads have been a factor of some importance dur- 
ing the week. Some of the large steel companies 
have also entered this market and made considerable 
purchases. A Brooklyn concern has placed orders 
for more than one hundred lathes and it is said that 
manufacturers of lathes in the central part of the 
United States 
them busy for several months. 

The United States Steel Corporation in its report 
of unfilled orders shows a decided improvement with 
an increase of more than 411,000 tons for the month 
of January which, with the exception of December, 
is the largest increase shown since September 30, 
1914, and the total of unfilled orders on January 3Ist 
is the largest since April 30, 1914. 

Steel mill operations are now on an average of 60 


now have contracts on hand to keep 


percent of capacity which is an increase of 5 per- 
cent since February 1st. It is also worthy of note 
that the United States Steel Corporation has put 
fourteen furnaces which were idle on January Ist on 
the active list. 

Bradstreet’s 
underlying tendencies denote progress, with indus- 


review of the trade says: “Though 
trial operations slowly expanding, the situation in 
purely commercial lines displays some irregularity, 
amounting in fact to reaction at markets heretofore 
relatively busy. Lest too much importance be at- 
tached to this aspect of affairs, it should be stated 
that the setback noted at some points has been some- 
what offset by forward strides at Southwestern cen- 
ters, where spring trade has opened rather auspi- 
ciously, and on the whole the evidence seems to indi- 
cate creeping progress, with sentiment as to the fu- 
ture more optimistic than actual orders are promi- 
nent.” 
STEEL. 

The market on steel bars is firm and specifications 
are coming in freely on a basis of 1.29 cents f. o. b. 
Chicago for February delivery with $1.00 per ton 
higher for March and $2.00 per ton higher for the 


second quarter. While new business is coming in at 





a fair rate, there is, however, no sign of any larve 
buying movement. Pittsburgh prices are also fi 
with 1.10 cents base on bars, shapes and plates 
immediate delivery, 1.15 cents through March 
.20 cents for second quarter, and there is consid 
able talk of an additional advance of $1.00 per t 
ever those figures shortly after April Ist. 


COPPER. 

The copper market has been rather quiet since t! 
buying movement of the latter part of January ani 
the first week of February. Domestic consumers <i 
not seem to take any active interest in the marke: 
and the demand for export has also slowed down 
Under the the quotation of 143 
cents for Electrolytic must be considered as a nom 
inal figure and probabilities are that until the situa 
tion clears and results of the increased production 
become more evident, the market is likely to remain 
inactive. Should the uncertainty as to delivery oi 
foreign orders be cleared up, there is little doubt that 
the present price will be maintained, but if conditions 
in this regard are not settled in the very near future, 
there may be a decided let-down in prices. This, 
however, is all problematical and the consumer who 
is not covered at the present time may not gain by 
waiting. The New York Metal Exchange quotes the 
following net cash prices in quantities of 25 tons: 
Prime Lake, 14.50 to 14.75 cents; Electrolytic, 14.50 
Casting, 14.00 to 14.25 cents. 


circumstances, 


to 14.60 cents; 


TIN. 

The market on pig tin is lower by about ™% cent a 
pound than the prices quoted February 6th. In New 
York, the demand is quiet and indications point to- 
ward rather poor deliveries for February. The New 
York Metal Exchange quotes for 5 ton lots delivered 
in warehouses: 36.45 to 37 cents. Chicago prices 
have also gone down, the new figures being 34 cent 
Pig tin is quoted at 40 cents and bar tin at 
Solder prices have declined 1% cent being 

XXX Guaranteed, % & %, 23% cents: 
No. 1 Plumbers, 


lower. 
41 cents. 

as follows: 
Commercial, % & %, 2134 cents; 
20% cents. 


WIRE PRODUCTS. 

Wire products were advanced by the largest inter 
est in this market on February toth. The advance 
is $1.00 per ton, making the new price to jobbers in 
carload lots 1.40 cents for plain wire, 1.80 cents for 
galvanized wire and 2 cents for galvanized barb wire. 
There has been quite an increase in specifications on 
contracts and the mills are operating on practieall) 
full capacity. The opinion that owing to the unusu 
ally high price of spelter, the differential for galvan 
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wire will be increased but so far no one has 
the advance. 
SHEETS. 

akers of galvanized sheets now claim to have 
the situation fairly well under control but are selling 
nly in limited quantities for immediate specifications 
and shipment. The usual quotation is 3 cents for 28 
cauge galvanized sheets. Black sheets show a slightly 
frmer tone while the blue annealed sheets are still 
available at 1.30 cents for immediate delivery but 
orders for second quarter delivery are held at 1.40 
cents, all prices f. o. b. Pittsburgh. Mills are operat- 
ing at nearly 60 percent of capacity which is the 
highest rate since the war started. Some of the plants 
located in the district affected by the Ohio River 
foods have been forced to close down but will open 
up as soon as conditions allow them to do so. 


SPELTER. 

The spelter market continues on the upward grade 
on a basis of 8.12% cents, New York, and 8 cents 
for East St. Louis. Buyers in the Joplin, Missouri, 
district are endeavoring to secure ore far enough 
ahead to check the steady advance if possible. A 
year ago, $45.00 per ton was a fair price for high 
grade sulphide ore while at the present time $71.00 
is being paid. Production has fallen short every 
month of the active demand since the war began and 
no one seems to be able to judge when the market 
will stop. The Chicago price on spelter has been 
advanced ¥ cent, the new quotation being 85¢ cents 
per pound. Sheet zinc has also gone up, this time 
$1.00, the new figures being $11.50 for cask lots and 
$11.75 to $12.25 for less than cask lots. 





PIG IRON. 

There is not a great deal of change to be noted in 
the pig iron market, but among consumers there 
seems to be a more cheerful sentiment and most sell- 
ers are of the opinion that there is a little betterment 
in the general average of foundry operations. There 
have been some inquiries for business extending into 
third and fourth quarters but these are not being 
considered seriously by producers and probabilities 
are that no immediate orders will be placed in con- 
nection with these inquiries as producers are not 
anxious to obligate themselves under the present 
price conditions. While the Chicago price of $13.00 
ior Northern No. 2 foundry is still the usual quota- 
tion, this figure is being stiffened by makers paying 
greater attention to high silicon content than in the 
past and the determination to maintain the premiums 
for high silicon naturally results in a general stiffen- 
ing of the pig iron market. In some districts there 
is a little more activity but generally speaking, condi- 
tions in this branch of the metal market are not as 
-atisfactory as producers would like to have them be. 


CHICAGO. 
\o. 1 foundry, Northern, at furnace............ $13.50 
‘0. 2 foundry, Northern, at furnace........... 13.00 
\o. 3 foundry, Northern, at furnace........... 12.50 
ee ere 14.00@14.25 
o. 2 foundry, Southern ......................- 3.50@13.75 
D SGUmEry, BOMNNOE ...........002...- 13.00@13.25 


‘tay forge, Sepang NI a am 13.00 
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ER are 5S taka cant aire © alls dike sn syriek, wae oe 13.00 
Eee MONIOT CURTOGEE. Fo... 5. nos ccc wc cee ee ce 15.75@16.75 
PITTSBURGH. 
RS en re 
tick bias th, . ox psiaeld ase Hains te0es 13.45@13.70 
ee we oa cae el Err emrrritmy Fk 
ES 00-8 cne a cian We manne waale 40 eu’ 13.45(@13.65 
eS sy dix Sv. hg de cnn HON URES wee cmne 13.70@13.95 
Ee os, i ois 5 sy'n dee Reema ee ee 6 14.30 
IE. PLEX, ics dp GdU Deb va bake waa’ 13.30 
BIRMINGHAM 
ee 2” a er Vialschecitin = oc ke ee a oe 
eT ae ae a ee aie Oye aa ad 9.50@ 9.75 
No. 3 foundry SRN ESO ok Fd wows as 9.00@ 9.25 
CUE EIS once sw caciw es Lede am aiceteae tern <. » SO eee 


Rogers, Brown and Company’s market report, Cin- 
cinnati, Ohio, February 12, 1915: 

Conditions continue to show improvement, and, while the 
local iron market is quiet, there is no lack of indications that 
responses made to general conditions elsewhere will be forth- 
coming. There has been some fair inquiries and one or two 
good-sized purchases, but nothing of a broader awakening. 
The week has produced some excellent business in New York 
and Philadelphia territories ; heavy purchases of Southern iron 
are reported as being made by pipe works and others using 
lower grades, of which there has been a surplus on some fur- 
nace yards. Iron is moving steadily and in larger volume 
from furnace stocks. 

The advance in some steel shapes indicates confidence, and 
higher prices in other lines are but further evidence of what 
has been hoped for and may be imminent. 

January saw an increase in the production of pig iron and 
activities in both steel making and merchant furnace operation. 
However, the January production is, with the exception of 

Pe 
last November and December, the lowest production on record 
since November of 1908. 

The general coke market is quiet. This is also true in the 
Cincinnati district. Production and shipments are increasing, 
due to increase in furnace operation, and there are several 
thousand more ovens in operation in the Connellsville field 
alone than there were at this time in December. 

be . ™ 2) 7 
Matthew Addy & Company’s Market Report, Cin- 
cinnati, Ohio, February 12, 1915: 

There has not been any bad news this week. This in 
itself is a refreshing change to the iron trade. But this merely 
negative statement is only half the truth, for all the develop- 
ments of the week have been good. It is as though through 
the long and weary watches of the night we had been waiting 
for the dawn and in the East there was a gleam upon the hori- 
zon. It looks as though the morning of our hopes might 
be coming. 

In the first place, there is a better tonnage going to the 
steel mills. All of them are doing a little more than was the 
case a fortnight since. This is reflected in the increasing order 
list of the Steel Corporation. The foundries are getting more 
work. It is particularly noticeable that the foundries doing 
light work are really busy, some of them being actually 
rushed. Those making a specialty of heavy castings are not 
so fortunate, but there is an improvement even with them. 

There has been more buying of pig iron. Orders are 
coming in for all kinds of iron, not yet in large volume but 
certainly in larger volume than was the case in January. In 
whatever direction you turn you find that while things in 
the iron trade are bad enough they are not so bad as they 
were. Perhaps the best sign of the improved tone is the 
fact that there are more rush orders for pig iron and con- 
sumers are more insistent on quick shipment. Up to the 
present, pig iron prices are not higher but they are firmer. 
With one or two exceptions, there are no furnaces in the 
country that can live at prices now ruling, and there are many 
furnaces that are not attempting to meet competition: they are 
simply waiting until the tide has materially turned for the 
better. It is realized by everyone that conditions are all 
shaping themselves for a radical improvement. The menace 
of foreign iron is removed; in fact, Europe as soon as peace 
is declared and shipping rates become normal will be clamor- 
ing for our iron; both finished and unfinished. And here at 
home is in sight a tremendous expansion in demand. The fu- 
ture is full of promise—no other interpretation of the situation 
is possible. 
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Current Hardware and Metal Prices. 
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METALS. 


FIRST QUALITY BRIGHT 
PLATES. 


1x 
Ixx 
IXxxX 


oe 20 


COKE PLATES. 


Cokes, 180 Ibs 
Cokes, 200 Ibs....... 
Cokes, 216 lbs 
Cokes, 270 lbs 


PIG IRON. 


Northern Fdy., No. 1 
Northern Fdy., No. 2 1 
Northern Fdy., No. 3.......... 14 
Southern Fdy., No. : 
Southern Fdy., No. 2 
Southern Fdy., No. 3 
Lake Sup. 
alleable 


per 100 Ibs. $1 

. per 100 lbs. 2 
No. 14....... ooeaie per 100 lbs. 2 
per 100 lbs. 2 


ONE PASS COLD ROLLED BLACK. 


a oe 20. per 100 lbs. $2 15 
per 100 lbs, 2 20 
per 100 lbs. 2 25 
per 100 lbs. 2 30 
per 100 lbs. 2 35 


GALVANIZED. 


per 100 Ibs. eB 75 
3 os 
3 20 
3 35 
3 50 
3 80 


per 100 Ibs. 
per 100 Ibs. 
per 100 lbs. 


per 100 Ibs. $4 55 
per 100 lbs. 4 65 
475 


per 100 lbs. 4 85 


STEEL. 
Per 100 lbs 


SMOOTH 


Wood's Smooth, No. 
Li) oe No. 


PATENT PLANISHED SHEET 


IRON. 
Patent Planished Sheet Iron, 
100 Ibs $9 1 


PATENT PLANISHED SHEET 
STEEL. 


Dickey Planished Sheet Steel 


SOLDER. 
XXX Guaranteed 4 &4..perlb 23}c 
Commercial § & §......... ‘* 21%¢ 
No. 1 Plumbers 


In Slabs. 


Cask lots 


Less than Cask lots...$11 75 to 12 25 


COPPER. 
Copper sheet, base. ... 


National (White) brands Gn less 
than 100 fb. lots), per Ib 


Sheet. 
Full coils 
Cut coils. 


per 100 Ibs. $6 20 
per 100 Ibs. 6 25 


ALUMINUM. 


5 | Carload lots. 


No. 4 Pure Ingot 
Shee 


mbs 
ee edb ensnedeouee 


AMMUNITION. 


Caps, Percussion——per 1,000. 
4 be Waterproof, 1-10s 


Shells, Loaded— 
Loaded with Black Powder 
Loaded with Smokeless Power, 
medium grades & 5% 
Loaded with Smokeless Powder, 
high grade 40 & 10 & 10% 


Winchester: 
Smokeless Repeater Grade..40 & 5% 
Smokeless Leader Grade 40&10&1 0% 
Black Powder 40% 


Gun Wads—per 1,000. 
Winchester Gun Wads 


Powder. 
DuPont's Sporting, kegs 
aoe 


keg 
DuPont’ s Canisters, 1- ‘be. 


Smokeless drums.. 

“ _ 
“ ot | S 
“ }-k egs.. 3 
- canisters 


Shot. 
Drop”*shot, sizes smaller than 
B 25-Ib. bags, per bag.. . $1 7 
Drop*shot, B and larger sizes, 
25-tb. bags, I~ bag 
Buck shot, 25 bags, per bag 1 
Chilled shot, 25-fb. bags, 1 


ANCHORS. 


Expansion Screw Anchors 


ANVILS. 


Trenton, 70 to 80 lbs 


ofc per Ib. 
Trenton, &3 te 150 Ibs......9 


¢ per Ib. 





ASBESTOS. 


-193c Board and Paper..... «s+ +-$3 00 Cwt 


AUGURS. 
Boring M achine 


Hollow. 


Bonney’ 
Stearns, No. 3 


Post Hole. 

Digwell, 8-inch 
Iwan’s Post Hole and 
Vaughan's, 4 to 9-in. 


r doz.12 50 
ell... 40% 
. per doz. 6 60 


Ship. 
Ford’s, with or without screw. . 
Snell's 


.50 
40-5% 


AWLS. 
Brad. 


No. 3 Handled per doz. $0 40 
No. 1050 Handled... . a6 95 


Shouldered, assorted 1 to 4, 
3 60 
7 


Peg. 
Shouldered 
Patent 


Scratch. 
No. 1 handled i 
No. IS, socket han’ld. per | doz. 
No. 7 Stanley 


AXES. 
Boy's Handled. 


Lippincott, 3 tb 
Marshall Falls City... 


Broad. 


Plumbs, West, Pat 
an. P 
43 Firemen’s (handled), 
row doz.$19 00 


Plumbs, Miners’ (handled) *“* 9 00 


Single Bitted (handled). 

Blood’s Champion 

Blood’s Dull Finished 

Rough Rider 

Ni 75 
Perfect Premier, Forest Clipper 10 00 


Single Bitted (without handles). 
Blood’s Champion 

Blood’s Dull Finish 

Rough Rider. 


Double Bitted (without handles). 
Blood’s Champion, 3} to 44 Ibs. 
per, doz. il .* 


Perfect Premier #4 1 
The above prices on axes of 3 to 4 lbs. 
are the base prices. 

34 to 44 Ibs. advance 25c. 

4 to5 Ibs. advance 50c. 

43 to 54 Ibs. advance 75c. 


BAGS, PAPER NAIL. 


Pounds..... 1 


0 16 20 25 
Per 1,000...$2 50 375 450 500 


BALANCES, SPRING. 


Pelouze 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 25 


BASKETS. 
Clothes. 
Small Willow 
Medium “ .... 
Large 


7 00 
8 75 
a 10 50 


1 bu. 1$ bu 


er; doz. 








4 bu. 
$3 50 5 00 


Galvanized Iron. 


Per doz 675 


Carpet. 


Farm, Ibs... 
Each 


BEATERS. 
Pe joa 
No. 13 Tinned Spring Wire... * 


No. 11S Wire co; 
No. 10 Preston pered. 


Egg. 


No. 50 Imp. Dover.. : 
No. 102 ‘tinned... 
No. 150 “ * hotel... 
No. 10 Heavy hotel tinned... 
No. 3 “ “ P 


No. 
No. 18 “ * “ 


BELLOWS. 


| Be TEE ty eee 659, 
Hand. 


12-inch 


Call, 


3-inch Nickeled Rotary Bell, 
Bronzed b per doz. $5 00 


New Departure Automatic. . 


$n. Old Cc Bell 
-in opper Be 
-in. Old Copper Bell, mer . 
-in. Nickeled Steel Bell. 
Shin, Nickeled Steel Bell. 


Hand. 


Hand Bells, polished 
Thite Metal 


Miscellaneous. 
00 | Church and School, steel alloy... 


50% 


40 50 75 = 10 
$190 240 355 475 


BEVELS, TEE 


00|Staniey’s, rosewood handle, wal 
Stanley's iron handle.......... .. Nets 


BINDING, OILCLOTH. 


Extra Double Spur..... 


70& 
achine.. . .40&10 
50 


xXpansive 65% 
* Small list, $22 = 25% 
“Large “ 


in C 
Ford’s Ship Auger pattern 
RAP. c's becddcves avepebewiee 


Countersink. 


No. i8 Wheeler’s.. 

No. 2 

Asmerican Snailhead.. 
en 


-fayh doz. $1 


— et ee te 
SSsSysts 


Mahew’ rm a 


Dowell. 


Russell Jennings. 


Gimlet. 


Standard Double Cut 
——— Pattern 


enning’s Square 
— dard Square 
American Octagon... 


Screw Driver. 


No. 7 Common 
No. 1 Triumph...... 








i 
Ect of 
a 
Fs 
& 


AMERICAN ARTISAN AND HARDWARE RECORD 











“KING, STOVE. 


B ers’. 
tandard, ¥ & I}-in........-+, 
tock Spring. .....+++sseeeee 





kSON S..s-eeeeees per rt doz. . $ 40 
mens s—No.6, 16, 26 & 045. 4 75|We 
Triumph....++--eeeeeeeeewe 3 50 

BLOCKS. 
Snatch. 
Wooden... .ccsccccssceces 
Steel... ccccscccccsescvoseses 
Tackle. 
Iron Strapped........-+++. 
Com. Steel...sccccssccvcsvces 
BOARDS. 
Stove. 
Wabash Crystal........- 
vane a BGM: ss sna 
Mosaic...... 
Wopesh Delft Enameled .. 
Wabash Art Inlay....... 
Wesk. 


No. 800, Brass King. 


No. 172, Our Best, (Soap saver 


BOBS, PLUMB. 


Carpenters’. 


Me...2, BOB. «.ceseds per doz. $0 


WO GA”. sasansees 
Ne: 6," ccunssnwas 
No. 3, Bell. ..sse kes 
Se SS Pee en 
No. 113, brass plated. 
No. N30, nickel plat’d 


BOLTS. 
Carriage, Machine, etc. 


Carriage, {x6 and sizes smaller 


and shorter. ..........+- 
Carriage, sizes larger and n° 
OF Cham G86. o's bcc cesses 
Machine, }x4 and sizes salir” . 
and shorter............. 
Machine, sizes larger and iong 
OF TU Is 5 bo gas 8 


Mortis, Door. 


O_o eer 
Gem, bronze plated............ 


Barrel. 


WON 56s ve kev salrs's 
Wrought, heavy........... 


Square. 


BORERS. 
Angular. 


Miller's Falls........ any doz. “4 phd 


Sill borers, No. 
Dung. 


Enterprise Mfg. Co.'s Ne wg Ret 4 


New Langdon vee eee 
SUMING, oP 5 Cinders Caeusicws 30 


Seaveras o0% cs cdee cee 


BRACES. 


Fray’s Genuine Spofford’s........ 
Nos. 66 to 146........... 5 


BRACKETS. 


Hay-Rack. 
Wenzelmann’s No. 1. per doz. $9 50 
No. 2. a 10 00 

Shelf. 


Clover Wrought Steel.......... 
Clover Folding................ 65 


BLADES, SAW. 


per gro. $4 75 
# 4 75 


BURRS, RIVETING. 
Copper Burrs only 


Tinners’ Iron Burrs only 


Wrought Brass (New List).... 
Wrought Steel, Japanned..... Wyte 





So 


(Lufkin R. Co.'s), per M 


ba 2h $18 50 27 50 Western Standard. 


ee a eee per pair, 30c 
ERG anb 0c eas.ad © : 34c 
10 | 6F— 83... eee. oan 
25 00) 6410-2... 0. “  38¢ 
Add 2c per pair for Hooks. 
Add 2c : for Twist Link. 
10 Wagon Stay Chains. 
SPOR] Inch... .. 2.06% a ts i 


CAN OPENERS. 


See Ammunition. 
CARPET STRETCHERS. 


Diamond, Regular 


Myers’ +s lover Leaf 


See Ammunition. 


Standard—Ball Bearing 


Per 100 ibs....$6 50 600 5 50 
afta CHALK, CARPENTERS’. 
EE ee per gro., 80c 
MEA, 200. 6 alate shale ko e+e ée 70c 
eee vs 60c 
Common White School 
Re eee 7 lle 
CHARCOAL. 
OE ee per bag, 95c 
CHECKS, DOOR. 
Blount. Winder tedete, wectasahe 040i DOG 
each, $3 85 NEM Geis a 6k % craccilaa ova. 0d 
ie CHIMNEY TOPS. 
4 00] Iwan’s Volcano. ................ 50% 
CHISELS 
Box. 
Ce 10 12 14 
Round, per ous 00 3.50 3 80 
Flat 400 500 550 
Cold. 
50&10% Good quality, § in. and 
60% RT per Ib., 13c 
Smaller size, per doz............ 
% | Socket, Firmer. 
RM drs oo cbidetedese 75&10% 


Phadiphia Plate, new list... ; 


60 
= Tanged, Firmer. 


CATCHERS, GRASS. 
per doz. $4 25 


CHAIN AND CHAINS. 


doz. pairs, $5 75 
With oer Snaps: a 5 00 


00 Bright Ox Chains. 
-in., $7 25; j-in., $5 45 per 100 Ibs. CLAMPS. 


Cable Coil Chains. 
Inch. . ss 3 ts 
Per 100 Ibe. $10,80 8 00 7 00 6 20); Steel Bar................ 250% 
0 6.00 590 5°75 5 65| Hose. 

1 1 





3 Yankee, for Yankee Screw 
— ere -- S@ 
10 00 CHURNS. 
Anti-Bent Wood, 
Gal. . ° o's os 5 7 
ee $3 90 460 4 85 
SS ae eee 65&74% 
Common Dash, 
3 25 ME haar ih sta ke 4 5 6 
2 85 Per doz.......$9 00 1000 10 80 
Union, Gal... 5 7 10 
Each...... $3 75 4 35 5 40 
Adjustable. 
pe 30% 
# | Carpenters’. 
; Sherman's, brass, ?-in., per “doz 42c 
5 55 5 55 5 65| Double, brass, }- in. : 90c 


Cable Log Chain 
r= mg 25c per 100Ib. on Cable 
oil. 


Coil Chains, German Pat. 


Tie-Out Chains. 
PNGA bea owen cwdac oun 70&5% 


10 | Zrace Chains. 


Socket, Framing (ee 50& 10% 


Choppers, See Cutters, Meat. 


CHUCKS, DRILL. 


Goodell’s, for Goodell’s Screw 
Drivers. . .per doz. $6 25 


Plain Tin, per gro$1 90 240 3 
Japanned Tin “ 300 350 425 
Lacquered Tin “ 360 420 4 80 














Saw Filers. 


Disston’s list, $30.00........... 30% 
Stearns’, No. 0, $3.50; No. 1. 
$11.50; No. 3, $5.00 doz. 
Wats, No. 1, $6.25; No.3, 
75. 


} lee ORS 2 Ae ae on 70% 
SG awd od 9:4 Bad 9.0.6 a be 44 6 
DOES NS a re te CLAWS, TACK. 
i Cast, wood hdle...... per | doz. 45@60c 
renee eet. eller Chsine Forged steel, wood hdle. $0 80 
ol Xe , 664%,| Solid steel. “ 1 06 
9 25 LL ee 65% Giant. s 56 
: os OE Ceca ay isacs acces e aoe 
German Machine Chain. Drain CLEANERS. 
eas ee ee ee 50% er ee CT eae ah 
Picture Chains. wan’'s Stationary........... 40&5% 
Wgreem, Soy, et, plain per den: OO): sone Bross, 3 ft... .per doz. $0 50| Pot 
Heavy Brass, 3 ft. PFU WGe oc cn ds codecs per doz. $0 7¢ 
Pump Chain. Side-Walk 
per doz. $2 40} Galvanized, per 100 Ibs...... OS OWE. - Dir ier. sc sites per doz. $3 25 
F so 2s DE ae ee eee 5% 
Safety Chain. 
a Bete sor orn oe ot 0 8a We 65% CLEAVERS. 
“saa . ul Family. 
fo | Sash Chain. (Morton's) + Beatty's, Inch 7 8 9 
Steel, per 100 ft. er doz..... $875 975 1075 
Die CeOR IIa AeRi saws oh eens i a ee per doz, $2 25 
TCE ob ben a 6.0 40d ceges 4 1 60} Butchers’. 
MOA ecsldinie weicais debe» i. bet re 25% 
Copper. 
SES ee 2 CLEVISES 
Nn Se ee ee eo a ne eeree 6c fb 
RE a aR ES 3 35 ‘ 
CLIPPERS. 
an $1 90@4 7§ 
30G,| 2H.---- eee cere eee cece eee 3 00 
POC eee eee eeeereseeseseses ‘oO Rennes a 9s BAe «on 4 50 CLIPS. 
Cable Sash Chains. Di aravia bie. gtd < sie <> ko 60 > 6 SO 
Ne anon cist’ dese wee cure 
$3.75] COPPET..-- essere eee eeeeee 25%| Standard............. per doz 70c 
Special Steel Loading ice THOY. . sees eee serene - 38¢e 
per lb. ‘c ON RONG sein dieiks scene es. oe 17¢ 
44c 100lbs.$16 00 13 %, 12 50 
as Phadead ne CLOTH 
8c | Stretcher Chains. Emery 
fs-in., $8 50; }-in.,$7 75 per 100lbs RM i a a 50% 
| eine eae atte 50% 


Hardware Wire—tull vdlls (100 ft.) 
2 to 3, incl., Galv.—in full roll.. $3 00 


4 and 5 Bee 0.4 ae 
SRN e 3 50 
Of ae . 4 00 


Screen Wire. 
12 mesh, painted, per 100sq.ft. 1 20 


COCKS AND FAUCETS. 


Compression Plain Bibbs......... 65% 


Revere Wane Cocks... . 2. ce cscs 65% 
Compression Hose Bibbs. . .50, 10&5% 
Telegraph Faucets (new list) . 5O8S% 
Racking Cocks (new list)......... 609 

Compression Lock C’ks (new list) . 60% 
—— s Brass Faucets......... 70%, 


le Plug Faucets, per doz.... $0 85 


Mi k Can Faucets, per doz.2 60—4 20 
Petroleum Faucets.............. 70% 


COLLARS, STOVE PIPE. 
Inches.... 5 6 7 


COMBS, CURRY. 


Nos. Per doz. Nos. Per doz. 

000 ....$0 37 299. $1 05 
11 ; 60 > oe 85 
15 1 90 . , on 
ae 90 Sge.5.0% 
ec .a Soe See 7 
Fates 80 1400.... 1 40 

COMPASSES. 
CN ha 556 o6 cst oetee eae 60% 
Pencil—Faber's....... per doz. $1 00 


COPPER—See Metals. 


COPPERS. 
"tear a ae 
Bb 5s syn tk Ras - tb. 32c 
th See ..29¢;2 tb. “  28¢ 
3 rand target... * 26c 
CORD. 
Picture. 
White Wire (new list)......... 85% 
Sash. 
Regal Brand.......... per tb. 35c 
Puritan Bese... oc x Sc 
CORKSCREWS. 

5 | Walker’s.... ; 334% 
Williamson’s Regular..... 40&10% 
Williamson's Forged Worm.......50% 

COTTERS, SPRING. 
All sizes (new list)............... 90% 
COUPLINGS, HOSE. 

RG Sale 50:60, 0.04 per doz. $ 100 
Brass Plated........... 29 85 
COVERS, WAGON—See Tents. 
CRADLES, GRAIN. 
Morgan’s Grapevine... per doz. $22 25 
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10 12 
‘"$1°90 210 225 265 


Common Axe Handle, per doz. $7 00 
Chain. 

Inch... 4&5 i Ye 4 

Pr 100 $7 60-8 10 975 1150 12 60 
Clothes Lines. 


Japanned. 
Galvanized 


Coat and Hat. 


eee per, doz. 22c@24c 
40c 


KNIVES. 


80% | Beet Topping. 


Malleable 

Wrought 
Corn. 

an, 


riveted, painted 


Gate. 

See Goods, Bright Wire. 
Grass. 

Common. Nos. 
1 70 
1 75 
2 50 
With plate per, doz. 50 
With screw. 45 


Lambrequin, or ‘Deseey, per .21c 
Picture...............50 7, @ 50810% 
Potato and Manure 664% 


Screw. 


(See Goods, Bright Wire.) 
Seat Spring per lb.543c 


HOOPS, TUB. 
per case of 3 doz. $2 25 


HOSE, GARDEN. 
‘pert 
rit 


Velvet, 3 ply-?” guar. ths . 74 

lipse —o 
Diamond “ ‘11 
Geneva, ‘ 13 
Illinois, = 16 


COTTON COV. RUBBER HOSE. 


High Grade-?’’-guar. press.400 Ibs. 11}c 


Special e ) * 300 “ or 
Leader “ nee oo 


HUSKERS. 


a doz. .$2 15 > 1s 
Brinkerhoff’s. 
Per gro 


See Metals.—First column. 


IRONS. 


Thelma. . 
Pinking 
Plane. 
Wood Bench 
Sad. 
Charcoai per doz. $11 00 
Common, polished, per 100 tbs. 3 75 
No. 70 Asbestos $1 20 net. 
No. 100 1 35 net. 
Common, nickel plated...... 5 25 
Chinese Polishing... .per doz. 40 
Laundry, No. 1 . 75 
Laundry, No. 2 25 
Mrs. Pott’s, 
93 
90 


No. 50 
No. 55 
No. 50 00 
No. 55 rT. 96 
Tailors’ Sad 
Tailors’ Geese 
Tuyere. 
Single Duck Nest. 
Double Duck Nest. 
Sutton 


LY 


7 
5 
6 


dape:.teane per set, 


amy doz. $5 52 


Locomotive 
Wagon. 





Clyde, 9-in. Scimiter Blade, dz. $3 = 


California 


Cooper's Hoop 


Standard 

Adjustable 

Barton’s Carpenters’ 
Folding Handle 


Hay. 


American, Sickle tee. « 
Canton, Sickle Edge. . 
Heath's 

Iwan’s, Sickle Edg:.... 
Iwan’s, Impv’d Serrated 
Lightn’g, 
Lightning Pattern. . 
Wadsworth’s Sp'r Point. 


Hedge. 


Challenge 
Disston’'s 


Mincing. 


Common, Single 
Common, Double... . 
Streeter, 4-blade 
Streeter, 6-blade 


Putty. 


Common 
Lander’s 


Scraping. 


Beech Handle 


Doors. 


LADDERS. 


Common Long. 


Cunmia. per f 
Common, with Shei add 


Triumph, per ft 
LANTERNS. 


Bull’s Eye Police. 


3 -in. Flash Light.. 
2i-in. Regular 
3 -in. Regular 


per, 


Tubular. 


Dietz & Hams’ 


LEADERS, CATTLE. 


Ex. Quality 


LIFTE2S. 
per gro. 


Stove Cover. 
Coppered 
Idea 


Alaska, Coppered 
Alaska, Nickeled 


4 


Transom. 


Payson’s 


Chalk. 


Seca in — a oe 


— oy 50 2 “0 205 
eee in ge —_ 


30c 


25e 


Per do , in 100-ft. a 
Clothes. 


60-ft. 
72-ft. 
60-ft. 


per 


50-ft. Braided Cotton. 


-doz. 


olt’s Genuine a 


per sq. 


LEATHERS, PUMP. 
Valve and Plunger 


$10 50 
8 25 


90 | Iron, Ibs. . 


10c. 


doz. <4 
8 00 


Net prices 


ft. $0 27 


1 75@3 65 
5 50 


8 u 
250 3 00) 
4 
4lc 
3 


Ic 35c¢ 
. doz. 80c; 


3 
35c 
R 


doz. 0 95 
oe 15 
' 40 


15 
* 13) Brad 





Boring. 


Leather Rieaias. 


See Boxes. 


Carpenters’. 


Tinnérs’. 


Door. 


Wood Face, Ibs. . 


Wood Choppers’. 
Lake Super'r & Oregon Pat, 75&5%| fio 


Galvanized, doz... 
Japanned, 


one agana 
Parker. . 


See Boxes. 


Handled Cotton. 


Gladiator—B. B. 


King Universal—B. B. 


Os OO Ee 3 So 
Little Giant 


Cut Steel 
Cut Iron 


Wire. 


LINING, STOVE. 
per crate, 42c 


MACHINES. 
be Kuge 
~ uger 
Angular... per | doz. eb: 4 40 
Upright. . 4 00 


Chicago, Pomeroy... 


.per doz. 
Excelsior “3 


NAIL PULLERS. 
See Pullers. - 


NAIL SETS. 
See Sets. 


NETTING POULTRY. 


Galvanized before weavi 
Galvanized after waelen.. eae t 
Cut Pieces 


NIPPERS. 
End Cutting. 
ny ae Pattern, Inches. 


End and Diagonal Cutting. 
—— Side. Inches.. 


©} Hoof. 


MAIL BOXES. 


MALLETS. 


Fibre Head, Small. 

Medium: 

Large... 
Round Hickory 

Lignumvite.. . 
Square Hickory 

Lignumvite.. . 


-per doz. $5 
A 57 


Applewood 
Hickory 
Hickory, Sheet Iron. . 


MATS. 


National Rigid 
Acme Steel 


50&10&5% 
334% 


yo. 1 

No. 1 Asbestos Toasters, or 
wire - covered Stove Mats, 
with handle per doz. 

No. 2 Asbestos Toasters, with 


10 


10 13 16 18 
-$4 00 450 525 5 60 
10 12 14 

5 00 5 50 6 00 


Per dos.. 


MEASURES. 


§ pk. 
. $2 25 


MILLS, COFFEE. 


MITRE BOXES. 


per doz. $3 15 Stoc 


2 
3 25 


3 1 
2 35 


1} 


2 65 


Pounds. 
Per dozen. $2° 00 


MOWERS, LAWN. 


A eee $5 a 5 75 
16 


3 90 
250 2 65 


00 Square , 


. s 
&B 


NOZZLES. 
Hose. 
Sine Gem 
Magi 


NUTS, HOT PRESSED. 
Ins. 
tb.. 9}c g 6 


c i. sf Sic f, ad. 
— Tapped. 


“124 10}$c 8c it. éle of 6ic ‘ 
oi 5-Ib. boxes, add $c per tb. to 
above prices. 


OILERS. 
Chase Pattern. 
ayy and Copper 


OUTFITS, COBBLING. 
Combination per doz. 11 00 
oo 4 65 


14-qt., without gauge, per doz. $3 20 
20-qt., 3 80 
20-qt., with gauge. . 4 50 


lo-a., Galvanized, sie! ot 
- a 


lat, IC Tin... chit Ow 
a fie ee tee 
14-qt., “ 


o| Sap 
-$20 00 
- 23 


“ “ 


k. 
Galv’d, qts. 14 
Per doz...$3 90 
ater. 


Galvanized... qts. 
Per doz 


16 18 20 
410 500 5 50 


10 12 14 
$150 165 185 
per doz. $1 90 

es 2 10 


3 15 
Standard, 2- 
Standard, 3- Hoe... 


Roasting. 
Paxton, 
Nos.... 
Neverburn 4 00 4 
Savory, No. 200 
PAPER. 
per 100 Ibs. $1 50 
“ 1 60 


‘oer roll, 


1 90 
35 
55 


No. 30, Red Rosin. 
¢| Send and Emery. 
Star 


Wrapping. 
utes 6 keke'e nk per Ib. 





eee Ree ee eeeee 











. .70%, 


$2 25 


SY 


aAnscss 


o*"s* 


we 





EOC at tena - 
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ich or Wedge Point 


18S. 


Red Dewhs os csbace 
Smith & Hemenway 
Woodward 


Meat. 


37 


Pipe. 


Saunders’, N: 
Bath. sasccees $0 
Slaw and Kraut. 
3-knife Kraut 
1-knife Slaw 
2-knife Slaw 


fowel.<ccccuweekes sea bean 
AMETICON., 2. cocccccsccccsenseues 


DIES AND STOCKS. 
SMecovstt. ss ss 50 0os sade eas veenes 


Post Hole. 


Bareke . ccc cciveewe 
Hercules 
Iwan’s Split Handle. . 
Iwan’s Perfection.... 
Iwan’s Hercules pattern 
Rye tis scasnesveve* ni 
See also Augers—Post Hole. 
Dividers, Wind 
DOOR CHECKS—See Checks. 


DOORS, SCREEN. 


j-in. 4-panel, painted 
14-in. 4-panel, painted 
14-in. 3-panel, naturel pine, 

eS Te 5 Pe ey 


DOOR HANGERS—See Hangers. 


Be Bags aie Sa ba Ske ss 
Blacksmiths’ Twist 


Breast. 


Millers Falls No. 12.. 


Hand. 


Goodell’s Automatic, 
Jos . ol 03 
Per doz. $7 75 


Goodell’s Si 
Millers Falls 


Reciprocating. 


Bit Stock. 


Standard List 


Wa Sa, oetecaeee 


Geodcie s 


Yankee sepia 
Smith & iationer Co.. 


EAVES TROUGH, GALVANIZED. 


for cash. Factory ship- 
ments generally delivered. 


Terms, 2% 


See also conductor pipe and elbows. 
EGG BEATERS—See Beaters. 


ELBOWS—Stove Pipe. 


Adjustable Stove. 


Inches........ 5 
Smooth, per doz:$0 80 
‘d 2 00 


Plan 


Corrugated Stove. 


sachs Pict ataats 4 
mooth, per: doz: $0 75 
Pol'd, 


Plan’ d, 


Four-Piece Stove. 

Inches ..:.... 
Smooth, per doz 4 = 
Planished 
rash Th Pipe. 


Galvanized Steel, Tin and Terne, 
Round Corrugated. 


Size. 


Bubject to discount. 


CRAYONS—See Chalk. 


veand 2. eee: 3; OU Seams re ee so eee 


ngle Gear, per, doz. 


g 


SVSVSN 


Quin 
eoo 


SWWWWY 


ake 


SW 


a, ee re 90&25% 


GLASSES, LEVEL. 
..per doz. $0 70 
by 55 


Army & Navy 


RN aan Wa cintda wala eee a 25 








EMERY CLOTH—See Cloth. 
EMERY, TURKISH. 


(ENAMEL, IRON. 


A-B Iron Enamel, 3 doz. case, 
.. per gro., 


EXTRACTORS, PIG. 
See Forceps, Pig. 


EYES. 


Bright Wire Screw—See Goods, B. W. 
ifti ] 60, 10&5% 


FASTENERS, STORM SASH. 
per doz. $0 85 
re 1 15 


FAUCETS—See Cocks. 
FILES AND RASPS. 


J. Barton Smith.... 
X-F Swiss Pattern 


FLUE STOPPERS—See Stoppers. 


FORCEPS, PIG. 
per doz. $4 75 
™ 5 2 


De 
Wood, 4-tines........ per doz. $5 00 


GAUGES. 
Butt and Rabbet. 


ccoe, 0. per dos. $3 75 
Marking, Mortise, ete 


iinwass canbanseeuateus 25% 


GIMLETS. 
PNR Cais des deas a Pd aSs .35@40% 


GLASS, WINDOW. 
. .90&20 


GOODS. 


GREASE, AXLE. 


5-fb. 
pkgs. } kegs kegs, 


a .60 to 150, per. Sib. 6c 4c 


-c 3c 


Kearney & F OM aici gee 


File, assorted, 13c; 





Frazer's, 15%, 80c; 25 tb, $1.30 each. 
Hub Lightning, 15 tb, 55c; 


Chamellene Graphite, 


GRIDDLES. 
5 ee er  ! 


GRINDSTONES. 


6 10 

$7 75 12 50 

her WO eS g ae ck ees $22 00@$23 00 
1 3 

-$3 7 35 


1 
$3 


GUN WADS. 


(See Ammunition). 
HAFTS, AWL. 


Patent, plain top.. 
Patent, leather top.. 


HALTERS. 


Leather. rope tie....... 
Leather, leather tie 
HAMMERS, HANDLED. 
Blacksmiths, Hand. 


Pol'd Iron, = he hdl 
Mall. Iron, Inlaid. 


HAMMERS, HEAVY. 


Heavy Hammers and Sledges. 


Single and Double Face.... 
HANDLES. 


Common Assorted... . 
Pratt’s Adjustable, Nos. 1 & 2, 


per set, 1 35 
CN aig 5s ee nD vl k's Dine 


Tanged, Firmer, Assorted, 

Large, 38c per doz. 

ee ag Socket Firmer, Assorted, 
27c; Large size, 30c per doz. 

Seghewese. Tanged, Firmer, 
Large, 42c per doz. 

Socket, 


Large, 16c per doz 


25 fb, 


3 
3 00 


- $0 19 


40&74% 


75&10% 


70&10% 


- $0 55 


As- 
As- 
per doz. ‘$0 30 


—, doz., . to 75c 
0c@75c 
dsc@boe 


40! And Eyes. 
Hay and Manure Fork...........35% 


50 
60 


22 
52 


0 


EEE: 


50&10% | Gate. 





75 


80 Belt. 









Conductor P. 
Iwan's Perfection 


Eave Trough. 


Le eo N oiseless. . 


Hinge, Wrought 
With Staples—See Staples. 


Crescent... . 
Cast Claw. 
Cast Shingling. . 
22 | Germantown 


See Knives. 


HAY RACK BRACKETS. 


Wenzleman’s No. 1. 
Wenzleman’s No. 2.. 


Blind. 
Clark's Gravity . per doz. sets, $1 05 


Parker's 
Shepherd's Noiseless, for W ood 


Figs & Lich, doz. $2’ 50 Py 25 


Screen Door. 


basa 


Wrought Tron. 


Light Strap Hinges... 
Heavy Strap Hinges. . 


Heavy T Hinges. ‘a 
Extra Heavy T Hinges. - SENS 


Screw Hook and Strap. 


Screw Hook and Eye. 


Grub. 


Ladies’ and Boys’ 


Bench. 
See Stops, Beach 
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PARERS. PUNCHES. 


Apple. 1 Conductors’. 
Bay State Solid 


White Mountain Machine 
i ; Saddlers’. 


Potato. 


Goodsell’s Saratoga, 104 in., dz.6 50 
Goodsell’s Saratoga, 5 in., dz. 5 50 


PICKS. POINTS. Strictly pure.....per 100 Ibs. $3 00 


Adze Eye Ore.... $s .75% | Drive Well Points ear. 
Drifting and Poli Picks. ......... 70 i . 
— Railroad jon POKERS, STOVE. mt “a 
urface a less, l-in 
Wr't Steel, str’t or bent, per doz. Matchless, 1}-in 
‘ Wr't Steel, wood hand'ls 80 
PINCERS. Nivkel Plated, coilhand’ls “ 65 | sscaime Door. 


Carpenters’, = steel. Painted steel per ft. 
Inches. . POKES, ANIMAL. Bronzed wrought iron... .per ft. 84c 


10 
Per doz. . .$1 30 2 “40 295 3 Cracke Jack, wr’t steel, per doz. 

Blacksmiths’ . RAKES. 
Heller's POLISH. Coal or Wood. 

Metai Garden. 
" Black 3ilk, No. 50, $-gallon, 

Clothes. BI eu. No. 60.6 per doz. $7 00 Sime 
Common....per box of 5 gro. $0 Ld ack Silk, No. 60, Beary my 1 00 . A bigig ain a | Rip. 


pe 
“ Black Silk, No. 70, 1-pt. cans, Oe ep ae es 2 iii oie oe Beta N = 
70 t doz. 2 25 Disston’s No. 7 


pe: 

Black Silk, No. 80, 1-quart, " Disston's Nos. 8, D8, 12, 76, 112° 
perdoz. 3 75 pie. and 120 (new list) Pehes 25% 
- 30% 


Fluted, 15-in per doz. $1 01) Biack Silk, No. 90, 1-gallon 
uted, 21-in 1 60 per doz. 12 00 Lawn Queen 2 75 


1 90 
Shoe Jumbo, 36 teeth 6 00 
RASPS—See Files. 


LA 


Conductor. .M.. 
Standard Gauge Conductor Pipe, RAZORS. 
plain or corrugated. Stove. 
Loo Black a 1-fb. cans, pr. gr..$15 00 
In crates.. Black Silk— 
L. C. L. to Dealers:— 5-tb. pail $0 70 
Terms 60 days: 2% Cash 10 days. Paste, 5-oz. cans. oe: doz. 


Paste, }-tb. cans. 1 00 
Factory shipments generally deli vered Liquid We on only a ; RAZOR STROPS. 
Lead. Liquid, 6-0z. cans. ° Star (Honing) 
Full coils i * > Air Drying Iron 
a REGISTERS. 


Cut coils c mel 
Black Tack, #-Ib. cans. ‘ > 
Stove. Dixon’s Carb. of Iron. (All Sizes). 


Nickel Plate sal apanned, Bronzed & Plated. hes 
Acme—Inches. . 5 wee wee Porcelain Enameled 04 
0 


Smooth, per it. 8c 84 10}3c Solid Brass and Bronze Metal. io&10 
Planished, “ ..30c¢ 31 38c POPPERS, CORN. Single Valve (Baseboard and Side- 
Peerless—Smooth. 7c 8c 9%c/Round or Square, 1-qt..per doz. $1 4 ll) 7 SAW BUCKS—See Bucks. 

15$c 18 c¢ ¢ REGISTER FACES. SAW SETS—See Sets. 


31 c¢ 354c 
7 ’ Japanned, Bronzed and Plated, SAW TOOLS—See Tools. 


6 
8c 9c POTS, FIRE. 4x6 to 14x14 SAW FRAMES 


7 to 6 in. Smooth Tapers, pr. jt. . lle Clayton & Lambert's, each $4 on@6 14x14 to 30x42....... Common, plain..... -per doz. $1 25 
Common, pain 70 


6 in. Smooth T’s. 27c | Gate City Heavy Round Grati s 7s . secs 
7 to 6 in. Planished Tapers Ge White Porcelain eoenched 


Yale Patent Lock Pipe—Stove. Solid Brass or Bronze Metal. 408:10% 


5” 6” 7” 7-6" 


poate Axe. Blue.. 7 
eh 1 PRESSES, FRUIT AND JELLY ) $2.00 
Peerless, ie , 4 ° 5 
Duplex,  “ Enterprise Manufacturing Co... . .25% w Piercing copper dor. 2 00 Star...... LeeAnn Net ee 60% 
Yale es. Pig 1s 29 Steel, per doz.. 
vane, Gal 1S 16 17 PRIMERS. Nickel plated Grai 
‘ Ree sins ain 
sion wanted made up, add per joint . See Ammunition. oe ene }-bu. * “Hercules”... ...per doz. 13 70 
aed gene» lc; rivete? 1l}c. Crating Blair's Ringers........ : 1-bu. “Hercules” i 15 
ap pipe extra. PRUNERS. Brown’s Rings 
Wrought Iron Gas Pipe. Disston’s Pole per doz. $6 50] Brown's Ringers..... 
" Henry's Improved..... ea * 75&10% Champion Ringers... 
f-in., black... .. discount, 60% | Water's Improved % Hill’s Rieenes 


POWDER. 
See Ammunition. 


4-in., black ; Hill’s Ri i 
ng, boxes.... q 
.to 6-in., black.... 70 Major Rings yon Steel 
7-in. to 12-in., black. ... PULLERS. Perfect Ringers 
tic. , galvanized 2% | Cork. Wolverine Rings Road. 
rome Sg ae a isy. Wolverine Ringers. : . 
Oo -in., galvan “ 1 40 Fruit Jar wane run’s, ea.$4 00 3 3s 3 
i . With runners,ea. 4 25 400 3 


SCREEN DOOR HINGES. 
Cast iron 


7-in. to 12-in., galvan'd. 


: Key. 
PLANES. oe. Split, round 
Sargent Iron Bench... bo plit, square 
Stanley Iron Bench. . if Ball, round 

RIVETS. 
and Burrs. 


PLATES, TIN. PULLEYS. Copper Belt Iron, inches. bad, 


: meet 
wat Sc: tyes Ciothes Line’. 10% Tian 08 Sy Wood, white mapie.. -per doz. 3 674 
Hay Fork. ‘Wood 65% “as 


Ham 
PLIERS. ee ratio ete.’ per doz. 4 75 
Giant, Button’s—80% off list. eel, 0-10. 1 80) Tubular. Lag or Coach — all sizes, gimlet 
Cutting. Wood Wheel, 6-ii., pass knot, Nos. 1 and 2 assorted sizes, doz. 45¢ pointed 75&10% 
et eee Hot eae 5 RIVET SETS. 
Lod S355 Screw—J =A See Sets. 
ROPE. 


Side—Jap'd 
Upper End and Diagonal Cutting Sash. Cotton. 
5-16 in. Com. on reels. per: tb. 4 
f: 5-16 in, Com. in coils. . 


Swedish Side. . Tes 
Utica Drop F orge & Tool Co. Common-Sense, 2-in.. es 
Empire Pattern, 2-in.: z, 5-16 in. Imp'l in coils.. 21 C 
Fencing. Ideal re Sisal. 


Black Bull : Ist Quality . lle 
Farmers’ Choice. .... ” Hardware Grade, rates, per tb... 10}c 
Russell's PU ; Pure Manila. 

. ; q 9 uality r Tb. oe 

Flat and Round Nose. Nos 1 2 3 ardware Grade, rates... ‘“ 12$c Be Ve Be, grass 

Bernard’s........ Clipper, grass isi 

G RULES. Clover Leaf Dutchman. 

Honest Dutchman..... 


Paragon. Cyclone, tin “ y Be Ve Be 
Gas.—Inches 7 6 da SASH WEIGHTS. SHAVING SETS. 
Per doz...$3 00 350 450 5 i See Weights. Smith & Hemenway... 
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piston s Monarch. 





SHARPENERS, SKATE. 
Smith & S ceieiay 


SHAVES, SPOKE. 


eee eee sere eeeeeeseeee 


see eee eee esse eeeseeeeee 


California Pat., aa 


oon wera s CERO S69 68.208 0898 


Star 
Tinners "—See Snips. 
SHEAVES, SLIDING DOOR. 


SHELLS—See Ammunition. 
SHELLERS, CORN. 


ee eee eens eereee 


Expansion Bolt Shields 


Conductor... ..s+++ jedodnese os 
SHOT—See Ammunition. 
SHOVELS AND SPADES. 


00} Hotchkiss’ 


at a pnt hollow bek, FF: 
n. 
Iwan’s Perfection 


Wee eee essere eeeeee 


Painted 
Enameled, White Gan 8 ES ‘a 


SLEDGES—See Hammers. 
_ SN APS, HARNESS. 


Double Ring, Bush 
ush 

Patent Loop, Grass.. 
SNIPS, TINNERS’. 





a ee 


SOLDER—See Metals. 
SPRINGS, DOOR. 


Ac 
F 
vA 
a 


..light, 90c; heavy, 


Warner's No. ... 











SQUEEZERS, LEMON. 
Common Wood 
Porcelain Lined, Wood.. 
Boss, malleable iron. 

ron Frame, porc’n bow! 


ron Frame, 


Drum, japanned 


Drum, nickel plated. . 
STAPLES. 
ES sos vhueees< 


Fence—less than carload. 
Polished......... per 
Galvanized...... 


Blind. 


ts | Netting. 


ane geal ..-per 100 tbs. 


Wet Staples, Hasps and 


STEELYARD. 
Discount 25%. 
STONES. 


Oil—Mounted. 
Arkansas ——_- 
Arkansas Soft.. 


Oil—Unmounted. 


Arkansas Hard...... 
Arkansas Soft....... 
Lily White......... 
eer Creek........ 
uachita......++++- 


Scyt 
Siler ‘Diamond 


CHOOPERS. oc csc cweces 
Gem Corundum...... 


Green Mountain 
La Mollle........00% 


Stearns’ 


Common 
Crown 
Gem, flat, painted 


Gem, cor'd, decorated. 


Bbnise see sednei 
Skinner’s Common Sense 
STOVE PIPE—See pipe. 
STOVE BOARDS—See Boards. 
STOVE POLISH—See Polish. 
STRAPS. 

r doz. prs., $1 80 
pe oe prs 60@70 


Carpet. 


Rae ee 
Excelsior........ it 


Malleable Iron. 


Perfection........... 
King 


Wire. 


Star 


SWIVELS. 


Malleable Iron 
Wrought Steel 


American Cut 
American Wire 
Bill Posters’ Cut. 
Blued Carpet 
eg Carpet 
Gim 
Uphoisters’ Cut 
Upholsters’ Wire 


Double Pointed.............. 


Copper 
Canvas Nail 
Clout Nails 
Hungarian Nails 


TAPES, MEASURING. 


a ee es 





Ome e eee neee 


TEE BEVELS—See Bevels. 
THERMOMETERS. 


glass bow/l.. 
Little Giant, Gin 'd iron. 


eee eee eee eens 


Cow—See “Chains.” 


Disston’s Universal 


Smith & Hemenway 


Sure Catch Mouse 


ass 


3 
“*g3'00 3.85 5 50| Emery 
345 450 645 


Se 


Qan ua 
a88S Sks 


STOPPERS, FLUE. 


. 855 9 45 10 80 13 50 


3-ply Cotton Wrapping 
yes Extra Yrogies 

ree 
Wrappi on penne 


India Hemp, it. balls 


STRETCHERS. 
~ wing. }- tb. _ 





eo us 
Sssees 


B 
RSRSnSS SSsR 


- 
HDAOnown 





Silver Finsh, in hanks... 


FO Os onc chsdccecvcscooes —< 


Terre ee ee eee eee eee eee) 


Pheenix, Oval Slide, 


Parker's Parallel 


Parker’s Swivel Base. 
_ | Parker's po wr 





ee a ee 
ow a 





WARE, 
Stove Hollow Ware. 
Plain or Unground............ 5 
eee * reer 45 
Enameled Ware.............- 334 
eer 60&5% 


Country Hollow Ware, per 100 tbs. $3 Oc 
White Enameled Ware. 


elie Mattles. 5... . 0000. 60&10% 
Neverbreak Flat and Round 
Bottom Kettles........... 60&5% 
00 Covered Ware. 
Tin’d and Turn’d..... 2. -35&10 
0 eae 45&10% 
Glue Pots. 
I dae xd dd a Wines amare 25 
ee 30% 
Enameled. 


Cherry Blossom and Chrysolite.50% 
WASH BOARDS—See Boards. 
WASHERS. 


Standerd O. G. cast iron....per fb. 2}¢ 
bab 8 os iron in 7 per tb.: 

n 
9c 6te Sc & wile ale ato 
Wyeugat steel in 5-fb. boxes, per Ib.: 


i 
10c 7c Gc Stic Sc Sec she 


WEDGES. 
UE ola. Siu eT per doz. $0 30 
NS écscatews ner fb. 
SRR rere . 8 
WEANERS. 


Calf. 
Fuller’s, per doz.. .$2 00 to $2 50 
Tyler’ s Safety, 4 doz. 1 85 to 2 40 


Carroll's, per . 3 00to 3 75 
Hoosier, per dn. dex 3 50to 4 60 
Shaw Perfected...... 3 00 to 3 75 
WEIGHT Ss. 
NINDS clers ik 44.3.010 0s per fb. 24e 
Sash—f o.b. Chic .per ton, 23 00 
WHEEL ;ARROWS. 

Common Railroad.. .per doz. 4 00 

Heavy Railroad........ 4 00 

Panama Steel Tray.. 39 00 

Klondike Steel Tray... WY as 28 00 

WHEELS. 
Oe a eee ner 70&10&5 
es saat s ee pulnane se a 75&5 

Weil. Ins.. 10 14 

Per doz. "$3" 00 4 20 s* 40 15 oe 
WIRE. 

Barbed. Painted. Galv'’d 
Carloads, per 100 tbs. $1 83 $2 23 
Less than car sie 95 2 35 

Brass. 

Pia a Kdimatln ites seen 0% 
In 1-Ib. spools, new list........ 50% 

Broom—Tinned. -60&10&10&10% 
Cable—Same price as ‘Barbed. Wire. » 

Copper. 
ne ee 20 
1-tb. 2 oa new list........ 50&10% 

Fence—Smoo 


Nos. 6 to 9, 1” a 3 8@ 
Nos. 6 to 9,,Galv'd, 2 26 


Hair—New List................ 60% 


Market. 
Bright, full bdles........... 75&5 
Bright, broken bdles........... 70 
Coppered, full bdles........... 70 
Coppered, broken bdles... . .65&10 
Tinned, full bdles........... 75&5 
Tinned, broken bdles....... ésa10 

c 

Picture—In coils....... ores 

In 5-Ib. spools.......perlb..... 
WRENCHES. 

Acme Standard.............. 50&10% 

ae 90c net 

a eons 5. a5 same cae 50 

agg ee rere + 75&5 

- is we gy oe eases tie aaa 25% 

Parawesttaane per Ib. 08¢ 
Molleable Neha Uk aeenehaslees ‘te 
Stillson Pipe. ........ abaweoe 75&10% 


Bemis & Call’s: 
Adjustable S, 40&5 On a 8 


ipe, 40&5% riggs ee 
40%; Combination right. . 
Steel Handle Nu ee S0aS 
Combination ek .. 50&5 
Merrick Pattern............ 50&5 
Double End Adj. S......... 40&5%, 
WRINGERS. 
No. 500, Royal........ per doz. 33 00 
No. 350, Universal ..... = 29 00 
No. 300, Novelty ...... = 29 00 
No. 310, Keystone..... ee 29 00 
No. 100, Rival ........ 2 25 00 
No. 380E, Universal. _— 34 00 
No. 790, Guarantee.... ‘“* 38 00 
No. 770, Bicycle ....... sé 34 00 
No. 110, Guarantee.... es 33 00 
No. 110, Domestic. .... - 29 00 
No. 110, Brighton...... = 25 00 
No. 740, Bicycle....... = 34 00 
No. 22, Guarantee.... 33 00 
No. 22, Domestic..... x 29 oe 
No. 22, Pioneer....... ie 25 68 








No. 2,Superb....... % 2398 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 
American Sheet & Tin Plate Co 
American Steel & Wire Co 
Art Stove Co 
Ashton Mig Co.... 

Beckwith, Estate of P. D. 

Berger Bros. Co 

PRE BERG, Ooi ncccevcasccedsssts 
Bernz, Otto 

Bertsch & Co 

Boynton Furnace Co........ 

Brauer Supply Ce., A.G 

Bullard & Gormley Co.............- 
Burgess Soklering Furnace Co 
Burglar Proof Lock Co 

Burton Co., W. J ip 
Carnahan Tin Plate & Sheet Co.... 
Clark, Smith Hardware Co 

Clayton & Lambert Mfg. Co 
Cleveland Castings Pattern Co 
Clipper Lawn Mower Co...... 
Co-Operative Foundry Co 

Cooper Over Thermometer Co 

Cope Steve Pattern Works, Geo. W. . 
De Kalb Wagon Co 

Delta File Works 

Dixon Crucible Co., Jos 

Double Blast Mfg. Co 

Dreis & Krump Mfg. Co 

Enterprise Mfg. Co. of Pa.... ss 
Forest City Fdy. & Mig. Co......... 
Friedley-Voshardt Co 

Fuller, Otis L. 

Furnace Supply & Mfg. Co 

Gardner & Co 

slobe Ventilator Co 

Harrington & King Perforating Co... 
Haynes-Langenberg Mfg. Co 

Heller Bros. Oo 


Henry Furnace Co., T. E.........0+ 
Hussey & Co.,C.G 

Inland Steel Co 

Interstate Mfg. Co 

Keenedge Co 

Kelsey Heating Co. 

Kimball Bros. Co 

Lalance & Grosjean Mfg. Co 

Leiman Bros. 

Lovell Mfg. Co 

Lufkin Rule Co 

Lyon, Conklin & Co. 

Massillon Rolling Mill Co 

Meyer Furnace Co 

Meyer & Bro. Co., F 

Michigan Safety Furnace Pipe Co... 
Moeschl-Edwards Corrugating Co.... 
Monroe Foundry & Furnace Co 
Morris Fdy. Co., John B 

Munsell Co., Eugene 

National School of Pattern Drafting. . 
Niagara Machine & Tool Works 
Nickel Plate Stove Polish Works... . 


Quincy Pattern Co 
Richards-Wilcox Mfg. Co 
Ringen Stove Co 
Robinson Furnace Co 
Rock Island Mfg. Co.. 


Sprague Fdy. & Mfg. Co. 

Standard Ventilator Co 

Stanley Rule & Level Co 

Stark Rolling Mill Co 
Sullivan-Geiger Co 

Symonds Register Co 

Taylor & Boggis Fdy. Co........... 
Toledo Electric Welder Co 

Vedder Pattern Works 


> 
_.| Bertsch & Co., 





CLASSIFIED LIST 


Barb Wire. 


American Steel & Wire Co., 
Chicago, 


Blowers. 


Leiman Bros., New York, N. 


Boilers—Steam. 
Boynton Furnace Co., Chicago, Ill. 


schwab & Sons Co., R. J. 
Milwaukee, Wis. 


Boiler Handles. 
Berger Bros. Co., Philadelphia, Pa. 


Brass and Copper. 
Hussey & Co., C. G., Pittsburgh, Pa. 


Carpenters’ Tools. 
North Bros. Mfg. Co., 
Philadeiphia, Pa. 
Smith & Hemenway Co., 
New York, N. Y. 
Rule & Level Co., 


Stanley 
New Britain, 


Conn. 


Ceilings. 
Berger Mfg. Co., 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt Co., Chicago, Ill. 
Moeschl-Edwards Corrugating Co., 
Covington, Ky. 
Wheeling Corrugating Co., 
Wheeling, W. Va. 


Canton, O. 


Cellar Chutes. 
Interstate Mfg. Co., Oskaloosa, Ia. 


Chimney Caps. 
Berger Mfg. Co., 


Standard Ventilator Co., 
Lewisburg, Pa. 


Canton, O. 


Chisels. 


Smith & Hemenway Co., 
New York, N. Y. 


Choppers—Meat and Food. 
Mfg. Co. of Pa., 


Enterprise : 
Philadelphia, Pa. 


Conductor Pipe. 
Berger Bros. Co., Philadelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark, Smith Hdw. Co., Peoria, Ill. 
Friedley-Voshardt Co., Chicago, Ill. 
Hussey & Co., C. G. Pittsburgh, Pa. 


Wheeling Corrugating Co., 
F Wheeling, W. Va. 


Cornices. 
Berger Mfg. Co., 
Burton Co., W. J., 
Friedley-Voshardt Co., Chicago, Ill. 


Moeschl-Edwards Corrugating Co., 
Covington, Ky. 


Canton, O. 


Cornice Brakes. 
Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Crimping Machines, 
Cambridge City, Ind. 


Niagara Machine & Tool Works, 
Buffalo, N. Y. 


Culvert Machinery. 
Bertsch & Co., Cambridge City, Ind. 


Cutlery. 


Smith & Hemenway Co., 
New York, N. Y. 


Detroit, Mich. 


Chicago, Il. 





Cut-Offs—Rain Water. 
Berger Mfg. Co., 
Sullivan-Geiger Co., The 


Indianapolis, Ind. 


Dampers. 


Taylor & Boggis Fdy. Co., 


Cleveland, O. 


Disinfectants. 
Gardner & Co., 


Drills. 
Smith & Hemenway Co., 


New York, N. Y. 


Eaves Trough, 
Berger Bros. Co., 
Burton Co., W. J., 
Moeschl-Edwards Corrugating Co., 


Covington, Ky. 


Wheeling Corrugating Co., 


Wheeling, W. Va. 


Elbows—Conductor Pipe. 
Berger Mfg. Co., 


Elevators, 


Kimball Bros. Co., Council Bluffs, Ia. 


Enamel Ware. 
Lalance & Grosjean Mfg. Co., 


Chicago, Ill. 


Facings. 


Dixon Crucible Co., Jos., 
Jersey City, N. J. 


Fencing—Wire. 
American Steel & Wire 


Files. 
Delta File Works, 
Heller Bros. Co., 


Furnaces—Hot Air, 
Art Stove Co., Detroit, 
Boynton Furnace Co., 
Co-operative Fdy. Co., 


Forest City Fdy. & Mfg. Co., 


Cleveland, Ohio 


Haynes-Langenberg Mfg. Cuv., 


St. Louis, Mo. 


Henry Furnace Co., T 
Interstate Mfg. Co., 


Meyer Furnace Co., 
Monroe Fdy. & Furnace Co., 


Monroe, Mich. 
Belleville, Ill. 
Chicago, Ill. 


Oakland Fdy. Co., 
Robinson Furnace Co., 
Scheible-Moncrief Furnace Co., 


Cleveland, O. 


Schwab & Sons Co., R 


Smith, Chas., 
Smith Co., Chas., 
Sprague Fdy. & Mfg. Co 


Council’ Bluffs, Ta. 
Akron, O. 


Wise Furnace Co., 


Furnace Pipe and Fittings. 
Meyer & Bro. Co., F. 
Michigan Safety Furnace Pipe Co., 


Detroit, Mich. 


Furnace Regulators. 
Furnace Supply & Mfg. Co 


Cleveland, 0. 


Furnace Rings. 
Furnace Supply & Mfg. Co. 


Canton, O. 


Joilet, Ill. 


Philadelphia, Pa. 
Detroit, Mich. 


Canton, O. 


Co., 
Chicago, Ill. 


Philadelphia, Pa. 
Newark, N. J. 


Mich. 
Chicago, Ill. 
Chicago, Ill. 


Cleveland, 0O. 
Oskaloosa, Ia. 
Kelsey Heating Co., Syracuse, N. Y. 
Peoria, Ill. 


ee 
Milwaukee, Wis. 
Chicago, Ill. 
Chicago, Il. 


Peoria, Ill. 





leveland, 0. 


Furnaces—Soldering, 
Ashton Mfg. Co., Newark, 
Bernz, Otto, Newark, 
Burgess Soldering Furnace Ce... 
Columbus, 9, 


Clayton & Lambert =. Co., 
etroit, Mich. 

Double Blast Mfg. Co., 
North Chicago, 1) 


AL 


Lyon, Conklin & Co., Baltimore, yq 


Garden Tools, 
Clipper Lawn Mower Co., Dixe 
Philadelphia Lawn Mower (Cy 
Philadelphi 


Grease—Graphite. 
Dixon Crucible Co., Jos., 
Jersey City, 


Grindstones, 
Richards-Wilcox Mfg. Co., 
Aurora 


Hammers, 
& Level Co., 
New Britain, ( 


Stanley Rule 


Hangers—Door. 
Richards-Wileox Mfg. Co., 
Aurora 


Hardware Jobbers, 
Bullard & Gormley, Chicago, 
Clark, Smith Hdw. Co., Peoria, 


Hardware Specialties. 


Burglar Proof Lock Co., 
New York, N. Y 
of Pa., 
Philadelphia, Pa 
Lalance & Grosjean Mfg. Co., 
Chicago, Ill. 
Saginaw, Mich. 


Enterprise Mfg. Co. 


Lufkin Rule Co., 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Richards-Wileox Mfg. Co., 
Aurora, Ill 
Rock Island Mfg. Co., 
Rock Island, I! 
Smith & Hemenway Co., 
New York, N. Y. 
Stanley Rule & Level Co., 
New Britain, 
Taylor & Boggis Fdy. Co., 
Cleveland, 0 


Con 


Heavers—Water, 
Smith Co., Chas., Chicago, Ill. 


Ice Cream Freezers. 


North Bros. Mfg. Co., 
Philadelphia, Pa. 


Iron Enamel, 


Nickel Plate Stove Polish Ce., 
Chicago, Ill. 


Kitchen Utensils. 


Lalance & Grosjean Mfg. Co., 
Chieago, Il. 


Knobs—Door. 


Taylor & Boggis Fdy. Co., 
Cleveland, O 


Lard Pressers. 


Mfg. Co. of. Pa.. 


Enterprise 
Philadelphia, Pa 


Lawn Mowers. 
Clipper Lawn Mower Co., Dixon, III. 


Philadelphia Lawn Mower Co., 
Philadelphia, Pa 


Lineman’s Tools, 


Smith & Hemenway Co., 
New Yerk, N. Y.- 
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Locks—Burglar Proof. Burton Co., W. J., Detroit, Mich. Sheets—Vismera. Torches, 
- - Proof Leck Oo., Carnahan Tin Plate & Sheet Co., Inland Steel Co., Chicago, Ill.| Ashton Mfg. Co., Newark, N. J. 
Bure New Yerk, N. Y. Canton, Ohio. Bernz, Otto, Newark, N. J. 
Friedley-Voshardt Co., Chicago, Il. Burgess Soldering Machine Co., 
Inland Steel Co., Chicago, Ill. ete Columbus, 0. 
Moeschl-Edwards Corrugating Co., Skylights. Clayton & Lambert Mfg. Co., 
Machines—Electrio Welding. Covington, Ky.| Berger Mfg. Co., Canton, 0. Detroit, Mich. 
Electric Welter Oo-. asatt o. Stark Rolling Mill Co., Canton, 0. | Burton a Ae ee Detroit, Mich. | Double Blast Mfg. Co., 
: Wheeling Corrugating Co., North Chicago, Il. 
Wheeling, W. Va. Lyon, Conklin & Co., Baltimore, Md. 
Skylight Gearing. 
eh na Weiss & Co., H., New York, N. Y. Ventilators. 

Dixer Harrington & King Pertoree , iil. Rope—Wire. Berger Bros. Co., Philadelphia, Pa. 
r Co American Steel & Wire Co., Berger Mfg. Co., Cantor, 0. 
lelphi Chicago, Il. Friedley-Voshardt Co., Chicago, Il. 

: Slating Nails. Globe Ventilator Co., Troy, N. Y. 
Metal gol ° Hussey & Co., C. G., Pittsburgh, Pa. |Standard Ventilator Co., 
1p Polis! 0., Lewisb > Pe. 
. ~jcke] Plate Stove Saicane, Til. sic e urg, Pa 
City, Lufkin Rule Co., Saginaw, Mich. 
4 Snips—Tinners’, Vises. 
7 Niagara Machine & Tool Works, Rock Island Mfg. Co., 
Metal Shingles Canton, 0. Buffalo, N. Y. Rock Island, Ill. 
Berger Mfg. Co., Mi b Sausage Stuffers. 
Burton Co., W- J.; Detroit, ca. Enterprise Mfg. Co. of Pa., Ww Hard , 
urora \oeschl-Edwards Corrugating Cons. Philadelphia, Pa. vee wey ar ware Delivery. 
: = on, y- Soldering Iron—Self-Heating. eKa agon Co., DeKalb, Ill. 
Wheeling Corrugating sling, Ww. Va. Lyon, Conklin & Co., Baltimore, Md. 
anna Rock Island an co 
“Jee ; ee LOCK silane aurg. 0., 
Be Gon, Smith & a re w ¥ Rock Island, Ill. 
Mica. . grein Statuary. 
’ Friedley-Voshardt Co., Chic , D1. : 
Brauer Supply Co., A Ss cite tae. riedley-Voshardt Co nicago, | . Wire, 
; Chicago, Il. American Steel & Wire Co., 
Munsell Co., Eugene, ’ Saw Sets. Chicago, Ill. 
ie 3 Smith & Hemenway Co., 
ee, 1 New York, N. Y. ’ ‘Moves and oe Mict 
seen gpa pot af eT Mich. Wringers—Clothes, 
t eckwith, Estate of P. D., ove ) i 
secur te le Canton, 0. , Dewualee, Bich. Lovell Mfg. Co., Erie, Pa. 
Friedley-Voshardt Co., Chicago, Ill. a a ee Co-operative Fdy. Co., Chicago, Il. 
age, Ill. ; 00's ee eta. attern mar " ’ 
om Drafting. Ringen Stove Co., St. Louis, Mo. 
National School of Sheet Metal Pat- 
Ornaments—Sheet Metal. tern Drafting, St. Louis, Mo. - 
Berger Mfg. Co., Canton, 0. Stove Patterns. g ADVERTISING 1s 
rriedley-Vosbardt Co., Chicago, Ill. Cleveland Castings Pattern Co., . : 
: Moeschl-Edwards Corrugating Co., _ Cleveland, 0. to-day the mightiest 

» N.Y ; Covington, Ky. Screens—Perforated Metal. Cope Pattern Works, Geo. W., factor : th b : 

a » Harrington & King Perforating Co., Detroit, Mich. in © business 
Ma, Pa Chicago, Ill.| Quincy Pattern Works, Quincy, Ill. world. Itis an evolu- 
go, 1! Paint—Silica Graphite. Vedder Pattern Works, Troy, N. Y. a if z 
» Mich. : Dixon Crucible Co., Jos., : Weller Pattern Co., Quincey, Il. tion Oo modern indus- 
i Jersey City, N. J. Screw Drivers. trial competition. It is 

. . North Bros, Mfg. Co., ; ; 1 
ra, Ill Philadelphia, Pa. Stove Pipe and Fittings. a business builder, with 

Plumbago. Smith & Hemenway Co., Sak : Hemp & Co., St. Louis, Mo. a potency that goes be- 
nd, Ill ; New York, N. ¥. 
. ixon Crucible Co., J0s., : 
ti. Dixon “rach © Jersey Olty, M. 3. yond human desire. It 
: a  eacavi Siete Delia. is something more than 
onn arpening—Safety Razor ades. | Brauer Supply Co., A. G., “ ” : 
Pumps—Vacuum. Keenedge Co., Chicago, Ill. St. Louis, Mo. a drummer knocking 
_° Leiman Brothers, New York, N. ¥. Dixon Crucible Co., Jos., at the door of the 
Jersey City, N. J. " 
Nickel Plate Stove Polish Co., consumer — something 
Shears—Sheet Metal. Chicago, Ill. 
Punches. city, tna, Fuller» Otis aealinhs see. more than mere sales- 
0, Ill. 3ertsch & Co., Cambridge City, ind. - 3 
Niagara Machine & Tool Works, manship-on-paper. It is 
¥ Buffalo, 4 Y. Stove and Furnace Repairs, a positive, creative 
Weiss & Co., H., New York, N. ¥. Sheet Metal Tools. Brauer Supply Co., A. G., ° . 
Bertsch &. Co., Cambridge City, ied. St. Louis, Mo. force in business. It 
Fuller, Otis L., x0shen, Ind.} Morris Fdy. Co., John B., ° a 
» Pa. aus Niagara Machine & Tool Works, Cincinnati, o.|} builds factories, sky- 
» Buffalo, N. Y. = s = 
Delta File Works Barrens Pa-| weiss & Co.,.H., New York, N. Y. scrapers and railroads. 
eller ros. 0., ’ . e 
Smith & Hemenway 00., N.Y Tapes. It makes two blades of 
ew Soe, Ny 2 Lufkin Rule Co., Saginaw, Mich. j i- 
, Giitinsinmcan: enn tenia: ¢ grass grow in the busi 
3 American Sheet & To ie Se ” ness world where only . 
; Razors. Carnahan Tin Plate & Sheet Co., Thermometers—Oven. one grew before. It 
Smith & mmontieed”< go N.Y Canton, Ohio. | Cooper Oven Thermometer Co., ye 
ml ewe “* “| Toland Steel Co., Chicago, Ill. Pequabuck, Conn.|} multiplies human wants 
: Massillon Rolling Mill Co., + ; 
+ and intensifies human 
Registers, Stark Rolling Mill Co., Canton, 0. cea desires. It furnishes ex- 
Furnace Supply & Mfg. Co., Wheeling Corrugating Co., : : a ‘ : 
Cleveland, 0. Wheeling, W. Va. | Harrington & King ie te cuse to timorous and 
) Henry Furnace Co., T. E., Tt ts . . 
: Cleveland, Ohio. hesitating ones for 
Symonds Register Co., St. Louis, Mo. : : 
Sheets—Deep Drawing Stock. Tinsmiths’ Tools possessing the things 
Massillon Rolling Mill i atten o.| Bertsch & Co., Cambridge City, Ind. which under former 
Roasters. * "| Dreis & Krump Mfg. Co., 4: 
Pa Wheeling Corrugating: Co.. “-~ Chicago, 1.|}} Conditions they could 
eeling, W. Va. " , ~ 
: g Fuller, Otis L., Goshen, Ind. easily get along without. 
in Sheets—Pickled and Cold Rolled. | Lyon, Conklin & Co., Baltimore, Md. 
S Massillon Rolling Mill Co., Niagara Machine & Tool Works, _ 
BS Rolls—Forming. Massillon, O. Buffalo, N. Y. 

- Zz Bertsch & Co., Cambridge City, Ind. Weiss & Co., H., New York, N. Y. gq Better begin to ad- 

Da ee Niagara Machine & tos bd vigge ™ y 4 E 

aes * uffalo, N. Y. 

.. Sheets—Polished. vertise at once. Every 
Massillon Rolling Mill Co., Tinplate. day of waiting is a day 
Massillon, O.| American Sheet & Tin Plate Co., 
Roofing—Iron and Steel. Pittsburgh, Pa.|} wasted. 
American Sheet & Tin Plate Co., Carnahan Tin Plate & Sheet Co., 
Y. Pittsburgh, Pa. Canton, 0. 
Berger Bros. Co., Philadelphia, Pa. Sheets—Toncan Metal. Wheeling Corrugating Co., ha ( 
Berger Mfg. Co., Canton, O.'Stark Kolling Mill Co., Canton, O. Wheeling, W. Va. 
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Wants and Sales 


BUSINESS CHANCES. 


HELP WANTED. 











For paid yearly subscribers 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
six lines WITHOUT CHARGE. For 
employers wishing to secure em= 
ployes, parties desiring to purchase 
business, business for sale, partner 
wanted, to exchange, etc., not exceed- 
ing fifty words the price to non-sub- 
scribers is one dollar per insertion, 
payable in advance. To clerks and 
tinsmiths looking for situations, the 
price to non-subscribers is fifty cents 
per insertion. Those who respond to 
these annoucements please mention 
that they “‘“READ THE ADVERTISE- 
MENT IN AMERICAN ARTISAN 
AND HARDWARE RECORD.” 





Wanted—Will exchange good income 
real estate and cash for stock of hard- 
. Must be good and price right. Ad- 
dress E. W. Lowell, 109 West Milwaukee 
Street, Janesville, Wisconsin. 6-3t 





Hardware and Furniture Stock for Sale 
—Central Illinois town 1,600, making good 
money. Will stand close investigation. 
Invoice $7,000, rent $400.00. Address A-27, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 





For Sale—Tinshop in town of about 
1,600 in oil and gas country near Tulsa, 
Oklahoma. Only tinshop in good loca- 
tion. Reason, getting up in age. Ad- 
dress Box 286, Broken Arrow, renee = 

5 





For Sale—Tin and lumbing. Good 
town in south central Nebraska of 1,200; 
plenty work; good location; cheap rent. 
Would sell stock and rent tools; will give 
bargain if taken by February 15th. Ad- 
dress Box 228, Edgar, Nebraska. 5-3t 








TINNER’S TOOLS. 





PATENTS lventred ‘Trade Marks Rex: 


istered. Patent Validity and Infringement Opinions. 


Consulting Expert HERBERT £. PECK Patent Attoruey 
Established 1895 WASHINGTON,D.C. Barrister Bldg. 


BUSINESS CHANCES 














For Sale—Well-established business; 
regular tin, sheet iron, and furnace work, 
stoves and jobbing of all kinds. Splendid 
opportunity for man who can handle 
“slate work’’ in connection. Location, 
the most prosperous, growing suburb of 
Washington, D. C., “The Nation’s Capi- 
tal.’”” We have a business that works the 
entire year through. Write or call upon 
I. M. Bigelow, Takoma Park, District of 


Columbia. 7-3t 


Wanted to Rent—Tinshop and tools in 
connection with hardware store or fac- 
tory or would start tinshop if tools are 
furnished. Wisconsin preferred. Give 
full particulars in first letter. Address 
A-38, care of AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chicago, a 
nois. - 








Wanted—Stock of hardware with tin- 
ning or plumbing. Will trade Dakota or 
Minnesota land or cash and land. Address 
A-41, care of AMERICAN ARTISAN, 919 
South Michigan Boulevard, Chicago, 
nois. 7- 





For Sale—Complete new stock of hard- 
ware in first-class location, 50 miles south 
of Chicago. Good reasons for selling. If 
in the market for same, this stock and lo- 
cation will suit you. Address A-37, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, cess :: 


-v 





For Sale—At a bargain, 200 Ibs. of 
Paris Green in 1-lb. packages; 100 Ibs. in 
2-lb. packages, and 40 lbs. in 5-lb. pack- 
ages. Fred L. Lavanburg’s make of New 
York; strictly pure and clean and in 
original boxes; never opened. Reason of 
closing out, no sale for Paris Green in 
Reedsburg, and for the same reason we 
offer at a bargain also 25 gals. of 5-gal. 
cans and 8 gals. in 1-gal. cans of Creo- 
septine or wood preserver. American 
Mfg. Company’s make of Minneapolis. 
For further particulars write Reedsburg 
Hardware Company, Reedsburg, beheg «= 
sin. -3t 


Wanted — Second-hand 8-foot cornice 
brake, ‘‘double truss” preferred. Also 30- 
inch squaring shear. Address H. Vv. 
Darrow, Winamac, Indiana. 7-3t 


For Sale—1 Peck, Stow & Wilcox Dou- 
ble Seamer with 10 discs; 1 30” Rod, 
diameter 4%”, Gutter Beader. Last named 
good as new. Will sell cheap if taken 
at once. Address A. J. Pischke, Hays, 
Kansas. 5-3t 


For Sale—Set tinner’s tools, including 
squaring shears. $125.00 for quick sale. 
Address E. W. Lowell, 109 West Milwau- 
kee Street, Janesville, Wisconsin. 6-3t 


For Sale—One New No. 01-P. 8S. & W. 
Grooving machine, which we will sell at 
a discount, as we have no use for same. 
—— Norton & Rosencrans, Rowley, 
owa., - 

















HELP WANTED. 








Wanted—A good first-class, all-around 
man. One that can do plumbing, hot 
water and hot air heating, and general 
tin work. Steady job to the right man; 
state wages wanted. Address Cloos & 
Anderson, Havelock, Nebraska. 7-3t 





Wanted—Young man with a year or 
two experience in tinshop and plumbing. 
One that is willing to learn and work for 
my interests. Or will sell my hardware 
and shop for cash only. Address Lock 
Box No.2, Area, Illinois. 7-3t 





Wanted—Good all-around plumber and 
tinner for a small Montana city some time 
in March. Will pay ones wages the year 
round to good man. tate experience and 
wages wanted and when you can come. 
Address H. H. Kortowitz, Malta, Mon- 
tana. 7-3t 


Wanted—All around man that can do 
tinning, plumbing, heating, windmill and 
pump work. Will pay $3.00 per day and 
give all year’s work to the man that is 
right. Married man preferred. Address 
M. B. Lund, Hollandale, Wisconsin. 7-3t 








Wanted—Good all around tinner and 
plumber. German Catholic preferred. 
State age, experience and salary wanted. 
ee P. O. Box 299, Salem, South Da- 

ota. 





For Sale—Account of death of the head 
of our firm, we wish to sell one of the 
cleanest and best assorted stocks of 
hardware and stoves in Kansas City. In- 
voices about $4,000.00. Address A-34, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 





Wanted To Buy—A stock of merchan- 
dise, must be a good, clean stock, well 
located and established business; will 
pay reasonable price; can handle a 
medium size stock. V. D. Augsburger, 
Kenton, Ohio. 6-3t 





Partner Wanted—An excellent opportu- 
nity for a competent man to engage in 
our established hardware and general 
merchandise business in Chicago. On ac- 
count of advanced age the owner wishes 
to give up the management to a younger 
person. Address A-31, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 6-3t 





Wanted—aAn all around tinner who can 
do furnace work and plumbing. Steady 
work year around to a good man. No 
boozer. State wages in first letter. Town 
of 500 inhabitants; town and _ country 
work. Address S. J. Beard, Republic, 
Ohio. 7-1t 


Wanted—A first class sheet metal 
worker and hot air furnace man. Must 
be capable of estimating from plans and 
taking full charge of shop. Good wages 
and steady work. Only first class me- 
chanic considered. Harder Hardware 
Company, Highland Park, Illinois. 5-3t 








Help Wanted—An all-around tinner who 
can do general job and furnace work. 
Steady work year around to right man. 
No boozer need apply. State wages in 
first letter. Must be able to do any kind 
of work in a town of 5,000 inhabitants. 


Address T. A. Leonard, Decatur, me 





Wanted—A plumber capable of a 
heating. Wages $18.00 week for 9 hx 
work. Steady employment. Address 


F. Hollis, Owosso, Michigan. 


SITUATIONS WANTE! . 














Position Wanted — By plumber 
steam fitter. 15 years’ experience; 
do some tin work. Address A-35, care 
AMERICAN ARTISAN, 910 South Mi 
gan Boulevard, Chicago, Illinois. 


Situation Wanted—Sober, reliable n 
with 12 years in shelf and builders’ ha 
ware, tools, paints, etc., would like 
make change. Six years with present 
employers. References. State salary and 
full particulars. Address A-36, care o/ 
AMERICAN ARTISAN, 910 South Michi 
gan Boulevard, Chicago, Illinois. 7-3t 


Situation Wanted—By A-No. 1 sheet 
metal worker, ag 4 and heating man, 
Address John Cook, Fort Atkinson, Wis- 
consin. 7-3t 
Situation Wanted—By all-around sheer 
metal worker. Capable of laying out and 
assembling all different kinds of sheet 
metal work. Can work from blue prints. 
Married man and will work for moderat: 
salary. Address Gus A. Burr, 3314 North 
Lawndale Avenue, Chicago, Illinois. 7-3 


Situation Wanted—I am a first-class 
tinner on inside and outside work with 2) 
years’ experience. Am also a good hard- 
ware clerk and a good penman. I will 
work for $12.00 per week. Will go any- 
where. Address A-40, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 7-3t 

Situation Wanted—As manager for re- 
tail hardware store or superintendent for 
tin shop. Have had 20 years’ experience 
in retail and wholesale hardware business, 
as manager, buyer and salesman. Good 
executive ability. -Can estimate from 
plans. Practical tinsmith, plumber and 
heating man. Married. Strictly sober and 
reliable. Can furnish Al reference as to 
ability and character. Only permanent 
position considered. State in first letter 
wages you can afford to pay a man of my 
ability. Address -39, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 7-3t 


Situation Wanted—Capable and experi- 
enced hardware clerk in hardware or 
hardware and general merchandise. 12 
years’ hardware experience; can do con- 
siderable tinwork. Reliable; reference 
given; married; age 34; 3 years as man- 
ager. Write me; hustler and trade win- 
ner. Address A-32, care of AMERICAN 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 6-3t 


Position Wanted—By first-class man, 
8 years’ experience in plumbing, gas, 
steam and hot water fitting; can also do 
furnace work and some tinning. Can 
give reference; married and strictly tem- 

erance. Address G. Allen, Lodi, Ohio, 

ox 81. 6-3t 


Position Wanted—By a good all-around 
tinner and furnace man. Can lay out 
my own patterns. 8 years’ experience; 
age 24; can speak German. Address Ar- 
thur Koenig, 2210 North 14% Street, Terre 
Haute, Indiana, 6-3t 


Position Wanted—By a first class tin- 
ner and sheet metal worker. Can do pat- 
tern drafting for large shop. Good man 
on blow pipe. Address A-30, care of 
AMERICAN ARTISAN, 910 South Michi- 
gan Boulevard, Chicago, Illinois. 5-3t 


Situation Wanted—By a tinner of 26 
years’ experience. Can handle force of 
men, read blue prints, do my own pattern 
drafting, do estimating, and do any work 
that comes into a tin shop. Address A-26, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, oman OP 



































Situation Wanted—Parties in need of 
a young tinner, 8 years’ experience city 
and country, good furnace man, write to 
C. L. Whitney, 625 2nd Avenue, Sheldon, 


Iowa. 5-3t 





Position Wanted—All around _ tinner, 
good workman; steady and reliable; ex- 
perience in hot water, steam and hot 
air heating; can do plumbing. Would 
prefer work in northern Wisconsin or 
Michigan. Want steady work; no boozer. 
Please state wages in first letter. Ad- 
dress -33, care of AMERICAN 
ARTISAN, 910 South Michigan Boule- 
vard, Chicago, Illinois. 6-3 
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<{TUATIONS WANTED. 


SPECIAL NOTICES. 





inte@ = By thoroughly experienced 
ace man, position as salesman with 
liable furnace company. Can lay out 
estimate all kinds of furnace work. 
iress A-28, care of AMERICAN 
-TISAN, 910 South Michigan Boulevard, 
cago, Illinois. 5-3t 





Situation Wanted—By sheet metal 
vorker, over 30 years experience, light 
r heavy work. Good pattern draftsman; 
nan with original ideas. Sheet Metal 
Specialties preferred. Inside work only. 
Will go West or South. Address A-29, 
care of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 





Situation Wanted—By a good all around 
nlumber, steam and hot water fitter; 
thoroughly experienced in both city ‘and 
country work. Some _ experience at_tin- 
ning. No boozer. Address Box 235, Cass- 
opolis, Michigan. 5-3t 


Situation Wanted — By an all around 
tinner and furnace man; also ordinary 
plumbing. Small place preferred. Ad- 
dress Tinner, 1307 Fisher Avenue, East 
Saint Louis, Tiinois. 5-3t 

Wanted — Position by an all-around 
man, Steady and reliable. Can also do 
plumbing and hot water work. Address 
W. H. Bailey, Storm Lake, Iowa. 6-3t 











Position Wanted—I am 32 years of age; 
single; 18 years’ experience at the tin 
and furnace business; can cut my own 
patterns and take charge of shop. I am 
also a fairly good plumber; can do steam 
and hot water heating. I am fast and a 
good workman; sober and reliable. Ad- 
dress A-18, care of AMBRIU 
ARTISAN, 910 South Michigan Boulevard, 
Chicago, Illinois. 5-3t 





SPECIAL NOTICES. 


WANTED 


General lines on commission 
basis selling to retail hard- 
ware dealers, tinners and 
cornice makers. Address 
B-15, care of AMERICAN 
ARTISAN, 910 South Mich- 
igan Boulevard, Chicago, IIl- 
inois pon 


MANUFACTURERS’ AGENT 


with headquarters in Milwau- 
kee, Wisconsin, wishes to rep- 
resent reliable manufacturers 
there and in the largest cities 
adjacent. Address all cor- 
respondence to B-38, care of 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, 
Chicago, Illinois. 2-8 


FOR SALE 


First class hardware store with ex- 
cellent tinshop in connection in Chi- 
cago. Stock invoices about $6,000. 
Warren fixtures throughout, every- 
thing in splendid condition and stock 
comparatively new. Have a number 
of good contracts for builders’ hard- 
ware on hand. Owner will make spe- 
cial sacrifice for personal reasons. For 
further particulars address B-50, care 
of AMERICAN ARTISAN, 910 South 
Michigan Boulevard, Chicago, Illinois. 

6-4t 

















Solder Aluminum with Eaton’s 
Aluminum Solder, Sticks to Stay. 
No flux required. Large sample 
stick sent post paid for 50 cents. 
Money back if not satisfied. Ad- 
dress J. Eaton, 4512 Colorado Ave- 
nue, Chicago, Illinois. 6-3t 


FOR SALE 


Sheet Metal Shop and Furnace 
business in good running condition. 
Address Harms Brothers, Mitchell, 
South Dakota. 7-1t 








WANTED 


Live Tinners to take subscriptions 
for AMERICAN ARTISAN. Good 
money making proposition for right 
parties. For information address 
Circulation Department, 
AMERICAN ARTISAN, 910 
South Michigan Boulevard, Chi- 
cago, Illinois. 


STOVE MANUFACTURERS 


I am looking for a good line of 
Stoves and Ranges to be sold 
in Chicago and surrounding ter- 
ritory. Have large acquaintance 
among leading buyers. Must 
have a live and up-to-date line. 
Address B=51, care of AMERICAN 
ARTISAN, 910 South Michigan 
Avenue, Chicago, Illinois. —_7-2« 


Elevators 


Improved, Quick and Easy 
Rising, Steam, Electric and 
Hand Power. 


Send for Circular 


Kimball Bros. Co. 
1031 Ninth Street, Council Bluffs, lows 


K. City Office: 
717 Commerce Bilge ‘ ‘Kansas City, Me. 















a lle 
KEENEDGE Co. 
Inc. 1906 
Sharpeners of 
SAFETY RAZOR BLADES 
Send us your sharpening business. 

We guarantee excellent work and prompt service. 
KEENEDGE Co. 

307 No. Michigan Ave. CHICAGO 


Prepare 
For Zero 
Weather 
NOW 


as all wise me- 
chanics do, then 
when the general 
freeze-up comes 
and your custo- 
mers call on you 
for your services, 
you will be pre- 
pared to satisfy 
their wants. 


To get best satis- 
faction, INSIST 
on the “AL- 
WAYS RELI- 
ABLE” furnaces 
and torches, as 
they bring you 
better results and 
are cheaper in 
. the long run. 


WE MAKE 
























Patented 
No. 3—QT. COMB. 
No. 4—PT. COMB. 
No. 1—QT. PLAIN 
No. 2—PT. PLAIN 


Write for our 
Catalogue 


MANUFACTURED BY 


OTTO BERNZ, - Newark, N. J. 








The “CENTENNIAL” | 
Rain-Water Cut-Off 


The strongest, most durable ™ 
and cheapest CUT-OFF on the 4 
market. in 
The only single cut-off made 
to fit Corrugated and plain 
pipe and which can be used 
without extra pipe 
or elbows. 
For sale by 
all leading jobbers. 


Manufactured 
only by 
THE SULLIVAN 
GEIGER CO. 
501-509 MadisonAve. 
Indianapolis, Ind. 
























DIXON’S 


GRAPHITE 
PIPE JOINT 
COMPOUND 


Send for Booklet No. 18D, explain- 
ing the advantages and economies 
of this compound which never 
hardens or sets. 


Joseph Dixon Crucible Company 


Jersey City, New Jersey (1) 


| The CLIPPER 


There are three things that de- 
stroy your lawns— Dandelions, 



















Buck Plantain and Crab Grass 

=> In one season the Clipper will 

aa ee m= drive them ailout. Your dealer 
should have them—if he has 

not, drop us a line and we will 


send circulars and prices. 


iam, CLIPPER LAWN MOWER CO. 


ox 10, Dixon, Ill. 

















O. W. Kothe, Prop. 





“Learn Up-to-Date Pattern Drafting” 
Assure Yourself Steady Work 


Learn it systematically; get our METHODS; we cover every 
branch of work completely. Your work. 


WE ARE AUTHORIZED TO STATE AND 
THESE HOME STUDY COURSES ARE APPROVED BY 
THE NATIONAL S. M. CONTRACTORS ASSOCIATION. 


We Instruct Individuals, and Local Classes by Home Study. 
Full particulars sent you free. Come, write for yours, NOW. 


THE NATIONAL SCHOOL 


3553 Olive St., St. Louis, U. Ss. A. 


VERTISE. 
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DON’T MISS THIS OFFER 
You Can Get a Full Set of 
100 AMERICAN ARTISAN 
TINNERS’ PATTERNS FOR $1.00 





Patterns for a full line of tinware, in various sizes, square and round elbows, cut-offs, 
etc., at full size, printed on manila paper ready to be transferred to heavy sheets and cut 
out ready for use, can be secured from AMERICAN ARTISAN. There are more than one 
hundred patterns, perfect in all details, included in the set. The following list contains 
the articles that can be made with the aid of AMERICAN ARTISAN Full Size Tinners’ 


Patterns. 


Tea Steeper 

Two-pint Tea Pot 
Three-pint Tea Pot 
Four-pint Tea Pot 
Five-pint Tea Pot 
One-quart Coffee Pot 
Two-quart Coffee Pot 
Three-quart Coffee Pot 
Four-quart Coffee Pot 
Five-quart Coffee Pot 

. No. 1 Coffee Boiler 
No. 2 Coffee Boiler 
No. 3 Coffee Boiler 
Lamp Filler ¢ 
One-pint Dipper 
One-quart Dipper 
Two-quart Dipper 
Four-quart Flaring Pail 
Six-quart Flaring Pail 
Eight-quart Flaring Pail 
Ten-quart Flaring Pail 


Twelve-quart Flaring Pail 
Fourteen-quart Flaring Pail 


Ten-quart Dish Pan 
Twelve-quart Dish Pan 


Fourteen-quart Dish Pan 


Sixteen-quart Dish Pan 
Dinner Bucket 
Five-inch T-joint 
Six-inch T-joint 


Eave Trough Mitre Joint 


“Snap” 2-inch Conductor Elbow 
Cullender 

Half-pint Measure 
One-pint Measure 
One-quart Measure 
Half-gallon Measure 
One-pint Basin 
Two-pint Basin 
Three-pint Basin 
Four-pint Pan 
Six-quart Pan 
Ten-quart Pan 
Small Cake Pan 
Medium Cake Pan 
Large Cake Pan 
Small Wash Basin 
Large Wash Basin 
Sprinkler Breast 
Four-gallon Churn 
Five-gallon Churn 
Small Dust Pan 
Large Dust Pan 
Five Sizes Funnel Patterns 
Oval Dinner Bucket 
Rain Water Cut-off 
No. 7 Boiler Cover 
No. 8 Boiler Cover 
No. 9 Boiler Cover 
No. 7 Boiler Bottoms 
No. 8 Boiler Bottoms 
No. 9 Boiler Bottoms 






AMERICAN ARTISAN full size patterns are offered to you at the smallest price 


Two-inch Square Elbow 
Two-and-a-half-inch Square Elbow 
Three-and-a-half-inch Square Elbow 
Four-and-a-half-inch Square Elbow 
Five-and-a-half-inch Square Elbow 
Six-and-a-half-inch Square Elbow 
Seven-and-a-half-inch Square Elbow 
One-pint Funnel 

Two-pint Funnel 

Three-pint Funnel 

Four-pint Funnel 

Small Milk Strainer 

Large Milk Strainer 

Ten-quart Milk Pail Breast 
Fourteen-quart Milk Pail Breast 
Two-inch Four-piece Round Elbow 
Three-inch Four-piece Round Elbow 
Four-inch Four-piece Round Elbow 
Five-inch Four-piece Round Elbow 
Five-and-a-half-inch Round Elbow 
Six-and-a-half-inch Round Elbow 
Seven-and-a-half-inch Round Elbow 
Small Grocers’ Scoop 

Medium Grocers’ Scoop 

Large Grocers’ Scoop 

Apple Corer 

Oval Foot Bath 

Oval Pudding Pan 

Half-gallon Can Breast 

One-gallon Can Breast 


Two-gallon Can Breast 
Three-gallon Can Breast 


possible. The full set of one hundred patterns will be sent postpaid upon the receipt of 
$1.00 or with subscription to AMERICAN ARTISAN for $2.50. Send for them today— 
they are worth more than double the price asked. 


DANIEL STERN, 


910 South Michigan Boulevard 





Publisher 


CHICAGO, ILLINOIS 
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The Stark Rolling Mill Co. ¢ sie 











Destruction— havoc— ruin follow in the wake of those corrosion 


devils. 





Frequently, after only a few months’ service steel sheets appear as 
if fiends were hacking away at them in spots with intent to de- 
stroy. And they do destroy the sheet metal eventually. 


Beware of those corrosion devils! Thwart them! 


Roofing, Siding, Ventilators, Skylights, Conductor Pipe, Eaves 
Trough, Water Tanks, Cornice, Blower System, and in fact any- 
thing made of sheet metal can be made to last longer. : 


Guard against those corrosion devils by using a scientifically made 
corrosion-resisting sheet metal, namely — 


<fONn “AND 


oF METAS 


‘There is Pian and economy in every ounce.’’ 








Moderate in cost—fire-proof—water-proof 
-weather-proof— durable— economical- 
that’s Toncan Metal. 





For photographic evidence 
of Toncan Metal in actual 
service—Sign—Tear off—Mail 


Jobbers Everywhere Sell TONCAN METAL 


om 





“Evidence Book 





CANTON, OHIO , thon 


Sole Manufacturers _ Firm ties | 
or eerese 2 
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Are Not Only the 
Most Beautiful, But Also 
the Most Practical Steel Ceilings 


Berger's Classik Steel Ceilings are unsurpassed for: 
beauty of design, accuracy to art, durability and ease 
of application. 

They have prevented many big fires by confining the 
flames within the room in which they are installed. 
Our new pressed, close-fitting bead and never-slip nail- 
ing button save 25% to 40% in erection costs. 

Used in public and private buildings of every type and 
size. Write for prices and new handsome 148 page 
catalog. 


The Beraer, Mike. Co.” a 


Canton, Ohio Reduce Erection 
For the best service address nearest branch Costs 
New York Philadelphia San Francisco Boston 
St. Louis Minneapolis Chicago 


Also manufacturers of Prong Lock Studs and Furring, Rib-Trus, 
Ferro-Lithic and Multiplex Reinforcing Plates, Steel Ceilings, Ex- 
panded Metal Lath, Sidewalk Forms, Raydiant Sidewalk Lights, etc. 


Export Department, 11th Ave. and 22nd St., New York, N. Y. 





Your future . siles ‘of rootin g and 
siding - depend upon the ornr 
ance of Your present sales 


You, yourself wouldn’t re-order a brand of sheets that 
proved unsatisfactory —neither would your customers; and 
the fellows your customers “tipped off” beforehand, 
wouldn’t even use them once. 


INLAND OpenHeasth 
ROOFING 4nd SIDING 


always gives satisfaction—because it resists rust and corrosion—stands 
the attacks of moisture—fumes and smoky air in a truly remarkable 


manner. 
The difference between Inland Roofing and Siding and ordinary sheets is ex- 
plained in a mighty interestini book — “ The Story of an Inland Galvanized Sheet "— 


really instructive. Send for a copy. 


INLAND STEEL COMPANY 


First National Bank ray Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, IIL 
Branch Offices~ ST.LOUIS -ST. PAUL- MILWAUKEE- DENVER-DALLAS 

















IRR Hest ><. 
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? E manufacture sheets suitable for 

high grade, medium grade and 
jopular priced Steel Ranges and Oak 
Stove Bodies. 


COLUMBIA 


POLISHED BLUE SHEETS 


MASSILLON POLISHED 


LIGHT BLUE SHEETS 


MASSILLON POLISHED 
DARK VELVET BLUE SHEETS 


OHIO 


POLISHED BLUE SHEETS 


Send specifications and we will submit 
samples and prices. Shipping facilities 
unsurpassed, guaranteeing promptness. 


THE MASSILLON 
ROLLING MILL COMPANY 


MASSILLON, OHIO 











# 









PERFORATED METALS 


OF EVERY DESCRIPTION 


MANUFACTURERS OF 


Perforated Steel Plates and Sheets 
(Black and Galvanized) 


Perforated Sheet Copper, Brass, Bronze, 
Aluminum, Lead, Zinc, Monel Metal 
and Other Alloys. 


Screen Plates and Sheets, 
for Ores, Coal, Stone, Cement, and all kinds of 


Grain Cleaning and Sorting Apparatus 
for Centrifugal Lini ngs, R. Iter Press Plates, Dryin Floors, 
False Bottom Stra , Extr ractor Baske ~ Be Revolving 
Screens, Shaking "Ser reens, Chute Ser reens. 








Grilles and Ornamental Seem, 
for Radiators, Ventilators, Air Vents, Heat Vents, in Private 
and Public Buildings, pe to suit local requirements. 


Perforated Tin and Brass of Standard Sizes 
carried in stock. 


ANYTHING IN PERFORATED METAL 





THE HARRINGTON & Kine PERFORATING @ 





oa NORTE bg Bian ~ sedate appl a Jv. S 
33: N 1 














FRIEDLEY-VOSHARDT CO. 


MANUFACTURERS OF 


Architectural Sheet Metal 
Ornaments, Statuary, etc. 








All Kinds of Stamped and Spun Work 
Art Metal Ceilings and Side Walls 
One Trial Will Convince 


Send for Architectural Sheet Metal Catalog No. 31 


Sie, 7-578 ted Se CHICAGO, ILL. 





Cc. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA, 
MANUFACTURERS 
Sheet Copper, Bottoms, Roll Copper, Tinned and Polished 
Copper, Nails, Spikes, Rivets, Conductor Pipe, Eaves 
Trough, Elbows, Shoes, Mitres, Etc. 


Brauch Warehouses in New York, Chicago, St. Louis and San Francisco 








We Manufacture 


OLD STYLE 
GENUINE CHARCOAL IRON 


and 


BASIC OPEN HEARTH 
ROOFING PLATES 








Polished Sheets 
in 


Standard and Special Sizes 





Write for information and prices 


ered 


CARNAHAN 
TIN PLATE & SHEET 
COMPANY 
CANTON, OHIO 


Philadelphia Chicago Detroit Kansas City San Francisco 








Remar 





ntainiemeed 
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PLECKER’S CORRUGATED EXPANDING CONDUCTORS | 


HAVE NO CROSS Will not burst | 
SEAMS 

VANIZED IRON IN rine: 

10 FT. LENGTHS full of ice 


THE CLARK-SMITH HARDWARE Co. 


- PEORIA, ILLINOIS | 











=ROOFIN NG TI NEE 





ARO 


always specify. 


oe Made from high grade COPPER BEARING OPEN HEARTH 8 HEARTH STEEL—the material you — . 
Carefully manufactured—fireproof, durable. We also manufactute APOLLO Best BiG 
oY Bloom Galvanized Sheets, Black Sheets, Formed Roofing Products, Etc. Write for full information, 























In COPPER, GALVAN- 
IZED IRON, and with 
Glass Tops for Skylight 


The ““GLOBE”’ 
is built on 
honor and sold 


on merit. purposes. 


Absolutely Storm Proof 
For Perfectly Ventilating 
Schools, Churches, Halls, 
Mills, Factory and Audi- 
ence Rooms of Every Char- 
acter. 
SMOKY CHIMNEYS 
CURED 
“Globe Ventilated Ridging”’ 
SEND FOR PAMPHLET 


Manufactured by 


Patented and 
Trade-Mark 
Reg. U.S. Pat.Off. 


GLOBE VENTILATOR CO., Troy, N. Y. 




















DO IT NOW 


‘Get ready for your 
Spring Business. 


We have a furnace for 
every purpose and 
that—THE BEST, both 
in pump and bulb 
models. 


Drop a postal for our 
latest catalog and 
booklet of Useful In- 


formation. 


BURGESS SOLDERING FURNACE C0. 


Dept. A COLUMBUS, OHIO 











and-you can obtain them by using a DOUBLE BLAST GASO- 
LINE Fire Pot for indoor and outdoor work. 
he ite \ WHY? 

They always burn with a steady 
blue flame. 

A tinner can heat his irons as fast 
as he can cool them. 

They can be generated outdoors 
on a windy day. 

They are noiseless. 

They are the only Fire Pot with an 
independent generating valve. 

There are no springs on the pump 
to get out of order. 

No heat is wasted with a DOUBLE 
BLAST Fire Pot. 


Try one. The Fire {Pot will demon- 
strate that it will do all Jwe claim for it. 
Leading jobbers are andling them. 
Write us for circulars and prices. 


Double Blast Mf¢. Co. 


2004 State Street 
North Chicago, Illinois 


No. 35—Double Blast Gasoline 
Tinner’s and Piumber’s Fire Pot. 











CHIMNEY CAPS 
That Give Service 


STANDARD CHIMNEY 
CAPS are practically in- 
distructible, being con- 
structed of cast iron. 
No bolts are required 
to hold them in place, 
as they are laid in 
cement. Satisfac- 
tion goes with 
every one. 

Write for prices and 

particulars. 


STANDARD VENTILATOR COMPANY 


LEWISBURG, PENNSYLVANIA 





NEW MARVEL BRANDING IRON 


By removing the copper point and inserting the 
Brander, the NEW MARVEL SELF-HEATING SOLDERING 
IRON is converted into a cheap and light BRANDING 
IRON. Costs only 2 cents a day for fuel—weighs only 
44 pounds., Any style Brander will be furnished. 


Write for full particulars 


[yon @iklin & @ine. 


We also Manufacture 
Baltimore, Md. 


Conductor Pipe, Eaves Trough, 
Stove Pipe, Elbows, etc. 








= 


“Never make the 
same mistake twice” 
—if you were not 
advertising yester- 
day, start today. 
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coldest weather. 
saving of time and fuel alone. 


panies the order. 
Send for Free Catalog. 


ASHTON MFG. CO. 


17 Nevada St. 





No. 20 Red-Hot Torch. 
Price Each $4.25 Net. 


NEWARK, 





/Ask the Mechanic 


who has used the No. 20 Red-Hot Torch, 
atented and often called the ‘Hand 
razier” and hear what he says—‘‘It is 
the best ever.” It is the strongest and 
heaviest burner ever mounted on a one 
eats tank and produces a steady blue 
ame of intense heat that will work any- 
where outdoors in the wind or in the 


It will soon save you its cost in the 


All leading jobbers will supply at factory 
price or we will ship direct if cash accom- 


N. J., U. S.A. 











ARE YOU GETTING YOUR SHARE OF ORDERS 


FOR JOB WORK? 


with a big saving of fuel expense. 
cost of the Fire Pot or Torch. It pays to 
Send for catalog—it’s free. 


No. I Fire Pot DETROIT, MICH., U.S. A. 


If not try using C. & L. FIRE POTS 
and TORCHES and with them you 
can do your work quicker and better 


In 


fact the saving in fuel alone will soon equal the 


be 


fore-handed. Better watch your stock and see 
that your Fire Pots and Torches are in good 
order and be ready to take care of every rush 
order. Jobbers will supply at factory price. 


CLAYTON & LAMBERT MFG. CO. 








Including 
Tinners’ 
and 
Roofers’ 
Tools, 
Shears, 
Punches, 
Presses and 
Dies. 
Can-making 
Machinery. 





MADE BY 


NIAGARA MACHINE & TOOL WORKS, P°XF?+° 


TOOLS FOR SHEET METALS 








Skylight Gearing and 
Chain Lifts 







CORNICE MAKERS’ TOOLS 
COPPERSMITHS’ TOOLS 


Exchanged 


H. WEISS & CO. 


APunch, Shear and Bender 20 Cliff Street 
Combined fer 14” iron 








‘TINSMITHS’ and PLUMBERS’ TOOLS 


PIPE THREADING MACHINES 


Second Hand Tools Bought, Sold and 


NEW YORK 











31-INCH FORMING ROLL 


This Forming Roll is built in 
all standard sizes, with our Pat- 
ented Opening Device. by means 
of which it is opened and closed in 
& few seconds. 


We butid a complete line of Shears 
and Punches, ali sizes, for hana or 
belt power. 


Write for Catalog ‘‘F”’ 
BERTSCH & CO., Cambridge City, Ind. 








“RAPID” SLITTING SHEARS 


FOR ALL SHEET METAL WORKERS 


are now made in twelve sizes. 15 to 50 inches in throat, 
also gang shears with any number of cutters. Straight 
cutting, irregular shapes, circles and interior circles. 
Send for prices and printed matter. 


OTIS L. FULLER 
Dept. A Goshen, Ind. 











a 
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CHICAGO STEEL CORNICE BRAKES 


Used by Tinsmiths Who Know 


The Strongest and Lightest Brakes Mads 


8-ft. for 18 gauge and lighter 
Made in all sizes. 


Our lightest 8-ft. Brake weighs only 1000 
pounds and has a capacity of 18 gauge. Can 
readily be taken apart in three pieces and is 
easily transported. Handles operate independ- 
ently (unless otherwise ordered). 

Full set of formers, angle extension for heavy 
bending and improved stop gauge furnished with 
each machine. 


Write for catalog showing 116 different styles and sizes. 


DREIS & KRUMP MFG. CO. 
2915 S. Halsted Street. CHICAGO 


Canadian Factory, The Stee! Bending Brake Works, 
Chatham, Ont. 








Miller’s 0. D. Disinfectant 


JOLIET MANUFACTURING CO. 


The O. D. Disenfectant Co., Joliet, 

Illinois. 

Gentlemen: I have been using 
your disinfectant for the past four 
or five months in the Shreffler Villa 
and also the Lincoln Apartments and 
have found same to be very bene- 
ficial. I wish to make speeial men- 
tion of the satisfaction it has given 
in the Shreffier Villa, this building 
being about eight years old and we 
were troubled more or less with sewer 
gas, and upon using your disinfect- 
ant the odor is immediately removed 





Odorless Deodorizer 
An Odorless Disenfectant 
and Germicide 


and I can cheerfully recommend your goods to anybody wishing a first 


class disinfectant. . Yours very truly, F. W. MOHLER. 


We also refer to the following users: 


Illinois State Penitentiary, Jo- ——- Public School, Lemont, 
i l. 


liet, Ill 
Joliet Township High School, Jo- H. R. Bartlett, Salt Lake, Utah. 
liet, Ill. The Hub Clothing Store, Chicago. 

















Will County Court House, Joliet, 
Ill. 


Police Department, Joliet, Ill. 
Inward Refrigerating Co., Chi- 
cago. 
Iowa-Illinois Circuit of Theaters. 
Wm. J. Moxley (Butterine), Chi- 
cago. 
St. Joseph’s Hospital, Joliet, Ill. 
City School Board of Pontiac, Ill. 
High School Board of Pontiac, Ill. 
Elgin State Hospital, Elgin, Ill. 
A. M. Legg Shoe Co., Pontiac, Ill. 
Allen Candy Co., Pontiac, Ill. 
Baird & Potter, Carroll, Iowa. 


Harry Childs, Boone, Iowa. 

Bart Baumgart, Marseiiles, III. 
-Dunning State Hospital, Dun- 

ning, IIl. 

George Hollenbach, Dwight, III. 
W. F. Meidroth, Peoria, Il. 
Delmonico Hotel, Danville, Ill. 
— Hotel, Chicago Heights, 


Hotel Gary, Gary, Ind. 

Pontiac Chautauqua, Pontiac, IIl. 

Flint Dairy and Ice Cream Fac- 
tory, Joliet, Ill. 

And hundreds of others who are 
using O. 


AGENTS WANTED EVERYWHERE. 


GARDNER & COMPANY 


50 Adam Arcade, Joliet, Ill. 
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4-quart size, 
Japanned, $5.50 


Your Customer Will Ask to See. 


the “ENTERPRISE” KNIFE and PLATE [X@) 
that really 
mangling or tearing it. She wants the 
chopper that cuts with the true slicing cut, 
preserving the juices and flavor of each 
morsel. 


The “ENTERPRISE” 


MEAT-AND-FOOD CHOPPER 


is built on the true cutting principle, steel against steel, 
like a pair of shears. The four-bladed, keen-edged 
STEEL KNIFE revolves against the PERFORATED 
PLATE cutting every particle of meat or food into 


PRISE | 





[ENTE 





CUTS meat or food instead of 











tender, uniform 
pieces. Easy to 





Next best at lower price 
is this | a 7 


















































turn, quickly and Food 
easily cleaned. with four 


knives, for 
coarse to fine 7 


Family Size - $1. 75 Family size a 5 |: 


Large “ = 2.50 [sous 


“ENTERPRISE” 
SAUSAGE STUFFER and LARD PRESS 


Increasing numbers of hog-raisers are 
butchering their own hogs in order to 
“cash in’ on the high prices for hog 
products this year. They will be mighty in- 
terested when you tell them that the sausage 
and lard profits on just one hog pays for buying 
an ‘‘ENTERPRISE”’ Sausage Stuffer and Lard 
Press. 

Made with ‘fENTERPRISE”’ care and pre- 
cision in every part—iron cylinder is bored true 
—long handle makes easy turning. PATENTED 
CORRUGATED spout keeps all air from enter- 
ing sausage casing. Can be instantly converted 
into a Lard Press. Tin Cylinder (strainer) has 
broad lips for easy handling. 

Made in nine sizes and styles—2 
to 8 quarts—japanned or tinned— 
used as a fruit press, too. 

Your customers are reading in 
their favorite magazines about the 
advantage and superiority of 
“ENTERPRISE” goods. They 
know that the name ‘ENTERPRISE 
is the strongest guarantee of quality 
and satisfaction. 

Write for catalogue of full line of 
“ENTERPRISE” Specialties. 


THE ENTERPRISE 
MFG. CO. 
OF PA. 


PHILADELPHIA 
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For Thirty Years 


the Standard 


AGATE 
NICKEL-STEEL 
WARE 





The superiority of Agate Nickel- 
Steel Ware over all other makes of 
culinary utensils consists largely in the 
fact that the enamel is so hard that the 
fusing point is not reached until the 
nickel-steel of which the articles are 
made is about ready to melt, thereby 
combining with the pure vitreous com- 
position and forming a clinch and per- 
fect union. No heat or acid can destroy 
that joint. 


Agate Nickel=Steel Ware is double 
coated with a hard vitreous covering, 
presenting a smooth, highly polished and 
beautifully mottled gray surface. 


MR. DEALER:—Do you realize the 
prestige of handling wares that are the 
best? Every customer that buys Agate 
Ware from you is satisfied —he will 
come again. He knows you give Value. 


Send for catalogues and 
prices at once. 


Lalance & Grosjean 

















' 
: 
; 
| 
: 
& 


Mfg. Co. 


_ 1900 So. Clark St., CHICAGO, ILL. 


NEW YORK BOSTON - 











Stanley Tools 

















comprising those with plain or octag- 
onal polls and necks, polished or 
nickel plated heads, and with natural 
or mahoganized finished handles. 


The heads are made of a special 
steel, carefully forged, hardened and 
tempered. 


The handles are made of selected, 
second growth white hickory. 


The claws are of uniform thickness 
and so formed that they will grip and 
hold fast at any point of the shank, 
all sizes and kinds of nails, thus en- 
abling the user to draw them from the 
toughest kind of wood, even where the 
head of the nail has been broken off. 


The improved method of fastening 
the heads to the handles makes it 
practically impossible for the head 
to fly off. 


The above features together with 
their specially fine finish make them 
a very attractive line to carry. 


Wealso manufacture Hammers for 
MACHINISTS, BRICKLAYERS, 
FARRIERS, TINNERS, BLACK- 
SMITHS and ENGINEERS as well 
as a line of RIVETING and BRAD 


Hammers. 


STANLEY Ru_Le & LeveL Co. 
New Britain, Conn. U.S.A. 
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The Original All-Steel 
Mower, Style ‘‘A”’ 





SN 
<4 
mel 


al 


“PHILADELPHIA” | 


LAWN MOWERS 


are now ready with a superb line of high-y: 
goods, embracing the well known styles 


Graham All 
Style “‘A’’ Al 
Style “*K” 
Style “E” 
Style “Cc” 
Style a be 
All Day 


Steel Dewey 

| Steel Drexel 
University 
College 
Independence 
Overbrook 


Plain and Roller Bearing, all sizes. 
Improved Eagle Horse Mower. 


Improve 


d Philadelphia Horse Mower. 


Improved Pony Mower. 


Finest line in existence. All knives, both spiral 


and stationary, 


are VANADIUM STEEL, +! 


highest priced steel. 


No other mowers have such fine material in their construction and they represent the highest achievemen: 


in lawn mower construction. 


Catalog and prices for 1915 ready 


THE PHILADELPHIA LAWN MOWER CO. 


Makers of Highest Grade Mowers in the World 
3ist and Chestnut Streets, Philadelphia, Pennsylvania, U.S.A. 





American Steel & Wire Co.’s 


AMERICAN 
FLAT WIRE 


FLAT COLD ROLLED STEEL 


ADE in all widths up to 16 inches, 

for shaping into all forms of man- 
ufacture in automatic machines or other- 
wise, such as butts, hinges, tubes, roller 
skates, keys, typewriter parts, sewing and 
adding machine and automobile parts, 
cream separator discs, buttons, stove and 
show case trimmings, gun parts, wire 
chair rims, go-cart parts, and any difficult 
or plain forming where flat steel of great 
ductility, strength, finish and uniformity 


is required. 


“Flat Wire Bulletin’, describing many 
uses of flat wire, sent free 
upon request. 


American Steel & Wire Company 


Chicago New York Cleveland 
Pittsburgh Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co., San Francisco, 
Los Angeles, Portland, Seattle 


(6) 





ws 


jiffy, just right to pa 


Whether you stock the LIGHT- 
NING, GEM or BLIZZARD, you 
get a Freezer that has made good 
for more than a quarter of a 
century—one that has won its way 
into the hearts of the housekeepers 
by service that satisfies—backed 
by quality that creates confidence 
in both merchant and manufac- 
turer—one that’s well advertised 
and in demand—one that brings 
trade and helps you keep it. 


BE SURE to INCLUDE the 
LIGHTNING ICE 
CHIPPER No. 1. 
You can self one 
with every Freezer. 
It chips a block of 
ice into small uni- 
form pieces in a 
ck closely around 


the can and shorten the time of freezing. 
So much easier to make Ice Cream. 


They help the sale of 


Freezers. 


Your jobber can supply you. 


NORTH BROS. MFG. CO. 


PHILADELPHIA, PA. 
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JUST ONE MINUTE 


LISTEN 


IF ONE OF YOUR CUSTOMERS SAID TO YOU: 


I want to look at an 


ANCHOR BRAND CTOTHES WRINGER 


Would you have to dig down under the counter and get it? 


Then hunt up a duster to clean it? 
And, expect to make the sale? 


YOU MIGHT MAKE THE SALE, BUT THE ODDS ARE AGAINST YOU 


LOVELL MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA 


Be Sure It’s a 


SEGAL 
BURGLAR PROOF LOCK 


You offer your customers when they ask for the best 


It is ‘*The Lock without a Knock.” 





What am I up against? No use trying. You are up 
This is the only lock I against aSEGAL LOCK. You 
couldn't jimmy. need a key to open this one. 


The more a SEGAL BURGLAR PROOF LOCK is 
forced, the tighter it gets. They cannot be opened 
without a key. This is caused by the bolt being ver- 
tical instead of horizontal as in other locks. We have 
a good proposition for dealers. We do the advertising 





you get the business. Write for particulars. 


Burglar Proof Lock Company 


13 Park Row, New York City 











ROCK ISLAND AUTOVISES 


This is called our 
gsi FE, SWIVEL AUTOVISE, 
{ i 31%” jaws, weighing 80 
lbs., and is adapted for 
automobile and heavy 
repair work. We also 
make a stationary auto- 
vise known as No. 231 
with 3” jaws, weighing 
32 lbs., and is suitable 
for the individual auto 
mobile owner. These 
vises are a combination 
of vise jaws, pipe jaws 
and anvil. 











¥ os We make the largest 
and most complete line 


241—SWIVEL AUTOVISE of vises. 
Send for our New Catalog. 


ROCK ISLAND MFG. CO. 


ROCK ISLAND, ILLINOIS 














send 





De Kalb Business Wagon 





To every business house that uses one or more wagons we would liks to 
i a copy of our big catalog showing the best wagons for every trade. DeKalb 
gons are built for service—better construction is not known. Catalog 


ives full details. Your request on a postal brings it. 


Dealers Wanted in Unassigned Territory 


A mighty good proposition for the right hardware or implement dealer. 
Perma —atacvere and complete co-operation. Details are yours for 
asking. 


DeKALB WAGON CO. (egrets amore) acre & 








BUILDERS’ 
HARDWARE 


LIGHT GRAY 
IRON CASTINGS 


DAMPERS AND 
DAMPER CLIPS 


OIL AND 
GAS STOVES 


FURNACE LAMPS 
MOLASSES GATES 





WRITE FOR OUR COMPLETE CATALOG 


THE TAYLOR & BOGGIS 
FOUNDRY CO. 


Chicago Sales Office: Cleyelan d 


62 E. LAKE STREET 
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A MAN using tools in his work must have good 
tools that will carry a sharp cutting edge. 


And to keep that sharp cutting edge he must 








have a strong, handy grindstone frame carry- 


ing a stone of first quality. 3 


R. W. (er?) GRINDSTONES 


No. O07 


Frame, heavy angle steel. Ball-bearing dust 


and grit-proof journals. One piece gray iron 
water-pan with 


ichards- Wilco 


i] AURORAILUSA.[S) 


drain-cock. 
Stone, best Berea Grit. 


“A Hanger for Any Door that Slides” 




















“CHALLENGE” and 


“CHALLENGE JUNIOR” 
“RIVAL” and 


“RIVAL JUNIOR” 


MEASURING TAPES 


HAVE JUST BEEN MARKEDLY 
IMPROVED AND YET SELL AT 
THE OLD PRICE. 


All of these tapes now have a 
positive-action push button 
opener for the windin 
handle. ‘‘CHALLENGE” an 
“CHALLENGE JUNIOR” 
leather cases are now steel 
lined throughout. 

Our Tapes have an unequaled 
reputation for accuracy, hence 
more of them arein use than all 
other makes. 


There Always Will Be More Sell- 
ing Arguments in The Name 


[UFAIN Than You Need To 
Sell /UFATIN Tapes. 
THE [UFKIN fpuLe C70. 


SAGINAW, MICHIGAN 


Windsor, Can. 





Our Advertisement 
Appears on the 
Front Cover 
THIS WEEK 


HELLER BROTHERS COMPANY 


NEWARK, NEW JERSEY 











New York London, Eng. 
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RED DEVIL BITS 


SINGLE OR DOUBLE TWIST 
Honed Like a Razor, Not Simply Ground, but Trued on a Lathe 


Red Devil Bits are made with 10% greater clear- 
ance than any other. Will bore with or against the 
grain, in any kind of wood, and under any conditions. 

If your dealer can’t supply, send $5.25 for set No. 
2401 of 324 quarters in wooden box. 

At any rate, send for Booklet of 3,000 Red Devils. 


SMITH & HEMENWAY CO. 
151 Chambers St. NEW YORK CITY 
The Red Devil Bit—Always Makes a Hit. 




















The SMITH & HEMENWAY CO., Inc., 
manufacturers of “RED DEVIL” tools havea very novel 
way of assisting the dealer to dispose of “RED DEVIL” 
Bits and Chisels. A request will bring this infor- 
mation together with a new net confidential illus- 
trated price list. 


ep taal — 


THE FILE YOU WILL EVENTUALLY USE 


. DELTA FILE WORKS ¢ 


om Philadelphia, Pa. 


New York Office 
260 West St. 


Chicago Office 


DE LTA 62 E. Lake St. 


THE HIGHEST GRADE FILE MADE 

















“Never make the same mistake 
twice”—if you were not adver- 


tising yesterday, start today. 
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This picture calls particular attention to the 
dust-proof bearings of 


uss SPEED LATHE 


The impor of this feature is readily rec- 
ognized by anyone who has ever tried to do 
fine W orl on a lathe with worn bearings—the 
result of grit and dust in the 

bearings. 










"“MECCO” 


; poet Metal Products 


— 
5 


| | nr a i 
| A 
} Oo >——$ y rm 
ms 
e A —— | SKYLIGHTS 


SHINGLE WINDOWS 


Write for Prices and Catalogues 


MOESCHL- EDWARDS CORRUGATING C0, 
EE BROS., 62AR John St., New York COVINGTON, KY. 





2 or 3-foot bed 
8 or 20-inch centers 
8-inch swing 


Price $27 


F. O. B. Newark, N. J. 


Also supplied with various 

attachments for spinning, 
turning, drilling, burnish- ff 
ing, reaming, cutting, § 
sawing, trimming, grind- 
ing, polishing. 

















V a ] Vv e Ss a mn d MANUFACTURERS OF 
P lungers Steel Ceilings and Side Walls 











Only the very best leather and Cornices, Skylights ana 
me rubber are-used in these e ° . 
f goods and.ail are carefully Fireproof Windows, Roofing 
and evenly fitted making Eastlake Metal Shingles 
them the best of their kind. Prepared Asphalt. Roofings 


SEND FOR CATALOGUE 


BERGER BROS. CO. 
4) PHILADELPHIA, PA, The W. J. BURTON CO. 


Office: 229-231 Arch Street 


Store: 237 Arch Street Detroit, Michigan 














Warerooms & Factory 190-114 Bread St. 








WHEELING CORRUGATING COMPANY 


IRON AND STEEL SHEETS 


Black or Galvanized Plain or Corrugated 
Clean—Soft—True to Gauge 
Carefully Inspected 








OUR CRESCENT BRAND SHEETS ARE ALSO MADE UP INTO 


Formed Roofings Roll Roofings Metal Lath 
Conductor Pipe Eaves Trough 


Gutters, Valleys, Ridge Roll and Special Ridge Finish and other articles 
necessary to complete a full line of 


Sheet Metals and Sheet Metal Products 


LARGE STOCKS AT ALL STORES 


WHEELING CORRUGATING COMPANY, WareuNe W.VA. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
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EFFICIENCY 


HE secret of efficiency in modern business is Service. 

You must be able to serve your patrons with the 

best grade of goods at the lowest possible price and in 

the shortest time in order to hold their patronage. When 

articles are promised for a certain time, you must be 
able to deliver them at that time. 


BULLARD & GORMLEY SERVICE 


Will make it possible to do this. Our merchandise is of 
the highest quality and we make you the best prices. 
All orders, no matter how large or small, are filled the 
same day received and delivered as fast as possible. With 
our service at your command you can make definite 
promises and keep them. 








Write for our latest catalog and send us a trial order. 
You will be astonished and delighted at the real service 


we give. 


BULLARD & GORMLEY COMPANY 


Wholesale Hardware, Sporting Goods, 
Fishing Tackle, General and Builders’ 
Hardware, Mechanics’ Tools and Cutlery 


173-175 North State Street 8-10 Couch Place 7-9 East Lake Street 
CHICAGO, ILLINOIS 





